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rogram Ready For Annual Convention 
Of National Assn. Of Mutual Agents 


The annual convention of National 
‘Assn. of Mutual Insurance Agents 
Oct. 24-26 at the Statler-Hilton Hotel 
in Washington, D.C., will have as its 
theme “benchmarks for the future.” 
’More than 1,000 are expected to attend. 

There will be an advisory board 
‘meeting Saturday morning, presided 
over by Henry D. Bean of Haddonfield, 
-NJ., past president of NAMIA, and a 
state secretaries’ workshop Saturday 
,afternoon with William A. Stringfel- 
low, acting general manager of NAMIA, 
yas chairman. The company-agents 
committee will meet Sunday with Earl 
_ A. Lamb of New York City, past pres- 
ident, as chairman. Directors will meet 
Sunday afternoon with John Keyser 
‘of Kalamazoo, Mich., NAMIA presi- 
dent, in charge. 

' The hour by hour details: 
Monday, Oct. 24 

12 noon—Opening luncheon. The 
Business Outlook by John R. Bunting 
‘Jr., business economist of the Federal 
Reserve Bank of Philadelphia. 

2 p.m.—Business meeting. A report 


| 


on NAMIA progress to date and plans 
for the coming year. 

8:30-11 p.m.—Past presidents’ dance. 

Tuesday, Oct. 25 

9:30 a.m.—Degree of Difference on 
Insurance Issues, a panel with Chase 
M. Smith, general counsel of Lum- 
bermens Mutual Casualty, as modera- 
tor and with these participants: Dr. 
Edwin S. Overman, assistant dean of 
American Institute; Arthur L. Levy 
of New Orleans; Bruce Stake, St. Louis, 
fire manager of Michigan Mutual Li- 
ability; Harry C. Foster, assistant sec- 
retary and research underwriter of 
Utica Mutual; Robb B. Kelley, vice- 
president of Employers Mutual Casu- 
alty, and Milford L. Landis, counsel 
of Central Mutual. Dr. Charles E. Ir- 
vin of Ormand Beach, Fla., author of 
How to Sell Yourself, Your Ideas, 
Your Products, will speak. 

2 p.m.—Workshop on agency man- 
agement and office procedures with 
Richard J. Layton of Rough Notes as 
chairman and C. Goodman Jones of 
Bluefield, W. Va., vice-president of 

(CONTINUED ON PAGE 41) 





‘GAB Donna Cases To 
‘Come Near 190,000 


As of Sept. 22, reports from 30 Gen- 
jeral Adjustment Bureau “Hurricane 
}Donna” temporary storm offices and 
lh3 branch offices in catastrophe areas 
‘indicated that an estimated total of 
| 187,950 losses will be assigned to GAB. 

It had received close to 95,000 assign- 
/ ments by Sept. 22. 

At that date, assignments in Florida 

‘had reached 21,457, with the expecta- 
tion of a final total of more than 43,- 
000. Actual assignments in Key West 

‘were 900. The average loss based on 

— cases was $15,000. GAB antici- 
pates 1,500 assignments in that city. 

More than 3,700 losses in Ft. Myers 
are being handled by GAB with the 
expectation of more than 7,500. The 
average loss on present assignments 
there was $1,500. Lakeland leads in the 
number of GAB assignments with 4,- 
| 681 for an average loss of $500. About 
9,000 losses to be processed by GAB 
| are expected there. 

Exclusive of Key West and Ft. 
Myers, the average claim in Florida is 
| about $180. 

New Jersey was second to Florida 
jat Sept. 22 in assignments received 
{with 15,349. North Carolina followed 
with 14,902. However, the total antici- 
lated in North Carolina is 30,900 
against a total of 28,850 in New Jersey. 
The highest average loss in any one 
| locality in these two states is $300, 
| also the top figure for any one locality 
tin the other states hit by Donna, ex- 
' cluding Florida. 

GAB had received 11,823 assign- 
ments in Massachusetts by Sept. 22 
,and looks for a total of 23,650. Other 
actual assignments and expected totals 
jin other states are Connecticut, 1,634 
and 2,700; Delaware, 369 and 550; 
Maryland, 2,663 and 4,800; New York, 
9386 and 19,600; Pennsylvania, 2,614 
\|and 5,600; Rhode Island, 2,077 and 5,- 
4 
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Sheehy President 
Of Pacific National 


Henry G. Sheehy has been elected 
president of Pacific National. He is first 
vice-president and a director of Amer- 
ican Surety which was acquired by 
Transamerica earlier this year. 

Mr. Sheehy will continue in his ca- 
pacity with American Surety in order 
to coordinate the activities of both 
companies. He began his career with 
American Surety in 1922 as an office 
boy. Later he was with Aetna Casu- 
alty and Standard Accident, before 
joining Massachusetts Bonding in 1938. 
He was named vice-president of that 
company in 1945. Mr. Sheehy rejoined 
American Surety earlier this year. 


Canadian Adjusters Help 
On Hurricane Donna Losses 


A contingent of 27 Canadian ad- 
justers are assisting on Hurricane 
Donna losses in the Fort Myers, Fla., 
and Norfolk, Va., territories. Charles N. 
Turner, general manager of Under- 
writers Adjustment Bureau at Mon- 
treal, at the request for personnel from 
B. N. Butler, president of General Ad- 
justment Bureau, rounded up men 
from all over Canada. Following hasty 
telephone consultations by Mr. Tur- 
ner with his divisional managers, the 
first men left Montreal within 48 hours. 

Representation of the departing per- 
sonnel included Newfoundland with 
four, Nova Scotia two, Quebec nine, 
Ontario seven, Manitoba two, and 
Saskatchewan three. 

All members of the group are spe- 
cialists in various fields of claims ad- 
justing. 





000; South Carolina, 750 and 1,200; 
Virginia, including Elizabeth County, 
N. C., 7,944 and 17,000; miscellaneous 
locations, 3,927 and 5,000. 


Pa. Agents Elect 


Graham In Brief 
Meet During NAIA 


ATLANTIC CITY—During the 
NAIA convention here, Pennsylvania 
Assn. of Insurance Agents elected 
Stuart E. Graham of Wilkes-Barre 
president to suceed Paul J. Trimbur 
of Pittsburgh. New vice-prssidents are 
Edward T. Wells of Scranton and 
Louis P. Sigel Jr. of Philadelphia. Clar- 
ence M. Thumma of Harrisburg was 
reelected treasurer, a post he has 
held many years. George J. Margraff of 
Philadelphia was reelected state na- 
tional director. 

Frank D. Moses was renamed execu- 
tive vice-president, and Marshall W. 
Davis of Harrisburg secretary-man- 
ager. 

New directors are William Birchall 
of Reading, George Bollich of Shenan- 
doah, John Casey of Pittston, William 
Conover of Pittsburgh, Watson Craig 
of Waynesboro, Walter St. Clair of 
Latrobe, James Gowen of Springfield, 
Ralph Hunsicker of Bethlehem, How- 
ard King of Scottdale, Samuel Lock- 
wood of Hazelton, C. C. Plasterer of 
Carlisle, Milton Reisen of Philadelphia, 
and Lee Stimmler of Pittsburgh. 

The association adopted a resolution 
commending the Washington County 
association for its action in advertising 
in the Washington Reporter to call 
attention of the public to the high auto 
accident verdicts there as compared 
with other counties with about the 
same population. The facts were 
brought out in a study by Pennsylvania 
Chamber of Commerce through its in- 
surance committee. Kenneth B. Hatch, 
president of Reliance, was chairman of 
that group. 

Several members of the Washington 
County Bar Assn. sought an injunction 
against the newspapers and agents to 
restrain them from such publication. 


N. C. Firemen’s Pension 


Upheld In Insurers’ Case 


Wake County (N.C.) superior court 
ruled against Great American and 
Hardware Mutual of the Carolinas, 
Charlotte, which held that the state 
firemen’s pension fund was unconsti- 
tutional. The pension fund was re- 
enacted by the 1959 general assembly 
after a 1957 act was ruled unconstitu- 
tional. The two companies held the act 
was discriminatory because some com- 
panies do not have to pay the 1% tax 
on fire and lightining premiums. The 
court ruled that the two insurers had 
failed to establish a cause of action. 


N. J. Covers Full 
Agenda In Session 
Shortened By NAIA 


HO Commission Problem 
Believed Solved; Ellis 
Outlines His Philosophy 


ATLANTIC CITY—As host, New 
Jersey Assn. of Insurance Agents spent 
less time on its own affairs this year 
at its annual meeting and devoted 
most of its attention to guests from 
over the country who came here for 
the NAIA convention. However, with 
a luncheon, a dinner, and a relatively 
brief business meeting, the assosiation 
managed to deal with all of its impor- 
tant business and even hear one ad- 
dress—by Porter Ellis of Dallas, the 
incoming president of NAIA. 

The reports of committee chairmen 
and others reflected a great deal of 
work and accomplishment and impor- 
tant plans for the future. Belief was 
expressed that what the association 
has done will solve the problem of 
commission cuts under the new home- 
owners filing. The group is seeking to 
get a combined fire-EC rate and an- 
nual rate reviews to avoid giant sized 
rises. One report warned agency com- 
panies they must solve the problem of 
the under 25 driver or face the likeli- 
hood that they will have to get out of 
the automobile field altogether—and 
perhaps other lines as well. 

After urging the critical importance 
of agents voting and getting others in 
their communities to vote in the No- 
vember elections, Mr. Ellis outlined 
his evaluation of current company- 

(CONTINUED ON PAGE 47) 


Agents Participating In 
Hartford Fire’s Program 
Of Junior Fire Marshals 


Agents of Hartford Fire will partici- 
pate in Fire Prevention Week, Oct. 9-15, 
by launching the company’s annual 
junior fire marshal program in 15,000 
elementary schools. 

The agents are currently distribut- 
ing various aids to teachers, filmstrips 
and study units, as well as junior fire 
marshall badges and helmets. 

The heart of the Fire Prevention 
Week efforts of the company -is a 
home inspection report by which boys 
and girls between the ages of eight 
and 10 qualify to receive a badge or 
helmet. 





Officers of the 
Oregon associa- 
tion: Leonard A. 
Adams, Beaverton, 
named state na- 
tional director for 
his fourth consecu- 
tive term; Merrill 
Cc. Hagan, Mc- 
Minnville, the new 
president, and 
Lewis M. Fox, 
Portland, board 
chairman. 
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Ore. Agents Elect 
Hagan President 
At Portland Annual 


PORTLAND, ORE.—Merrill C. Ha- 
gan, McMinnville, was elected presi- 
dent of Oregon Assn. of Insurance 
Agents as it held its 32nd annual con- 
vention here before some 500 agents. 
Mr. Hagan has been board chairman 
since last October, filling the vacancy 
caused by the death of Kenneth Mar- 
tin, Grants Pass. Mr. Hagan has served 
three terms on the board and last year 
was awarded the Arthur Eppstein 
award for his work in the association. 

Lewis M. Fox, Portland, president 
three years ago, was named to the 
board, and Leonard A. Adams, Beaver- 
ton, was elected state national director 
—the fourth consecutive year he has 
held that post. Alan Tebb, the associ- 
ation’s executive-secretary, also was 
reelected. 

Oregon Commissioner Musser was 
the principal speaker. He said that 
while competition is the life of the 
business, at times it becomes “just too 
strenuous.” New arrivals in the in- 
dustry make a veritable war on rates 
—some 45 companies have applied to 
file deviation schedules and more can 
be expected. 

Mr. Musser said Oregon has enough 
controls and those who adhere to them 
need have no fear of “national re- 
prisais.” 

The commissioner stated there had 
been numerous proposals for changes 
in the Oregon insurance code. He ad- 
mitted that while the code is not per- 
fect, a good look should be taken be- 
fore any important change is made. 

Moderated by William F. Rau, Eu- 
gene, chairman of the association’s 
workmens compensation committee, a 
workshop was held on the homeowners 
policy. Panel members were W. A. 
Brooks, vice-president Oregon Auto- 
mobile, and Thomas E. Walton Jr., 
vice-president North America. 

This year’s recipient of the Arthur 
Eppstein award was Herbert A. Ballin 
Jr., Portland. Mr. Hagan made the 
presentation during the banquet. Mr. 
Ballin is a past president of Portland 
Assn. of Insurance Agents and a mem- 
ber of the national association’s pro- 
perty committee. The award is given 
“in recognition of outstanding service 
in the advancement of the insurance 
industry in Oregon” and is based upon 
cumulative service, not on a single 
year of effort. 


Resume Compilation Of 
Cook County PI Verdicts 


Juries in Cook County, Ill., back on 
the job Sept. 1, handed down 36 de- 
cisions by Sept. 23, finding for defend- 
ant 18 times and for plaintiff 14 times, 
while four of the cases were dead- 
locked. Total damages awarded, ac- 
cording to the compilation of Cook 


County Jury Verdict Reporter, are 
$173,274 out of a total demand of 
$259,600. 


The record of defendants winning the 
majority of decisions, which has held 
since the Jury Verdict Reporter has 
been in operation, continues in 1960. 

The biggest decision last week was 
$75,000 given to a pedestrian who was 
injured while walking between two 
cars halted at a crosswalk when the 
second car was struck in the rear by a 
driver whv was watching a girl. The 
judgment went against the driver of 
the third car, who had $10,v00 insur- 
ance. 
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S. C. Agents Elect 
Saunders President 


Edwin F. Saunders of Walterboro 
was elected president of South Carolina 
Assn. of Insurance Agents at the annual 
meeting in Greenville. J. T. Grier, 
Spartanburg, was named vice-presi- 
dent, and Gordon A. Schmidt, Charles- 
ton, secretary-treasurer. Lloyd E. Greer 
was renamed manager. 

A highlight of the meeting was a 
panel discussion on the uninsured mo- 
torists law, moderated by Mr. Greer 
with state motor vehicle department 
officials and association members par- 
ticipating. 

Mr. Saunders, the new president, 
entered insurance in 1940 as a partner 
in the Ted C. Hodges agency at Walter- 
boro. Prior to that he was in the hotel 
business there. After navy service in 
the South Pacific, he returned, sold his 
interest in the Hodges agency and 
formed Saunders Insurance & Finance 
Co. He has been active in the associa- 
tion and Southern Agents Conference 
since that time. Mr. Saunders is past 
president of his Rotary Club and cham- 
ber and is past chairman of Collegton 
district Boy Scouts. 


N. Y. Board Reports Aug. 


Losses Up, Amounts Down 


New York Board reports fire, EC and 
sprinkler losses for August as com- 
pared with the same month in 1959 
increased in number 98.84% to 1,201 
but decreased in amount 46.37% to 
$1,710,985. This was before Hurricane 


Donna. Losses for the first seven 
months have declined in number 
1.71% to 7,814, but have increased 


.8% in amount to $19,755,490. 
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Des Moines Reciprocal 
Offers To Purchase 
Guaranty Security 


Automobile Underwriters of Des 
Moines, the attorney-in-fact for State 
Automobile & Casualty Underwriters, 
is making a general offer to the stock- 
holders of Guaranty Security of Min- 
neapolis to purchase not less than a 
majority of Guaranty Security’s stock. 
If the necessary number of shares are 
tendered through the facilities being 
supplied by Guaranty Security, the 
personnel and agency plant of Guar- 
anty Security will remain intact and 
the general plan of operations of the 
company will continue unchanged un- 
der the present officers. 

Guaranty Security is what is left of 
the old Northwestern Fire & Marine 
that used to be loosely affiliated with 
Hartford Fire in an underwriting ar- 
rangement. Hartford Fire made a bid 
to buy Northwestern F.&M. in 1958, 
but it failed and subsequently a lo- 
cal group in Minneapolis bought the 
company at a price higher than Hart- 
ford had offered and proceeded to li- 
quidate the major part of Northwest- 
ern F.&M. by means of cash dividends. 
The stockholders received cash in ex- 
cess of the purchase price and still 
wound up with stock in a going in- 
surance company in the first demon- 
stration of the large potential of cash 
values in insurance company shares. 

John A. Price is president of Guar- 
anty Security and also is president of 
the J. A. Price agency of Minneapolis. 
He was one of those people responsible 
for the organization of the original 
Guaranty Security, which was merged 
into Northwestern F.&M. in 1959 to 
give the surviving organization its 
present title. The treasurer is T. R. 


Excess Loss, 
Surplus Share, 
Facultative, 
Pro Rata 


Reinsurance 


EXPERIENCE, STABILITY, TRADITION . . . these are the basic ingredients of Excess 
Underwriters, eminence in every form of excess covers and reinsurance. And, the 


many leading producers we serve today have found that these outstanding qualities 


have become a part of their own company story! It will pay you to bring your next 


risk to Excess. 


EXCESS UNDERWRITERS, we. GI 


175 West Jackson Blvd. © Chicago @ WEbster 9-5535 
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Ga. State Teacher 


Is NAIIA Education 
Program Coordinator, 


Prof. John W. Hall of Georgia ta 


Se On ee 


? EE 


College has been appointed consultan 
and coordinator of the new educa. 
tion program of National Assn. of In 
dependent Insurance Adjusters. 

He will work with the education 
committee of NAIIA, insurance Insti 
tute of America, and the National Un-) 
derwriter Co. The on-the-job program| 
for student adjusters, which is ex 
pected to take approximately fou 
years for completion, will consist of 
eight parts: basic problems of claims 
and losses (parts 1 and 2); insurance! 
principles (parts 3, 4, and 5); legall 
principles for the adjuster (part 6); 
and principles of adjusting (parts 7 
and 8). 

Insurance Institute of America will] 
set the standards of knowledge re- 
quired and conduct examinations, and: 
the National Underwriter Co. will pub-| 
lish texts for parts 1, 2, 7 and 8. 

Prof. Hall has taught Insurance pe 
stitute of America and CPCU review 
classes and is executive director of 
Insurance Library Assn. of Atlanta. He 
formed the first comprehensive insur- 
ance education program at University 
of Kansas before going to Georgia 
State College. 


t 








Anderson, who was_ president 
Northwestern F.&M. when _ it 
merged with Guaranty Security. i 
Guaranty Security had direct premi- 
ums in 1959 of $1.4 million and earned! 
premiums of $1.5 million. The compa- 
ny is licensed in all states except Cal- 
ifornia, New York, Pennsylvania, New| 
Jersey and Alaska. 
State Auto & Casualty Underwriters, 
a reciprocal and one of the early writ- 
ers of long haul truck business, in! 
1959 had direct premiums of $12.1 mil- 
lion and earned premiums of $11.5. 
Until 1957 the company was known as. 
State Automobile Assn. of Des Moines.| 
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Comegys Retiring 
From Oil Assn.; 
Miller New Manager 


Clarence N. Comegys, general man- 
ager of Oil Insurance Assn., is retir- | 
ing Dec. 31 after 40 years with the as- 
sociation. His successor will be Leroy 


Leroy S. Miller 
S. Miller, who has been assistant gen- 
eral manager since last year. 

Mr. Comegys entered insurance in 
1913 with Oklahoma Inspection Bu-|! 
reau. He joined the Oil Association in 
1920 as a special representative at 
Tulsa, and went to Chicago in 1926 as 
assistant general manager. He became 
general manager in 1942. 

A graduate of Rose Polytechnic a 
stitute, Mr. Miller went with Oil In- | 
surance Assn. in 1948 as a field engi- 
neer. He became chief engineer and in | 
1955 assistant manager of engineer- 
ing and field technical services. | 


Clarence N. Comegys 
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When she calls you, what will you say? 


For good will, say: “Tell the repair man to put in the same 
brand of windshield you now have. Your policy entitles you to it, 


so insist on it. It is important to you when you trade in your car.”’ 


You’d be surprised how much substitution goes on. So if the 
original windshield is marked L:O-F Sarety PLATE, it should be 


replaced with L:O-F Sarety P uate. Your policyholders will 


appreciate the tip. SAF ETY fo PLATE 
| aS ee 
SAFETY |°,; PLATIE 


™ 
| 
= a All L-O-F Safety Plate Glass bears this brand 
_ identification etched in a corner of the glass. 


LIBBEY:OWENS:FORD GLASS CO., TOLEDO 1, OHIO 


a Great Name in Glass 
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Mutuals Will Have To 
Tighten Operations, 
Leaders Are Told 


SEATTLE—Increased premium vol- 
ume for the sake of volume alone is 
not a desirable end, James D. Fletcher, 
president Northwestern Mutual, told 
the midyear meeting of Federation of 
Mutual Fire Insurance Companies. Mr. 
Fletcher heads the association. 

“Good underwriting is more neces- 
sary today than ever before because 
rate redundancy is a thing of the past,” 
he said. “Risk improvement is still a 
constructive service and together with 
fire prevention offers perhaps the only 
means of earning policyholder divi- 
dends. .. . If some classes of business 
have enjoyed a rate redundancy which 
contributed to the savings earned pri- 
marily from underwriting and which 
supplied the initial impetus to the class 
mutuals’ earlier days, we have 
watched it gradually disappear in re- 
cent years. In fact mutual competition 
has contributed to the changing pic- 
ture, and we now find ourselves in an 
era of transformed competition which 
seems likely to separate the men from 
the boys.” 

Rising loss costs, broadened forms 
in practically all lines, discounted 
package policies, and the safe driver 
scramble in the automobile field are 
bringing an end to the underwriting 
habits of yesterday, he declared. The 
theories of restricted class underwrit- 
ing cannot be applied successfully to 
the more sophisticated underwriting 
required by multiple lines. Although 
operating results for the year show a 
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modest improvement over 1959, the 
progressive erosion of the rate level 
continues and loss settlements and 
claims costs continue to rise. 

“We should be less interested in 
where we are today,” he observed, 
“than in what direction we are mov- 
ing, because basic excellence cannot 
fail to win and maintain a permanent 
place in the insurance market... . We 
would do well to become known as 
dedicated salesmen of the theory of 
profit rather than hucksters of price.” 
J. H. Bolton, vice-president and 
treasurer Northwestern Mutual, told 
the meeting there is greater need than 
ever before for fire and casualty com- 
panies to build up and set aside sur- 
plus funds, both to accommodate safely 
the greatly increasing volume of in- 
surance demand, and to meet the cost 
of catastrophes. Both property values 
and potential liability in casualty in- 
surance have become tremendous. 


Refers To Past 


In the past mutuals have been able 
to build such funds in part from gains 
on underwriting, Mr. Bolton pointed 
out. But in the future, he said, they 
must rely more upon gains from in- 
vestment than from underwriting op- 
erations. Even competition, especially 
from large companies, has brought 
rates for all companies down close to 
the mutual level, so that the mutual 
price advantage is diminishing. And 
unwillingness of some state insurance 
regulatory authorities to grant rate in- 
creases even in the face of unfavorable 
loss experience may keep margins of 
underwriting gain very thin for the 
forseeable future. 

Traditionally the investment pro- 
grams of many mutual fire and cas- 
ualty companies have been of the 
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“safe deposit box” type. They have in- 
vested their assets in high grade bonds, 
and have put them away to hold to 
maturity. “I do not mean to criticize 
this attitude,” he said, “but under 
present conditions this sort of invest- 
ment program may not yield enough 
income to expand and to set aside 
needed surplus funds. The company 
which expects to earn the investment 
income it needs to carry on its busi- 
ness effectively is going to have to de- 
velop an investment program geared 
more closely to present realities.” 


Enterprising Investment Policy 


He explained this does not neces- 
sarily mean a greater volume of in- 
vestment in common stocks. It does 
mean that mutual insurance company 
investment officers are going to have 
to seek out investment opportunities, 
such as small local bond issues in their 
own areas, and to make shifts in their 
bond portfolios as conditions change. 
“Many mutual insurance companies 
owed their early success in the insur- 
ance business to familiarity with con- 
ditions in their own local areas, which 
enabled them to insure local risks 
more successfully than their large na- 
tional competitors could. It may be that 
familiarity with local conditions will 
serve them as well in the future in 
developing more successful investment 
programs.” 

T. L. Osborn Jr., executive vice- 
president American Manufacturers 
Mutual, commented upon changing 
concepts in property insurance rating. 
He raised the questions of whether 
some of the actions taken in rating 
homeowners policies have created a 
monster which may devour smaller 
companies, whether large insurance 
companies or groups with huge surplus 
funds should be able to sell insur- 
ance at rates which consistently result 
in an underwriting loss, whether it 
should be possible to use expense 
“trend factors” as well as loss “trend 
factors” in ratemaking, and whether 
there actually is any significant saving 
in processing costs when package pol- 
icy premiums are separately coded, 
punched, tabulated and reported as if 
separate policies had been issued. 


Considers Fire Losses 


Chief William Fitzgerald described 
the details of the successful preven- 
tion program of his Seattle fire de- 
partment, which permits 95% of its 
personnel to engage in inspection activ- 
ities. A more aggressive fire preven- 
tion program is needed everywhere 
if the increase ‘in fire loss is to be 
halted, he held, with prevention con- 
sidered more important than extin- 
guishment, and with firefighters work- 
ing as a law enforcement agency. 


Baby Pictures Make 
Theme For The Past 


Presidents’ Dinner 


The past presidents’ dinner of NAIA 
during the annual convention in Atlan- 
tic City was as usual a colorful affair. 
Archie M. Slawsby of Nashua, N. H., 
was host and Mrs. Slawsby was hos- 
tess for the occasion. 

As emcee, Mr. Slawsby projected on 
a large screen baby pictures of past 
presidents and their wives which he 
had obtained in a manner he would 
not reveal. As the pictures, many of 
them taken at any age when girls and 
boys wore the same kind of haircuts 
and clothes, were flashed on the screen, 
members of the audience were asked 
to guess the identities. Those making 
correct guesses were awarded approp- 
riate prizes. 
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Some Dallas Smiles 





Examining the agenda for the forth- 
coming year of Dallas Assn. of Insur- 
ance Agents are George E. McCormick, 
vice-president; Carie E. Welch, presi- 
dent, both newly elected, and Lon W. 
Mohundro Jr., executive secretary. 





Panel Eyes Many 


Management Ideas 


ATLANTIC CITY—A panel of six 
state association presidents discussed 
a wide variety of agency management 
and production questions during the 
NAIA convention here. M. J. Mitten- 
thal, Dallas, was chairman, and par- 
ticipants were Milton R. Cheverton of 
San Diego, Aaron S. Feinerman of 
Harrisburg, George E. Jennings of St. 
Louis, R. Henry Jones of Columbia, 


Miss., John A. Templeton of Terre 
Haute, and Stetson Ward of New 
Haven. 


The agents discussed claims, ad- 
vertising, boosting commission income, 
collections, and agency office organi- 
zations. Under the subject of claims, 
for example, questions included, how 
far is an agent obligated to go in col- 
lecting from a third party for his 
insured, and how can agents convince 
companies that their greatest produc- 
tion force is their claim departments? 

In boosting income, agents explored 
the advantages of solicitors—and their 
disadvantages; should the agency 
have a life department? Has the agen- 
cy explored the possibility of surplus 
lines markets for unusual and hard to 
place business? And how can budget 
plans be used to develop additional 
lines of insurance? 


Collections Noted 


As to collections, is it advantageous 
for the agent to use his own budget 
plan as opposed to a company plan? 
What is the agent’s attitude toward 
direct billing? 

Agents also got into handling re- 
newals, bookkeeping, setting expense 
budgets as the agency might put up 
production goals, and the use of out- 
side professional advice on letters if 
the agency sends out many of them. 


J.C. O'Connor’ To Address 
Iowa CPCU Conferment 


James C. O’Connor, secretary of the 
National Underwriter Co., will speak 
on “Insurance Marketing Trends” at 
the conferment luncheon of Iowa and 
eastern Iowa CPCU chapters at Des 
Moines Oct. 10. 

In the morning there will be a sem- 
inar on “Practical Application of Retro- 
spective Plans.” R. B. Kelley, Employ- 
ers Mutual Casualty, is president of the 
Iowa chapter, and H. S. Barrows, Des 
Moines agent, is ticket chairman. 


Ohio 1752 Club heard Joseph Smith, 


regional fire manager for Michigan 
Mutual Liability, give a talk on home- 
owners at a regular dinner meeting. 
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Blum Agency Test 
Of Bookkeeping In 
Modern Way Shown 


Bookkeeping and accounting, even in 
this era of direct billing programs, are 
still a major concern of insurance 
agents. This was proven by the large 
turnout for the general session de- 
voted to agency management and pro- 
duction problems. What is more, it 
appears that far from relinquishing 
their bookkeeping chores, agents are 
busy emulating their companies in 
adopting machine billing and account- 
ing equipment and techniques. 

Floyd L. Rice, Pittsburgh, chairman 
of the agency management committee, 
presided at twin sessions dealing with 
accounting problems and agency man- 
agement. 


Accounting Procedures 


Walter Slaight, vice-president Re- 
cording & Statistical Corp., explained 
in some detail the procedures that were 
followed to develop an accounting 
plan in the Walter Blum agency, Rock- 
away Park, N. Y. Arthur F. Blum of 
that agency outlined the steps by 
which his agency turned to machine 
accounting, with the help of the record 
service firm. Mr. Blum _ described 
briefly how the installation has worked 
in his agency. He said the installation 
has worked well but that it is still in 
the trial stage. 

Claude H. Mahan of IBM showed 
how a similar accounting installation 
was insalled in the Birtwhistle & Liv- 
ingston agency, Englewood, N. J. 
Transition Problems 


Mr. Livingston commented on the 
problems such a transition presents. 

Mr. Mahan made it abundantly 
clear that any fear of the tremendous 
cost of machine accounting and billing 
is not well-founded. Such equipment 
is available for every size agency, he 
stated. 

Mr. Livingston echoed 
the services of a service bureau, he 
said, simply amounts to subletting 
some of the agency’s paper work and 
should be so regarded. For the cost of 
such “sub-contracting” almost invari- 
ably results in savings over the event- 
ual hiring of one, two or more addi- 
tional employes. 

What is more, Mr. Livingston said, 
it is unnecessary to hire specialized 
personnel to handle mechanized office 
equipment. His office trained one of 
the female employes to handle this 
chore in just a few weeks time. 


this. Using 


St. Lawrence Group Buys 


Geo. Rogers Clark Ins. Co. 

George Rogers Clark Ins. Co. of 
Rockford has been purchased by the 
St. Lawrence group of Chicago which 
consists of St. Lawrence and Apex 
Mutual. George Rogers Clark will be 
moved to Chicago and transformed 
into St. Lawrence Life and it will do a 
general life and A&S business. 

At the end of 1959, George Rogers 
Clark had $210,000 capital, $160,000 
surplus and an A&S premium income 
of $390,000. 

S. M. Simon is chairman of the St. 
companies. Norman  B. 
Omens will be Ist vice-president and 
director of agencies of St. Lawrence 
Life. 


Town Crier Awards 

Aetna Casualty, Maryland Casualty, 
and Royal-Globe won Town Crier 
awards for outstanding advertising to 
consumers with messages emphasizing 
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the character and importance of the 
local independent agent. 

New this year were “bell” awards 
for those companies that do not do con- 
sumer advertising. Winners were Ag- 
ricultural, St. Paul F.&M., and Zurich. 


Thorn Agency Marks 100th 


Anniversary Of Founding 
Craig Thorn Inc. at Hudson, N.Y., 
has just marked the 100th anniversary 
of its founding. Some years ago the 
firm combined with the agency of C. 







EASTERN DEPT. NEW YORK 


WESTERN DEPT., FREEPORT, iLL. 


CRUM & FORSTER GROUP 


of Insurance Compante: 


SOUND, DEPENDABLE INSURANCE 


* PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT. ATLANTA 


W. Bostwick, which is marking its 125th 
anniversary. Craig Thorn Jr., past 
president of New York State Assn. of 
Insurance Agents and now state na- 
tional director, and the other members 
of the firm took a page advertise- 
ment in the Hudson Register Star to 
thank the families of Columbia County 
who through the years have done busi- 
ness with the two agencies. 

The advertisement also saluted “the 
other local independent agents of this 
county who are doing their best to 
provide intelligent, professional insur- 
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ance advice to their insured.” The 
other members of the firm are Bradley 
Peck, Royal Northup and Craig Thorn 
3rd. 


Featured speaker at the Dallas Claim 
Managers’ Council’s first fall meeting 
was George Hempel, claims manager 
of Travelers, who spoke on the coun- 
cil’s relations with the Texas Medical 
Assn. 

Imperial Casualty & Indemnity has 
been licensed in Washington. 


TOUGH CUSTOMER... 


“Needed blanket bonding protection, but 


would not believe he had an exposure. 


“Then our Crum & Forster fieldman suggested 


we let our ‘tough customer’ rate himself with 
the new Bonding Test-Check. 


“It took him about ten minutes. The Test-Check 


showed how he could have a loss, how much 


he might lose, even the amount of the bond 


he should carry. We closed the sale 


then and there.” 


SUBJECT: BLANKET BONDS. 


Opens the door to new accounts, 
diversifies agency volume, develops 
premiums. Contact the office nearest 
you or write Sales Dept., Crum & 
Forster Group of Insurance Companies, 
110 William St., New York 38. 


ALLEGHENY OHIO DEPT.. PITTSBURGH - 


THE LATEST IN THE @® INSURANCE TEST-CHECK SERIES, 





The news story was briet... 
Local Firm 
) Discovers 


Shortage 








UNITED STATES FIRE INSURANCE CO. 
THE NORTH RIVER INSURANCE CO. 
WESTCHESTER FIRE INSURANCE CO. 
THE WESTERN ASSURANCE CO. 
THE BRITISH AMERICA ASSURANCE CO. 


110 WILLIAM STREET, NEW YORK 38, N. Y. 


® 


VIRGINIA. CAROLINAS DEPT. DURHAM, N.C 
' 
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Government View Of Insurance, 


Present And Hoped For Future 


Donald P. McHugh, counsel of the 
anti-trust and monopoly subcommittee 
of the U. S. Senate that was presided 
over by Joseph P. O’Mahoney of Neva- 
da, in his paper delivered at the Sym- 
posium on Insurance and Government 
at the University of Wisconsin last 
week offered the viewpoint of a fed- 
eral official on insurance rate regula- 
tion, primarily fire. 

Said Mr. McHugh: 

—“It must be remembered that the 
kind of competition commanded by the 
Sherman Act was generally considered 
an anathema in the insurance industry. 
Defenders of the old order loudly pro- 
claimed that rate competition was 
ruinous and that it would degenerate 
into economic chaos, produce restric- 
tive underwriting and create a great 
rash of insolvencies.” 

—‘We shall never know the ulti- 
mate harm the public suffered and the 


damage the industry sustained by be- 
ing sheltered, for so many years prior 
to 1944, from the invigorating effect 
of those national laws which contrib- 
utes so materially to the nation’s eco- 
nomic progress.” 

—In the entire course of the Senate 
investigation, probably the greatest in- 
dictment of state regulation is to be 
found in the failure of the states to 
appreciate the nature of the nation- 
wide campaign to suppress rate com- 
petition through rating bureaus and 
advisory organizations. Whether or not 
the NAIC had any awareness of the 
story revealed in the documents new 
a part of the subcommittee’s records, it 
is evident that no steps were taken 
for remedial actions. It is significant 
that the parties themselves, conscious 
of the anti-competitive character of 
their action, were fearful only of fed- 
eral anti-trust prosecution.” 


In other words, Mr. McHugh be- 
lieves the insurance business generally 
and the fire business in particular had 
a good thing going for those on the 
inside prior to the SEUA decision, that 
the all-industry laws enacted as a con- 
sequence of the SEUA decision were 
largely representative of traditionalist 
thinking in the business, and that 
the bureaus continue to dominate the 
scene, restrict competition and gener- 
ally thwart the objectives sought by 
the government when it prosecuted 
the SEUA. 

Mr. McHugh would like to see some 
changes made, and he indicated that 
Sen. O’Mahoney’s rate regulatory bill 
for the District of Columbia offers a 
fine base for future thinking. 

The paper was thorough in its ap- 
proach and documented with 157 foot- 
notes. The text ran 43 pages. The case 
for Mr. McHugh’s point of view was 











HEARD THE NEWS ABOUT 
GEO. F. BROWN & SONS? 


they're offering 

an excess auto plan 
for assigned risks... 
at competitive rates! 


Just in time, too! With court 
awards continuing to exceed 
minimum legal limits, your cli- 
ents can’t afford to be under 
insured. 7 


Higher liability limits are avail- 
able at favorable rates. 


Arrange this excess coverage for 
your insureds through our 
facilities. 


See or write us now for further 


information or applications! 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Blvd. * Chicago 4 * WAbash 2-4280 
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carefully brought forward from the 
days of Paul vs Virginia through the 
SEUA to the supreme court decision 
in Washington of a few weeks ago 
which held that a subscriber does not 
authorize the rating organization to 
make filing on its behalf. The talk is 
capped with a resume of the proposed 


D.C. rating bill—Mr. McHugh points | 


out how Senator O’Mahoney’s plan 
would overcome the deficiencies of 
the business. 


McHugh’s Paper Given 


An abridgement of Mr. McHugh’s 
paper follows: 

Searcely anyone conceived that the 
pattern of rate regulation, born under 
the McCarran act moratorium, would 
survive unchanged. Many expressed 


the view that in its very conception ' 


the approach of the all-industry fire 


and casualty bills was basically defec- } 


tive. The great majority of states ev- 
entually adopted the all-industry ap- 
proach. States such as California and 
Missouri enacted more liberal laws 
embracing the anti-trust philosophy, 


Another small group of states clung to | 


anachronistic rating laws which in ef- 
fect perpetuated the enforced uniform- 
ity of rates which the federal anti-trust 
laws would otherwise prohibit. 

The hearings of the Senate anti-trust 
and monopoly subcommittee provided 


the first public forum in which the ' 


experience gained during 13 years of | 


state rate regulation could be ap- | 


praised. It is hoped that these hearings, 
together with the reevaluation of the 
rating laws launched by the NAIC 
immediately after the hearings, will 
produce widespread reforms in the 
rating machinery of the states. 
Whatever defects are apparent to- 
day must be considered in the light of 
those factors which motivated the bills’ 
architects. The conclusion seems in- 
escapable that central to all the plan- 
ning was the desire for a state regula- 
tory system which met the McCarran 
act test of “regulation” in order to 
avert the dread hand of federal anti- 
trust enforcement. To many this meant 
active affirmative supervision by state 
officials of the rate making processes. 


cuUEEIREREER EEE acne 


Public interest in obtaining the best | 


regulatory system was subordinated to 
the desire to preclude federal authori- 
ty. The result was a complex of rate 
laws and regulations which precipi- 
tated the outpouring of complaints be- 
fore the subcommittee by important 


segments of the industry. These laws | 


have produced unfortunate  conse- 
quences in terms of the most healthy 
competitive climate in which insur- 
ance could flourish. 


Considered Anathema 


The kind of competition commanded 
by the Sherman act was generally 
considered anathema in the insurance 


industry. Defenders of the old order ' 


loudly proclaimed that rate competi- 
tion was ruinous, and that it would 
degenerate into economic chaos, pro- 
duce restrictive underwriting and 
create a great rash of insolvencies. 

The inference looms large that the 
failure to develop adequate reinsur- 
ance facilities in the United States and 
our reliance upon the London market 
for other specialized insurance facili- 
ties is traceable in large measure to 
the industry’s historical immunity from 
the anti-trust laws. 

The success of these laws as a dis- 
tinctive American contribution to eco- 
nomic thought has caused many for- 
eign governments to reappraise their 
own cartelized approach to economic 
development. The federal anti-trust 
agencies must bear the responsibility 
for long persisting in the belief that 


(CONTINUED ON PAGE 34) 
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Presents Strong Case For Values 
In Operations Through Rate Bureaus 


Under existing insurance rate regula- 
tory patterns, the rating bureau con- 
tinues to perform 
constructive func- 
tions in the public 
interest, James B. 
Donovan, member 
of the New York 
law firm of Wat- 
ters & Donovan 
and chairman-elect 
of the insurance 
section of Ameri- 
can Bar Assn., told 
the symposium on 
insurance and gov- 
ernment at the 
University of Wisconsin. Mr. Donovan’s 
objective in his appearance was to set 
forth the principal constructive serv- 
ices rendered by the rating bureau. 

In doing so, Mr. Donovan noted that 
“with a singular consistency the sys- 
tematic attacks on organized rating 
bureaus are levelled by unusually 
large companies. Despite such efforts 
to picture the bureaus as oppressors 
of the weak, it is rare to see the 
smaller insurer be other than grateful 
for the chains which bind his larger 
and predatory competitors,’ he de- 
clared. 

“Any objective study of fire or cas- 
ualty insurance, or the history of 
Standard Oil, will show that it is in 
the interest of the small to have the 
larger not able to bring to bear with 
crushing force its superior capital and 
surplus. 


Net Rate Schemes 


“Such results would obtain not only 
from the abolition of rating organiz- 
ations but also from their being reduced 
to mere statistical agencies compiling 
raw data,” Mr. Donovan emphasized. 
“Such ‘net rate’ schemes can benefit 
only the very largest of the compa- 
nies, unless an insurer develops a 
cheaper merchandising system or ac- 
complishes other demonstrable savings 
by restricting its lines of insurance or 
the geographical area in which it op- 
erates. 

“Even such prospective expense re- 





James B. Donovan 


_ ductions can be illusory unless the re- 


vised operation results in improved 


| loss ratios due to the insurer’s secur- 


ing a superior selection of insured. It 
is in the public interest,’ he stated, 
“that companies be permitted to agree 
that they will not compete among 
themselves as to coverages or the 
prices charged for them.” 

After reviewing the history of rate 


| making, the Southeastern Underwrit- 


ers Assn. case, the McCarran act, and 
state regulatory laws, Mr. Donovan 
devoted considerable attention to the 
values of the standard provisions pro- 
gram and the contribution of rating 
organizations in achieving them. He 
then strongly emphasized the contri- 
bution of rating bureaus in “the pro- 
gressive development of sound pricing 
practices,” and sound rules. 


Reducing Regulator’s Power 


In closing, however, he touched on 
several other aspects of rate regula- 
tion. He suggested the desirability of 
reducing the power of the regulators so 
that instead of having authority to 
block politically unpopular rate in- 
creases, their sole function would be 
the periodic examination of all func- 
tions of licensed rating organizations 
and insurers. 


He emphasized that no federal agen- 
cy should seek jurisdiction of an in- 
surance regulatory matter until Na- 
tional Assn. of Insurance Commis- 
sioners attests that the specific issue 
lies beyond their combined regulatory 
powers. 

The operations of individual rating 
bureaus can be and are being im- 
proved, he stated—to assist their mem- 
bers to compete with non-bureau com- 
panies. There is little prospect in the 
present climate that the public will 
suffer from the agreements in “rea- 
sonable restraint of trade which, un- 
der public supervision, now are ob- 
served by the industry.” 

Far greater, he added, is the danger 
that, armed with slogans such as “free 
competition,” certain of the larger 
companies will destroy the means by 
which the smaller insurers can attempt 
to offer superior, individual service to 


particular insured, “without fear of a 
huge competitor destroying the mar- 
ket by a price differential with which 
the giant can afford to gamble.” 


The Large Devour The Small 


Unless the public wants “to deal ex- 
clusively with those wealthiest insur- 
ers which are euphemistically called 
the ‘most efficient,’ the public’s repre- 
sentatives in the state insurance de- 
partments should be wary of efforts 
to lessen the influence of the tradi- 
tional organizations which restrair 
the great from devouring the small. 
The future of the fire and casualty 
business must be determined, by both 
industry and government, with in- 
formed statesmanship and not by shal- 
low expediency.” 

The constructive role of rating or- 
ganizations in developing standard 
forms of coverage largely has been ig- 
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nored in scholarly analyses of regu- 
latory problems, Mr. Donovan ob- 
served. Yet these are the products sold 
by the industry to a public which 
could be misled and confused to a 
“frightening degree” because of the le- 
gal complexities of the promises to pay 
for which policyholders contribute a 
premiurn. 

Large buyers of insurance such as 
banks, contractors and manufacturers 
are informed. But the average pur- 
chaser has neither the time nor back- 
ground to understand what he does 
and does not buy for a premium. The 
general public is incalculably in debt 
to the rating organizations for the in- 
surance they buy, a notable example 
of this being the national standard 
provisions program in casualty insur- 
ance. 


Collaboration Was Necessary 


National Bureau and similar organ- 
izations were founded upon the prem- 
ise that collaboration among casualty 
insurers was necessary in order to cal- 
culate and maintain reasonable rates. 
It was apparent from the outset that 
unless companies combining loss ex- 

(CONTINUED ON PAGE 26) 


UMBRELLA 
LIABILITY? 


For your larger accounts, here’s a truly compre- 


hensive liability coverage. “Umbrella” provides 


excess limits over your primary liability contract, 


and broad coverage for almost every other liability. 


Write, wire, or call us, for a specimen 
form and application. Recommend this 


modern coverage .. . place it with— 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon 
President 


EXCESS LIABILITY ANY NATURE - 
FORMS OF LIABILITY INSURANCE 


F pede 
AND DOMESTIC 
MARKETS 


Teletype: CG 1301 


Jay W. Gleason, C.P.C.U. 
Executive Vice President 


FIRE AND ALLIED COVERAGES + OL&T, PRODUCTS AND ALL 
MALPRACTICE LIABILITY -+ 
OVER-AGE PERSONAL ACCIDENT + EXCESS MOTOR TRUCK CARGO + INLAND MARINE - REINSURANCE 


175 West Jackson Boulevard + Chicago 4, Illinois * WAbash 2-8544 


GROUP ACCIDENT & SICKNESS 


Cable: JonesHogg Chicago 
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Successful Annual Meeting For NAIA 





Closer Cooperation EAC Debates Continuance And Discusses 
Older And Younger Driver Cover Problems 


Of Agency, Company 
Urged As Essential 


Jones Wants More Research 
Understanding; NAIA Is Over 
Budget, Needs More Money 


ATLANTIC CITY—Reviewing his 
administration’s year in office, Paul H. 
Jones of Tucson, retiring president of 
NAIA, told the annual convention here 
that if it has had a theme, it has been 
“cooperation.” He recalled that under 
President Kenneth Ross of Arkansas 
City, Kan., the organization turned its 
attention to the problem of poor com- 
munications between companies and 
agents. Under President Robert Battles 
of Los Angeles progress was made in 
this area and a continuing contract 
with American Insurance Assn. set up 
which has proved very effective. 


Step Up 


This year, Mr. Jones said, efforts of 
the executive committee to improve 
communications between all parts of 
the business have been stepped up. 
This is not evidence of NAIA weak- 
ness, he declared, nor does it require 
abrogation of the fundamentals of the 
agency system. 

The theme of cooperation has been 
implemented this year with represen- 
tatives of buyer groups, educational 
organizations, commissioners, admin- 
strative heads of Insura:ice Information 
Institute, technical and advisory or- 
ganizations, ana senior management in 
American Insurance Assn. Mr. Jones 
paid special tribute for making the 
latter meetings more constructive to 
William E. Newcomb, president of 
Great American and past chairman of 
AIA. 


Old Lines Outgrown 


Mr. Jones believes that one of the 
fundamental causes of many of our 
problems has been lack of communi- 
cations between insurers and agents. 
Companies have grown too big too fast 
to retain their old lines of communica- 
tion. Top executives no longer have 
time to visit in the field and exchange 
views with their agents. Executives 
and technicians with little recent con- 
tact with the public are planning con- 

(CONTINUED ON PAGE 46) 


Communications 


ATLANTIC CITY—With emphasis 
on the need for company-agency con- 
ference and _ cooperation, Eastern 
Agents Conference at its session during 
the NAIA convention here debated 
whether the organization should be 
continued. This question has come up 
at several of EAC’s meetings in recent 
years. While the discusssion was in- 
conclusive, more sentiment was ex- 
pressed for continuation than against. 

Also on the agenda was the problem 
of insuring older age drivers. This 
turned out to be more of a discussion 
of young drivers. Few agents indicated 
they are having trouble with the older 
ones. 

William J. Graul of Allentown gave 
the treasurer’s report and Stuart Wind- 
sor of Baltimore the conference re- 
port. Since some of the company or- 
ganizations are new, the meeting of 
agents and company organization peo- 
ple consisted principally of orienting 
to the new situation, Mr. Windsor said, 
and to suggesting a pattern for future 
meetings. Agents have different prob- 
lems and difficulties, state by state— 
as well as different views of the same 
problems, Mr. Windsor noted. Some 
agents think the companies ought to 
consult with them before introducing 
new forms. Others recognize this is 
impractical. However, all regard it as 
important that agents be consulted. 
Company presidents are coming to this 
view. 


IRIC Position 


Inter-Regional Insurance Conference 
company representatives indicated that 
they cannot commit their principals in 
advance in conference with agents but 
that they can consult on board general 
problems (except rates, commissions 
and agreements of all kinds) and they 
can trade views with agents. 

The Maryland association has pre- 
pared a memorandum to members that 
contains arguments against the intro- 
duction of the binder rule which the 
companies are planning to file, Mr. 
Windsor reported. He distributed some 


of the pamphlets to state association 
officers. 

William d’Espard of Washington, 2nd 
vice-chairman of EAC, who shared 
presiding honors with Arthur L. 
Schwab of Staten Island, chairman, in 
the absence of Frank J. Lawrey of 
Pawtucket, R. I., who is recovering 
from pneumonia, took the roll. He was 
aided by Mr. Graul. The attendance was 
good and bad: Connecticut 19, Dela- 
ware three, D. C. eight, Maine three, 
Maryland seven, Massachusetts nine, 
New Hampshire one, New Jersey 42, 
New York 20, Pennsylvania 55, Rhode 
Island six, and Vermont two. 

Presidents of the state associations 
(or their representatives) participated 
in the panel discussion, which is a 
change, Mr. Schwab pointed out, to a 
more informal meeting. On the ques- 
tion of whether to continue EAC, Ad- 
dison Fowler of Baltimore led off by 
stating that there is more need today 
than ever for consultation with com- 
panies. Many innovations are being 
fired at agents with great rapidity. 
Agents can’t digest them fast enough. 

Companies, he said, are spending 
time, talent, and money. But fre- 

(CONTINUED ON PAGE 41) 


Far West Annual At 
S. F. On March 27 


At its meeting during the NAIA 
convention in Atlantic City, Far West 
Agents Conference decided to hold its 
annual meeting March 27 at the Palace 
Hotel in San Francisco March 27, 1961. 
The deadline for the items on the 
agenda is Feb. 1. J. B. Holden of Cald- 
well, Ida., will preside. 

The procedure of conference with 
company representatives also was dis- 
cussed. With Pacific Board out of busi- 
ness, the conference will work through 
Pacific Fire Rating Bureau. William F. 
Williams of National Board, tempor- 
arily on loan to the California associa- 
tion, will act as secretary pro tem of 
the Far West meeting. 








Hospitality Suites Busy At Atlantic City 


There did not seem to be quite as 
many hospitality suites as usual for 
the NAIA convention in Atlantic City. 
This could have been partly due to the 
east coast location of the meeting and 








The new vice-president of NAIA, Cooper M. Cubbedge of 2 aati, shown 
at the Atlantic City convention with Mrs. Cubbedge, on the right, flanking 
Cooper M. Cubbedge Jr., local agent at Tampa, and Miss Nelle Cubbedge, the 


Cubbedge’s daughter, who is an underwriter in her father’s agency. 


to the fact that_no one hotel was able 
to accommodate the entire registra- 
tion. The guests were put up at three 
official hotels but many agents and 
others either went to other hotels or 
motels by choice or necessity. 

Among those that maintained hospi- 
tality suites were Aetna Casualty, 
Aetna Fire, American Casualty, Amer- 
ican, American Surety-Pacific Na- 
tional, Appleton & Cox, Camden, 
Chubb & Son, Commercial Union- 
North British, Continental-National, 
Corroon & Reynolds, Employers Lia- 
bility, Excelsior, Fireman’s Fund. 

Also General Accident, George F. 
Brown & Sons, Great American, Hart- 
ford Fire, Home, North America, Lon- 
don Assurance, London & Lancashire, 
Maryland Casualty, Merchants Fire of 
New York, Millers National, National 
Union. 

Also, New Amseterdam-U. S. Cas- 
ualty, New Hampshire, Newhouse & 
Hawley, Pacific of New York, Phoenix 
of Hartford, Phoenix of London, Reli- 
ance, Royal-Globe, Sayre & Toso, Sea- 
board Surety, Standard Accident, St. 
Paul, Travelers, U. S. Aviation Un- 
derwriters, U.S.F.&G., and Zurich. 





Agency-Company 
Relations Stressed 
At 64th Convention 


Attendance Off; Directors 
Reiterate Dislike Of 
Direct Billing 


‘ 


By KENNETH O. FORCE 
and ROBERT C. DAUER 


ATLANTIC CITY—The need of 
better agent and company relations 
was one of the most frequently touched 
on themes of conversation by agents, 
on and off the platform, during the 
64th annual convention of National 
Assn. of Insurance Agents here. Paul ’ 
H. Jones, Tucson, outgoing president, 
emphasized the need in his administra- 
tion report. Porter Ellis of Dallas, the 
new president, indicated that one of 
the principal objectives of his admini- 
stration will be to strengthen and. 
clarify those relations. 

The National Board of State Direc- | 
tors voted to continue as the official | 
policy of the NAIA strong opposition to | 
direct billing and continuous policies. | 
Strong language was used to describe | 
the dangers with which these proced- 
ures threaten the agency system and 
its cornerstone, the ownership of ex- | 
pirations. Effort had been made to 
bring the policy of the organization 
more into agreement with reality. 

The proposal by Sen. O’Mahoney, 
who conducted the insurance investi- 
gation of the Senate anti-trust and 
monopoly subcommittee, to revise the | 
District of Columbia rating law into | 
one with much looser controls than the | 
present one, will be, it was indicated 
by discussions of agents here, strongly 
opposed. Opposition is expected to be 
developed nationally since agents re- 
cognize the influence adoption by Con- 
gress of such a measure would have 
on the more stringent rating laws of 
most of the states. 








Two Views On Rating Need 


It was evident from corridor con- 
versation that agents in several states, 
and possibly commissioners there also, 
are interested in strengthening the | 
controls of their rating laws rather 
than loosening them. At the same time, 
observers point out, organization com- 
panies, particularly the larger and 
more competitive ones, are interested 
in more flexibility so that they can 
maneuver to meet their independent, 
deviating, and direct writer competi- 
tion. Actually, the O’Mahoney bill 
probably comes close to being what 
such companies would settle for today 
in the way of rating law revision, if 
that is undertaken. 

Consequently, somewhere along the 
line in the foreseeable future, the or- 
ganization agency insurers and their 
agents may find their roads running 
in somewhat different directions on 
this issue. 

Attendance at this convention was 
down from previous years, approxi- 
mately 1,700 having turned out. There 
were quite a few late cancellations, | 
many of them apparently due to the | 
fact that agents had to stay home and 
clean up losses from Hurricane Donna. 
The storm struck many of the areas 

(CONTINUED ON PAGE 44) 
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H2NATIONAL UNDERWRITER 


Developments Ahead In Fire Forms 
Are Many And Radical: Warner 


Revisions of the commercial property 


and the industrial property floaters 
should be an- 
nounced _ shortly, 


S. H. Warner of 
Memphis, chair- 
man of the NAIA 
property commit- 
tee, reported to the 
convention in At- 
lantic City. Among 
changes are those 
recommended by 
thecommittee, 
principally in the 
classification area. 
The commit- 
tee also expects a revision of the pro- 
perty floater rates, with reductions on 
better classes, and a reduction in rates 
for the industrial floater, he said. 





S. H. Warner 


Based On Competition 


“Homeowners filings continue to be 
made as expected with premiums based 
on competition rather than on experi- 
ence,” he observed. The committee 
urges states still to receive the new 
filing to beware of the free prorata 
cancellation feature. The committee 
feels this can be eliminated if suffi- 
cient protest is made before the filing 
is approved. 

The committee has heard that fur- 
ther reductions in premiums will be 
made in order to force all companies 
to reduce the commission scale to 
the 20% envisioned by the original 
filing (in ordinary territory). Agents 
will strongly oppose the reduction to 
20% if it develops, since they are find- 
ing it difficult to handle homeowners 
business at regular commission on the 
present premium levels, he declared. 
The committee points out that cover- 
age is the only thing packaged in the 
contract. The amount of claim and 
other service required is the same or 
greater than under separate policies. 

The announced purpose of the new 
filing was to meet cut-rate competition 
from deviating and direct writing com- 
panies, Mr. Warner said. However, in- 
dependents still are deviating and mu- 
tuals still are paying dividends at the 
new rate level. If premiums are ham- 
mered down below cost, they will have 
to be raised in the future. Everyone 
knows how difficult it is to have in- 
creases approved. Unprofitable experi- 
ence will force extreme sensitivity in 
underwriting, and the public as well 
as the agency force will suffer in the 
long run. 


Agents Glad To Cooperate 


The committee recognizes that the 
companies do have competitive prob- 
lems, he said, and agents will be glad 
to cooperate with them if asked. 

The property committee met with 
Factory Insurance Assn. officials in 
Cincinnati and at their invitation, 
Stetson Ward of New Haven, repre- 
senting the committee, and William A. 
Pollard, executive secretary of NAIA, 
spent an entire day in Hartford. It is 
apparent that the syndicate policy is 
what agents are going to get, whether 
they like it or not, Mr. Warner said. 
Agents must be alert to report any 
unfavorable reaction from policyhold- 
ers and to make any other suggestions 
to FIA which they think would im- 
prove the situation. The FIA is seeking 
the friendship and cooperation of the 
agency force and Mr. Warner is con- 
fident that relations of FIA and agents 
in the future will be closer and more 


effective. 

Increasing use of homeowners pol- 
icies creates problems for mortgagees 
who do not wish to become a collection 
agency for personal insurance, he 
pointed out. They are also greatly con- 
cerned by the frequent cancellations 
caused by changes in contracts and 
rate levels. In their efforts to solve 





































































He makes a profession 


You could say his profession is insurance. But 
there’s a better word for what the Hartford 
Agent has dedicated himself to. 


It is peace of mind. 


Peace of mind has been brought to those for 
whom the Hartford Agent has prescribed the 
knowledgeably planned. It 
is written on the faces of those who have 
found the Hartford Agent at their side when 
misfortune has struck. It exists wherever the 
Hartford Agent has helped to raise a shield 
against the devastation of the unpredictable. 


right protection 


Providing peace of mind is a tradition that 
began in 1810 with the appointment of Jona- 


these problems they have been led. to 
adopt practices which are difficult for 
agents to work under, such as policy 
fees and restrictions against substitu- 
tion except at expiration date. Obvi- 
ously agents cannot observe these rules 
and properly serve their clients. 
Efforts Are Continuing 

The conferences this committee is 
holding with Mortgage Bankers Assn. 
and other organizations aim to develop 
a solution to the problems of agents 
and mortgagees. Progress has been de- 
layed for several reasons but efforts 


i 


\ 


Hartford 


Hartford. 


have served in the 
years since. Now, 
being carried forward by 
the 34,000 Hartford Group 
Agents of today who are 
bringing peace of mind to 
those insured with the 


Hartford... A trusted name 
im insurance for 150 years 4s. 






NAIA CONVENTION 


are continuing. 
NAIA and the property committee 
have been instrumental in eliminating 
any reference to commissions in fiiings 
of the institutional property form. In 
normal times, the institutional property 
filing would have been considered a 
radical departure from conventional 
company practices, and would have 
created considerable interest. The fil- 
ing has caused little commotion in 
agency ranks and apparently its sig- 
nificance is not recognized. This is just 
the beginning of many more radical 
(CONTINUED ON PAGE 
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of peace of mind 


than George Washington Trumbull of Nor- 
wich, Connecticut, the first Hartford Agent. 


The tradition has steadily grown with the 
Agents who 
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it is 


Hartford Fire Insurance Company 


1960 


HARTFORD KFKire Insurance Company GROUP 








Hartford 15, Connecticut 


HARTFORD FIRE INSURANCE COMPANY + HARTFORD ACCIDENT AND INDEMNITY COMPANY + HARTFORD LIFE INSURANCE COMPANY’ « HARTFORD LIVE STOCK INSURANCE 











COMPANY 


This is one of a series of tributes—in the Hartford’s sesquice 


+ CITIZENS INSURANCE COMPANY OF NEW JERSEY 


NEW YORK UNDERWRITERS INSURANCE COMPANY 


+ “TWIN CITY FIRE INSURANCE COMPANY 


inial year—to the 


high professionalism of Hartford Agents, past and present, who have contributed so 






significantly to the Hartford 150-year-old tradition. 







Nearly 50 million readers will see this advertisement as a full page, full color 





display in September issues of Life and the Saturday Evening Post... and in October 






issues of Reader’s Digest and Look. 
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FeNATIONAL UNDERWRITER 


Describes Tested, Mechanized System Of 
Agency Bookkeeping For Detail Relief 


mechanized system of agency 
bookkeeping offers the agent an es- 
cape hatch from time consuming detail 
and points the way toward increased 
profits, Walter R. Slaight, vice-presi- 
dent of Recording & Statistical Corp., 
declared in a talk at the annual meet- 
ing at Atlantic City of National Assn. 
of Insurance Agents. 
He illustrated his point by citing the 


case histories of Hothorn agency, White 
Plains, N.Y., and the Walter H. Blum 
agency, Far Rockaway, N.Y. The R.&S. 
mechanized system is in the final 
stages of testing in both agencies. 
Working with the complete coopera- 
tion of the principals of the two agen- 
cies, R.&S. decided that the system 
should be built around the customer’s 
invoice. Since every sale was accom- 


panied by a billing to the customer, 
usually typed on multiple invoice sets, 
there was available as a by-product 
all necessary data to feed the mech- 
anized system with the required pre- 
mium sales information. In addition, 
the means to record and pass into the 
system accounts receivable and ac- 
counts payable information, was on 
hand. By using these by-products of 
an indispensable operation—billing the 
customer—R.&S. is able to discontinue 
many bookkeeping steps previously re- 
quired in the agencies, and to substi- 
(CONTINUED ON PAGE 38) 
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HERNDON REPORTS 


Sees Revival Of 
Equal Tax Issue 


In Next Congress 


The word in Washington is that old 
line fire insurers earlier this year de- 
veloped a “minimum-maximum” of 
rating regulation with which they can 
live, and that this outline is surpris- 
ingly similar to the rating provisions 
of Sen. O’Mahoney’s proposed revision 
of the D. C. rating law, Maurice G. 
Herndon, manager of the Washington 
office of NAIA, reported at the an- 
nual convention at Atlantic City. 

If the O’Mahoney proposal for D. C. 
is adopted, it will have its effect as a 
model bill for all of the states and ex- 
press the intent of Congress on rates 
and rating procedures, Mr. Herndon 
commented. He said there is some sur- 
prise that there has not been more 
‘public interest and more attention 
from the industry on the report on 
aviation, ocean marine, and state regu- 
lation. This recently was issued by the 
Senate anti-trust and monopoly sub- 
committee, which, under the direction 
of Sen. O’Mahoney, has been conduct- 
ing the inquiry into insurance. 





Treasury Conferences 


Mr. Herndon also reported a re- 
vived interest in Congress in the idea 
of “equalizing the taxation of insur- 
ance companies” other than life and of 
providing revenue. The Treasury will 
hold a series of fall conferences and 
has invited “interested insurance 
groups” in connection with bills in- 
troduced by Boggs of Louisiana and 
Baker of Tennessee. The bills are iden- 
tical. The Treasury will develop its 
own recommendations after consulta- 
tions with representatives of all sec- 
tions of the fire and casualty business. 
This, Mr. Herndon said, is the first 
time the Treasury has shown this 
much interest in the subject. 

He said the bills are based on the 
proposal of the National Committee for 
Insurance Taxation, “controlled by” 
Allstate. He said his office has been 
told that Allstate is pushing this legis- 
lation “primarily because of its mutual 
company competitor in Bloomington, 
Ill.,” State Farm Mutual. Mr. Herndon 
expressed doubt that other stock in- 
surers will take much part in the 
debate. 

The legislation to assure continued 
tax deductibility of dues paid multi- 
purpose trade associations, which en- 
gage in part time lobbying activities, 
such as the NAIA and its state asso- 
ciations, will have to be toned down if 
it is to have a chance in the next 
session, Mr. Herndon indicated. Pas- 
sage would require all out effort by 
NAIA and its members as well as 
other interested groups. 


Forand To Be Revived 


He said that the fight for a Forand 
bill and similar legislation, which 
NAIA opposed, will be revived in the 
next session of Congress. NAIA also 
opposed the increase in minimum 
wages to $1.25 an hour, a proposal that 
lost. This would place additional hard- 
ship on local agents, particularly in 
rural areas. It is expected to be re- 
introduced in the next session. 

NAIA also opposed the bill to estab- 
lish federal standards for disclosure of 
credit charges, he said, because agents 
believe gouging credit charge practices 
can be handled best by the states. The 
bill lost but its backers predict success 
next round. 
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FeNATIONAL UNDERWRITER 


Eyes Non-Can, Revised Territories, 


Commercial Auto Commission Cuts 


Though agents generally are opposed 
to adoption of a non-cancellable, guar- 
anteed renewable 
auto policy such as 
that introduced by 
Allstate, the cas- 
ualty committee of 
NAIA is watching 
the situation close- 
ly, Roy H. Mac- 
Bean of Cranford, 
N. J., chairman of 
the group, re- 
ported at Atlantic 
City. 

Agents do not 
like the policy be- 
cause it would tend to make them 
“captives” of the companies. They 
would be unable to move business from 
one company to another. On the other 
hand, he noted, there is demand in big 
states for something, and possibly leg- 
islation, to reduce cancellations. 

Also, Mr. MacBean thinks, Allstate, 
by adoption of the non-can program, 
{can build a rather strong wall about 
its existing business. This is going to 
make it extremely difficult for many 
agents over the country, even with 
the help of cut-rate special automo- 
bile policies, to take business away 
from that insurer in the future. Na- 
tional Bureau is closely watching the 
new development and other similar 
programs, and is keeping its rating 
wipe fully informed. 


WC Problem In East 


| The committee received a rather ur- 
‘gent request for assistance from agents 
on the Atlantic seaboard (Jackson- 
ville, Fla., Washington, D.C.) because 
»of the apparent lack of a market for 
workmen’s compensation insurance 
) providing longshoremen’s and harbor- 
worker’s coverage. Mr. MacBean said 
the committee brought the matter to 
the attention of National Council on 
Compensation Insurance. However, 
since this is more of an underwriting 
practice of insurers than a rating prob- 
‘lem, it has taken the matter to Assn. 
of Casualty & Surety Companies. The 
latter has agreed to put it on its agenda 
for an early meeting of the casualty 
|advisory committee. Possibly, he said, 


Roy H. MacBean 




















NAIA will have to consider joining 
the casualty association in an attempt 
to secure legislative relief from the 
situation, which is quite serious among 
agents writing a volume of commercial 
WC in seaboard areas. 

National Council on Compensation 
Insurance is developing a new expe- 
rience rating plan which will be ready 
for use in 1961, Mr. MacBean reported. 

The agents learn that the long ex- 
pected policy combining the garage li- 
ability coverages is in its final drafting 
stages, and that the new policy will 
be highly competitive as to coverage. 

The committee, he said, has contin- 
ued to press the general liability’ divi- 
sion of National Bureau on the absolute 
necessity of providing completely au- 
tomatic coverage for replacement of 
outboard motorboats even though such 
replacement outboards go above 10 
horsepower. Perhaps this can be ac- 
complished with a premium adjust- 
ment at anniversary date of the policy, 
or by some other means. But agents 
believe this is a serious gap in the 
comprehensive personal coverage as it 
presently exists. The agents have been 
promised that this matter will cer- 
tainly be studied further. 


Territory Changes Ready 


A preliminary report indicates that 
many areas and states and territories 
within different states already have 
been completely surveyed and many 
revised territorial definitions have been 
submitted to insurance departments 
or are awaiting submission in conjunc- 
tion with the next general rate revi- 
sions. Territorial revisions have been 
reported or have been approved or are 
pending approval in more than 20 
states up to Aug. 1. Agents long have 
pressed for such modernization of ter- 
ritories. 

The safe driver or merit rating plans 
continue to be filed in many jurisdic- 
tions, by June 30 in 14 states. They 
will probably be in every state within 
1% years, Mr. MacBean reported. 

One concern of agents is with the 
revisions in the New York automobile 
assigned risk plan. In seeking to de- 
populate the plan by granting credits 

(CONTINUED ON PAGE 39) 
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some clients without difficulty; with 
others it is touch-and-go every day of 
the year. Prize accounts are usually 

the big ones. But they are target risks as 
well—subject to the constant 
penetration of competitors. 

The strategy you use to keep the 
horizon bright can rest, in a large 
measure, on your markets and sources. 
Bowes & Company has always 
maintained an enviable reputation in 


the special risk field for helping 


PRL 
re 





producers shape total programs in just 
the right way at just the right time. 
We call it imaginative underwriting. 
Add to this every conceivable sales 
support and you begin to understand 
how Bowes & Company can help you 
‘reach the summit of efficiency’ 
quickly and profitably. 
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Candid Camera At NAIA Convention 





Virginians in the North for the NAIA convention—Richard E. Smith executive 

A New York group: Sidney Mang of Sidney, regional vice-president; Robert secretary; Edwin J. Morgan, Hampton, state national director; Hugh Coiner, 
B. Douglas of Potsdam, president; Craig Thorn Jr. of Hudson, past president and Arlington, president, and Julian H. Rutherfoord Jr., Roanoke, vice-president. 
state national director, and Raymond A. Muth of Newark, executive vice- 
president, at New York headquarters during NAIA. 














Paul O. Dow, 
Clifford Reckling, 
and George Hanson 
of NAIA, on the 
job at Atlantic City 
during the annual 
convention. 












At London Assurance headquarters in Atlantic City: T. A. Long, U. S. man- 
ager; F. C. Saal, production manager and R. P. Heindel and John L. Shaw, vice- 
presidents. 


At Chubb & Son 
headquarters dur- 
ing the NAIA: 
James M. Kelley 
Jr. Thomas R. 
Dew, and J. M. 
Tucker, Chubb ex- 
ecutives. 





The Newhouse & Hawley contingent was on hand early at the NAIA convet- 
tion: H. S. Kreyl and F. G. Bliss of New York, L. F. Hawley of Chicago, ani) | 
J. G. Graff of Atlanta. : 
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ing tc 
Boar 





A couple of Connecticut couples at the NAIA convention—J. William Harding, 
Stamford agent, and Mrs. Harding, and Mrs. Huizinga and R. G. Huizinga, At National Union hospitality headquarters during the NAIA convention 
Stamford agent. F. C. Ansel of Philadelphia, Ralph Newman, President William MacLean, Rober 
F. Miller, Robert W. Criswell, and Robert P. Wallace. 


Harry Wiley, ex- 


Fred C. Gardner 
and Duncan J. Mc- 
Gill of Chubb & 
Son talking at 
Chubb headquar- 
ters in Atlantic 
City with Peter J. 
Walsh of Denver, 
member of the 
NAIA executive 
committee. 
















ecutive secretary, 
and Eben Learned 
Jr. of Norwich, 
state national di- 
rector of Connecti- 
cut association, 
shown at the NAIA 
convention with 
John F. Sheiry of 
Bridgeton, New 
Jersey state na- 
tional director. 
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At North America headquarters during the NAIA convention the company 
was marking the 10th anniversary of the homeowners with the group’s cus- 
tomary hospitality plus a birthday cake. Hosts for the company included, from 

‘ the left, Richard E. Miller, assistant secretary; C. F. Littlepage, vice-president, 
A. W. Barthelmes, assistant secretary; F. A. Lewis, marine secretary, and R. C. 


poutive Osgood, vice-president. 


Coiner, 
dent. 





onvel: 
0, ani 





vention 








NAIA observers and participants: John F. Neville of American Insurance 
Assn., Milton Mays of America Fore Loyalty, Maurice G. Herndon of the Wash- 
ington office of NAIA, and W. F. Williams, west coast manager of National 
Board currently on loan to the California association as executive secretary. 





Midwest Territorial Conference stalwarts at the NAIA convention: Don W. 
Perin Jr. of W. A. Alexander & Co., Chicago; H. W. Mullins of Rockford, IIL; 
H. J. Gescheidler Jr. of Hammond, Ind.; George A. Timm of Kenosha, Wis., and 
George J. Nicoud of the Illinois association. 













Mrs. Ernest F. 
Young, wife of the 
Charlotte, N. C., 
agent; S. G. Amer- 
man, vice-presi- 
dent Pacific of 
New York, and 
Mrs. Frank J. Poc- 
quette, wife of the 
Chicago vice-pres- 
ident of Pacific, 
in front, and Mr. 
Young, Mr. Poc- 
quette, and Sey- 
mour L. Braman of 
that company, at 
Pacific’s NAIA 
headquarters suite. 
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Fla., N.]..Win NAIA 
Highway Safety Award 


Florida and New Jersey were co- 
winners of the NAIA safety award 
contest. Local association winners were 
Palm Beach, Miami, Jacksonville and 
Broward County, Fla., Grand Ledge, 
Mich., and Sacramento, Cal. 

Judges were William G. Johnson, 
general manager National Safety Coun- 
cil; Richard Bennett, secretary Insur- 
ance Institute for Highway Safety, and 
William Bethea, executive secretary 
President’s committee for traffic safe- 
ty. Mr. Bennett was so impressed with 
the Florida state’s exhibit he has 
asked to have it available for display 
to the institute’s board of governors 
at their meeting in Washington Oct. 
20-21. 


Board Secretaries 
Elect Lon Mohundro 


Local board secretaries, at their 
meeting during the NAIA convention 
in Atlantic City, elected Lon Mohundro 
of Dallas chairman, Darrell Clark of 
Milwaukee vice-chairman, and Larry 
King of Cincinnati secretary. 

Diminishing local board revenues and 
how to repair them was one subject of 
discussion. The promotion of accident 
coverage sales by Standard Oil of In- 
diana in connection with that oil com- 
pany’s credit cards also came in for a 
lot of attention. Bankers Life & Casu- 
alty is on the coverage. 

Service charges by mortgage loan 
correspondents for substituting home- 
owners during the term of the policy 
have given agents a headache, and 
board secretaries discussed that prob- 
lem. Apparently there is little or noth- 
ing that can be done to eliminate these 
charges. The secretaries also discussed 
the values and costs of institutional ad- 
vertising and the expansion of local ed- 
ucation courses. 

Girardian has brought out a hospital 
indemnity policy, “HI-50’, pays the in- 
sured a scheduled amount for each 
week he is hospitalized, regardless of 
any other insurance he may own. The 
policy is guaranteed renewable for life. 


Dispensing hospitality for Zurich at the NAIA convention: J. T. Hughes, man- 
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Secretaries Elect 
G. C. Hughes Chairman 


State association executive secretar- 
ies and managers, meeting Sunday be- 
fore the opening of the NAIA conven- 
tion in Atlantic City, elected George C. 
Hughes of Rhode Island chairman to 
succeed Richard Allgood of Nebraska. 
Carroll Swickey of Oklahoma was na- 
med secretary. 

The secretaries discussed several 
topics, including the Big I and problems 
of raising state allocations for the ad- 
vertising budget; how to get in dues, 
and ways of raising association ex- 
pense money other than dues. 


North Agency Is Now Being 


Equipped With Married Sons 


Richard B. North, son of David A. 
North of the North agency of New Ha- 
ven, and Mrs. North, and Miss Barbara 
Buell of Woburn, Mass., will be mar- 
ried at the latter place Oct. 1. Lawrence 
D. North, a brother of Richard and a 
member of the agency, will be best 
man, and Mrs. Lawrence D. North is 
matron of honor. The Norths, except 
Richard and his fiancee, were at the 
NAIA convention. 





Two distinguished Greenville, S. C., 
citizens at the NAIA convention in 
Atlantic City: Hayne P. Glover Jr., 
member of the NAIA executive com- 
mittee, and T. J. Mims, president of 
Canal of Greenville. 


Frank E. Kelly, 
George H. Garner 
and Gerard A. 
Margraff (brother 
of the prominent 
Philadelphia agent, 
George Margraff) 
were among those 
acting as hosts for 
Pacific National- 
American Surety 
during the NAIA 
meeting. 





ager at Orange; Frank A. Gauvry, sales superintendent at Philadelphia; Robert 
J. Coyne, secretary; Norman T. Robertson, superintendent of agents in the 
eastern department, and Neal R. Willen, assistant superintendent of agents in 


the east. 
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su n s Take the trend toward competitive rates in 
certain lines. 
FOR YEARS agents representing Selected 
Risks have enjoyed attractive rates with no 
sacrifice in quality or company service. 
Selected Risks offers multiple line facilities, 
devoted agency support, and experience. We 
invite your inquiry. 


< SELECTED RISKS. INSURANCE. COMPANY 
BRANCHVILLE, NEW JERSEY 


LICENSED IN: CONNECTICUT + DELAWARE 
DISTRICT OF COLUMBIA » MARYLAND + NEW JERSEY 
PENNSYLVANIA + RHODE ISLAND « WEST VIRGINIA 
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AVIATION INSURANCE 





With jets zooming over the seven seas — with more 
passenger miles being flown daily — with new 
airports building and old ones expanding their 
facilities to accommodate this increased air traffic, 
aviation bursts forth as a major lucrative field for 
insurance. 


Our several branch offices, located strategically across the nation, 
are ready and able to suggest means of increasing your aviation 
business — even to personal co-operation if the occasion demands. 


A sales kit containing information on 
all forms of aviation coverage is ready 
for your files and yours for the asking. 
Write for it today. 


Mirth the sales kit we will send ‘ a Ke, 

free an attractive embossed re- a 
mder sign for desk or wall 3 
use. => 


UNITED STATES AVIATION UNDERWRITERS INC. 


Aviation Managers 


110 WILLIAM STREET + NEW YORK 38, N.Y. 


ynlteo Sr, 
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CHICAGO + ATLANTA * DALLAS * HOUSTON + LOS ANGELES *« SAN FRANCISCO 
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Accident Prevention 


‘Group In Busy Year 


The accident prevention committee 
of NAIA, headed by Stanley 
Greaves of River Edge, N.J., 
trated its primary effort in its first 


six months on publication of an in- | 


| structional manual covering the New 


| tional Board of State Directors and to | 


| two distinct groups: The general pub- | 


Jersey safe driver citation award pro- | 
gram. The manual was completed and | 


distributed to each member of Na- 


the accident prevention chairman of 
each state association. 


The manual was not received with | 
the enthusiasm that was anticipated | 


for it, Mr. Greaves reported. This was 
partly due to the comprehensive nature 
of the manual. The citation award pro- 


gram required an outline describing 


the plan step by step. 
Also, 


—state government officials, state and 
local police authorities, etc. Even with 
an instruction manual, it would still 
be difficult to effect such a program 


W. | 
concen- | 


the program encompasses the | 
activities of many other organizations | 





| 
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without the personal assistance of per- | 


sons familiar with it. The program is 
essentially education rather than en- 


forcement that attempts to influence | 


| lic and safety authorities at all levels. 


The program also has tremendous pub- 


lic relations impact. Mr. Greaves does | 


not feel that the inadequate response 
to the program was one of complacency 
but one of misunderstanding. What is 
needed is the personal assistance of 
committee members. 


NAIA Recognition 


The committee, he said, has been 
highly successful in securing recogni- 


| tion of NAIA by National Safety Coun- 


cil, Insurance Institute for Highway 
Safety, and the President’s committee 
for traffic safety. NAIA has joined the 
safety council, which has_ provided 


members with direct assistance in the | 


field of highway safety. Council rep- 


resentatives will continue to broaden | 
their activities on NAIA’s behalf by | 


providing experts in this field to state 


associations that want help in setting | 


up a highway traffic safety program. 
Recently the Institute asked the as- 


sistance of the committee and NAIA | 
members on a new program. The In- | 


ptitute recently designated Arizona, 
Florida and Wisconsin as pilot states 
to inaugurate intensive and a _ long 


range comprehensive program of ac- | 
of | 


cident prevention. Robert Ross 
Florida, Paul Holden of Wisconsin and 


| George Reed of Arizona, members of 


NAIA, were asked by the institute to 


| aid in planning and formulating pro- 
| cedures that will utilize the services 


of NAIA members in those 
Eventually the program will 
tended to additional states. 


states. 
be ex- 


The President’s committee for traffic | 


safety has called upon NAIA for active 
support in its new five-year program 


| which is just getting under way. As a 


member of the advisory council to 


this committee, NAIA and its members | 


will participate in a coordinated drive 
by cooperating organizations to achieve 


| each part of the action program. The 


objective is to achieve in all states at 


| least 85% performance of each element | 


| of the 


program, ineluding laws and | 


| ordinances, accident records, education, 


enforcement, courts, engineering, mo- 


| tor vehicle administration including li- 


| censing and inspection, public infor- | 
mation and official coordination. An | 


| important phase of the program is uni- 


| formity 


in traffic regulations, 
(CONTINUED ON PAGE 38) 


| know the 


offering policies of a well known | 


advantages in 


insurance company. For more than 


250 years the SUN, oldest insurance 





company in the world, has been 


favorably known to millions. Ana) 


behind this name is an — 


record of distinquished service and | 


proper protection to fit the ever 


| changing needs of the times. 
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~ _Committee Reports Give Latest News 


by On Agent Activity, Product Changes 
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The reports of NAIA committees at 
the annual convention reflect much of 
the activity and 
accomplish- 
ments of the asso- 
ciation. They often 
contain the first, 
more often the lat- 
est, news of im- 
portant develop- 
ments in the busi- 
ness, particularly 
as respects cover- 
ages. This year at 
Atlantic City the 
reports were no 
exception. Among 
other things the reports in this and 
other articles in this issue presented 
the latest developments on: 

The non-can auto policy, revisions 
in automobile rating territories now 
on file in 20 jurisdictions, revised com- 
mercial property and industrial floater 
forms, a new farm package policy 
ready in October, the increase in NAIA 
membership, a workmen’s compensa- 
tion market shortage in the east, com- 
bined garage liability and PHD policy, 
automatic cover for outboard motor 
replacements, the dangerous compul- 
sory auto situation coming next year, 
and classification and rating for mer- 
cantile fidelity forms. 


34,771 Members 


The local board and membership 
committee of which K. H. Bair Jr. of 
Albuquerque is chairman, reported to- 
tal membership of 34,771, an increase 
of 415 during the past year. This was 
in spite of a loss of 2,396 dropped mem- 
bers. Mr. Bair specially commended 
for their large net gain in new mem- 
bers the Illinois, Tennessee, Florida, 
Wisconsin, Texas, Massachusetts and 
New Jersey associations. Unfortunately, 
19 states had a net loss. 

The local board manual being readied 
by the committee is about complete, 
he said. He emphasized that to submit 
an entry for the Walter H. Bennett 
memorial award it is not necessary to 
enter all five categories of achieve- 
ment. One local board project will do. 
He urged all out effort to increase 
membership and the number of local 
boards. 

The farm package policy will be 
ready for filing in October, C. D. Swett 
of Woodland, Cal., chairman of the 
rural and small lines agents committee, 
stated. 

At the suggestion of the bureaus, 
the committee prepared a_ research 
brief on the proposed package. The 
brief has been completed with the as- 
sistance of Dean Matthews, committee 
member, Ashland, Kan., and submit- 
ted to the bureaus. 


Committee’s Recommendation 


The recommendations of the com- 
mittee were to make coverage com- 
parable to homeowners en farm dwell- 
ings, household effects and private 
garages, Mr. Swett reported. Protec- 
tion may be added to insure outbuild- 
ings for fire and EC and outside farm 
personal property may be covered un- 
der blanket form. Mobile agricultural 
machinery and equipment will be in- 
sured under the inland marine all 
risk form. Liability coverages including 
farmers comprehensive liability and 
medical should be made part of the 
contract. Certain optional coverages 


F. L. Rice 


have been recommended for growing 
crops, livestock, replacement cost prop- 


erty insurance, fire legal liability, em- 


liability, incidental custom 


ployers 








H. P. Glover Jr. 1. A. Ros2nbaum Jr. 


farming, damage to property of others 
and animal collision. 

Independent filings have been made 
and approved in Illinois, lowa, Indiana, 
North Dakota, South Dakota, Ohio, Or- 
egon and Minnesota. Filings in several 


OI 
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you need this 
IMPORTANT NEW BOOK \ 
to steer you through 


the Competitive Sea of ; 





other states have been made by inde- 
pendent companies and are awaiting 
approval. 


Compulsory Situation 


While no compulsory auto bill suc- 
ceeded in passing this year, it seems 
obvious that in 1961 compulsory pro- 
posals will be a danger in almost all 
of the 45 states which will hold legis- 
lative sessions, reported Hayne P. Glo- 
ver Jr., Greenville, S.C., chairman of 
the special committee on anti-com- 
pulsory auto activities. 

The year 1960 was a comparatively 
light one legislatively, with only 17 
states holding sessions. Yet the subject 
of compulsory was extremely active. 
Compulsory bills were proposed or in- 
troduced in eight states. In addition, 
unsatisfied judgment proposals were 
considered in five states, and manda- 
tory uninsured motorist endorsement 


‘ 


tz 


ie 
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proposals were introduced in three 
states. 

The mandatory UM coverage was 
strengthened in South Carolina, he 
said. The law, effective next Jan. 1, 
provides that this coverage for both 
BI and PDL is mandatory for all au- 
tomobile liability policies and that it 
will be without extra charge. The law 
now provides that each uninsured mo- 
torist must pay a $20 fee on registra- 
tion of his motor vehicle to finance 
the coverage. 

The Virginia mandatory UM laws 
also were strengthened this year, Mr. 
Glover noted. 

Agency Cost Surveys 

In the past year 22 additional agen- 
cy cost surveys have been completed 
in as many states, Floyd L. Rice of 
Pittsburgh, chairman of the agency 
management committee of NAIA, 
stated. The returns from an additional 
13 states proved inadequate so that 
they could not be completed with the 
same statistical validity of the other 
surveys. Unless some way can be found 
to secure the required number of re- 


turns in these states, it becomes eco- 
(CONTINUED ON PAGE 18) 


Just as the Mariner 


needs the Compass... 


INSURANCE MARKETING 


The independent producer's current status and future role, economy auto pro- 
grams, budget plans, homeowners forms, profit-sharing agreements, overall pack- 
ages, compensation and benefit plans, aspects of the life business in terms of 
one-account selling by general lines agents, manpower problems, co-operative 
advertising, management development plans, training and recruitment programs 


. you name it... 


chances are almost certain you'll find it analyzed and dis- 


cussed in one of the book’s twenty-one information-packed chapters. Author John 
N. Cosgrove, associate editor of the fire and casualty edition of The National 
Underwriter, with the help of thirty-five recognized authorities representing all 
types of insurers, producers and educators, have succeeded in making this book 
the only up-to-date, comprehensive analysis of current insurance marketing and 


future competitive strategy. Top-level executives . . . 


agents . 


employes . . 
. . all can use it confidently, wisely to form their long range plans today. 


. professional 


Single Copies Available for Free Ten-Day Examination to All Who Write on their Letterheads. 


420 East Fourth Street 


Published by 


THE NATIONAL UNDERWRITER CO. 


Cincinnati 2, Ohio 
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ILLINOIS ROCKWOOD COMPANY 
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Chicago 3, Illinois 
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Ge A. MWAVON & CO. 





CHICAGO + INSURANCE EXCHANGE BUILDING 


PEORIA + 206 LEHMANN BUILDING 


“Trawrence Comysany Moancgors fer the State of; Thinois 





FIRE - MARINE - CASUALTY - SURETY - LIFE 


HOMER GWINN & (CO. 


Almeda Will, Secy. & Treas. 
Richard A. Pfordresher 


Ray J. Pfordresher, President 


Warren G. Brockmeier James J. Finn 


Vice Presidents 


Just Insurance 
175 W. Jackson Blvd. HArrison 7-8800 
1934—-26 years of Service—1960 











L. G. STEWART INS. AGENCY 
General Agents 


Telephone WE-9-6161 


1859 1960 


OVER 100 YEARS OF INSURANCE SERVICE 


MOORE, CASE, 
LYMAN & HUBBARD 


175 WEST JACKSON BLVD. CHICAGO 


TELEPHONE WAbash 2-0400 











ELIEL and LOEB COMPANY 


Insurance 
WAbash 2-3961 
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1437 Insurance Exchange Chicago, Ill. 
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175 West Jackson Boulevard 
WaAbash 2-0163 
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, GEO. F. BROWN & SONS, INC. 


Correspondents, Underwriters at Lloyd's, London 


S. Underwriting Managers 
Interstate Fire & Casualty Company 
Chicago Insurance Company 
A-333 Insurance Exchange Bldg. 
WAbash 2-4280 


MEEKER-MAGNER COMPANY 


Since 1902 
Finest 


American & Foreign Insurance Markets 
Including Lloyd’s, London 


WEbster 9-5500 
175 W. Jackson Blvd. Chicago 4 








Chicago 4 








EXPERIENCE INSURING AMERICAN INDUSTRIES 


ROLLINS BURDICK HUNTER CO. 


Insurance Brokers and Average Adjusters 
Principal Offices: Chicago * New York « Detroit * St. Louis 
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IBEC-Rollins Burdick Hunter Co.: 


Brazil: Sao Paulo Rio De Janeiro Porto Alegre 
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EXPERT ANALYSIS AND FORMATION OF 
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36 Pearl Street, Hartford 3, Connecticut 
CHapel 7-2534 














Frank A. Cramsie Co. 


FRANK A. CRAMSIE, Pres. & Treas. 
JOHN J. O'NEILL, Vice-Pres. 
M. J. KELLY, Secretary 
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INSURANCE 
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Going Around in CIRCLES? 


..-Here’s Your Market for Unusual and 
Hard-to-Place Coverages! 


Errors & Omissions 

False Arrest 

Fire & Allied Coverages— 
Excess & Surplus 

Fire Legal Liability 

Furriers Stock 

Hand Disablement 

Liquor Liability 

Marine—Inland & Ocean 

Malpractice Liability 

Mortality—Livestock, Race 
Horses, Zoo Animals 

Motor Truck Cargo 

Non-Appearance 

Oil Drilling Equipment 

Personal Property Floater 

Products Liability 

Professional Entertainers 

Public Liability & P.D. 

Reinsurance—Facultative, 
Treaty & Excess 

Retrospective Penalty 

Riot, Civil Commotion & 
Vandalism 

River Craft 

Saleman’s Floater 

Travel Accident 

Twin Insurance 

Valued Business Interruption 

Warehousemen’s Legal Liability 

Water Damage 

Workmen’s Compensation— 
Excess per Accident or 
Aggregate 

Yacht—Hull & P. & I. 


It 
" 
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Abstractors Liability 

Accident & Sickness 

Accountants Liability 

Accounts Receivable 

Auto Excess B.I. & P.D. 

Auto Physical Damage 

Aviation—Hull, Liability & 
Accident 

Boiler & Machinery U and O 

Bonds—Fidelity & 3D 

Burglary 

Chattel Mortgage, 
Non-Recording 

Collapse of Building 

Contractors Equipment 

Doctors Disability 


EKWHOUSE 
AWLEY, 


INCORPORATED 


AND 
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RHODES-HAVERTY BLDG. + ATLANTA 3, GA. + JAckson 4-3856 

41 E. WASHINGTON ST. - INDIANAPOLIS 4, INDIANA + MElrose 7-2413 





Are you getting 
your share 
of the profits? 


Public service has shown a steady growth over 
the 36 years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 
as well as an attractive dividend and deviation 
arrangement. Another factor has been the sound 
financial status of the company and its reputation 
for speedy and sufficient service. 


20% DEVIATION 

General Liability All Forms 

15% DEVIATION 

Fire and Allied Lines 

10% DEVIATION 

Automobile, Bodily Injury and 
Property Damage Liability: All Classes 
SPECIAL DIVIDEND PAYING 


Workmen’s Compensation 





our deviation arrange- 
ment and liberal e 
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Public Service insurance 
easier to sell. 


Agency Supt. 
W. E. DANDRIDGE 


Write 
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MUTUAL INSURANCE CO. 
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10 Columbus Circle, New York 19, N.Y. 


veviations and Dividends Shown for New York State . . . for other States write New York Office 
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nomically and _ statistically impossible 
to finish them. In that event, he said, 
the committee will abandon them. 

The number of states that have de- 
clared themselves positively against 
group fire and casualty coverages (in 
the form of statute or insurance 
department ruling) has grown to 29, 
Cooper M. Cubbedge, Jacksonville, Fla., 
chairman of the NAIA special commit- 
tee on property-casualty group insur- 
ance, stated. Other states also have 
acted firmly on the problem without 
a formal declaration, he said. 

The committee’s contact with the 
committee of National Assn. of Insur- 
ance Commissioners has continued. At 
its last meeting agents recommended 
that the NAIC committee be discon- 
tinued because it had well served its 
purpose. Agents believe that the han- 
dling of the problem should be returned 
to the individual state insurance de- 
partments. The agents will continue 
their fight against unsound group in- 
surance. 


New Fidelity Forms 


It is encouraging to know that the 
Surety Assn. of America is working 
on a new classification and rating ap- 
proach for the mercantile fidelity forms 
of business, Donald H. Denton of Char- 
lotte, N.C., said in his report as chair- 
man of the fidelity and surety com- 
mittee. The program, a classified sys- 
tem, has been extensively tested and 
rating concepts developed to produce 
sound equities between classes. There 


| is still work to be done on the proj- 


ect, but it could be a very major 


| change in the field of fidelity insurance 


and one by which the agent should 
greatly benefit, through a simplifica- 
tion of the manual. 

The committee has had several in- 
quiries and complaints relative to the 
competition in the fidelity field, par- 
ticularly on the 3-D. Most of these 
have been referred to Surety Assn. to 
alert it to the trends which affect the 
agent’s ability to retain this class of 
business. 

A tight market has developed in 
surety bonds, he observed. Those com- 
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} 
panies writing contract bonds are stiil | 
scrutinizing each submission. It is ob- | 
vious that it will be a period of time 
before this trend will change. 

The first national education confer- | 
ence authorized by NAIA was con- } 
ducted at Painesville, O., in June and 
was a great success, I. A. Rosenbaum 
Jr. of Meridian, Miss., chairman of 
the educational committee, brought 
out in his report. Approximately 150 
students from 19 states attended. The 
educational committee recommends 
these conferences be continued but 
that the research director and appro- 
priate members of the educational 
committee meet with sponsoring states 
and territorial conferences to survey 
facilities before endorsing future loca- 
tions. It is further recommended that 
the conference be held again next year | 
in Ohio. 

Fire Safety 


The fire safety and civil defense 
committee, headed by Harry F. Le- 
Crenier Jr. of West Palm Beach, now 
is providing for state fire safety chair- 
men and state secretary-managers a 
monthly fire safety bulletin. This out- 
lines fire safety programs for agents, | 
covering a wide variety of campaigns. 
In addition, the committee has sug- | 
gested many promotions in this field 
which agents can use and has supplied | 
samples of many of these forms and 
booklets, such as the kit provided by 
National Fire Protection Assn. Specific 
fire safety campaign guides on such 
subjects as home fire inspection, safety 
tips for baby sitters and the like have 
been developed and made available. 
As a result of these efforts, the com- 
mittee and NAIA have been receiving 
an increased number of inquiries about 
additional ideas, programs, materials 
and supply sources. 

The committee’s program now is co- 
ordinated and cooperating with the 
fire safety efforts of National Board, 
NFPA, and the U.S. Chamber of Com- 
merce, he said. 

Edwin P. Simon of Chicago, chair- 
man, metropolitan and _ large lines | 
agents committee, recommended con- | 
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tinuance of the technical conference 
subcommittee which served as a com- 
mon negotiating unit for the five NAIA 
technical committees during the past 
year. The new procedure has been suc- 
cessful. He also recommended contin- 
uous revision and up-dating of the list 
of metropolitan and large lines agents, 
first developed some years ago. It 
should be revised and expanded. 


U.S. Chamber Work 


Ralph W. Howe of Richmond, Va., 
representative of NAIA to the US. 
Chamber of Commerce, reported that 
the insurance committee of the cham- 
ber has been confronted by many se- 
rious situations during the past year. 
The items on the agenda are particu- 
larly important—government indemni- 
fication covering hazardous risks, gov- 
ernment competition with marine in- 
surance, boating safety, incentives for 
individual retirement plans (Keogh 
and Ray bills), workmen’s compensa- 
tion for radiation hazards, federal as- 
sistance to states for safety regulations, 
and, very important, medical care for 
the aged. 

Mr. Howe noted that 25% of the 
people had some form of medical in- 
surance in 1946 while more than 70% 
of the population were protected by 
health insurance in 1957. Since 1952 
the percentage of aged with health in- 
surance has increased from 25% to 
roughly 50%. 

The drive in the Senate to add health 
care benefits for older people under 
social security, to be paid for through 
increased SS payroll taxes, will con- 
tinue, Mr. Howe said, and he urged 
active opposition by agents. 
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How And Why To Merge Described 
By Agent Who Has Been Through It 


In the past decade the frequency of 
agency mergers has had an impact on 
the agency system that cannot be ig- 
nored, Jack C. Schroeder of Chico, 
vice-president of the California asso- 
ciation, told the rural and smal! lines 
agents’ luncheon during the conven- 
tion of NAIA. 

In California, he said, mergers have 
slowed association membership growth. 
His association now has many more 
licensees participating in association 
activities than it has member firms. 
Its financial condition is affected by 
mergers because consolidation reduces 
membership without a corresponding 
reduction in the number of member 
agents. 

Mr. Schroeder used his own experi- 
ences with mergers to illustrate his 
points. Chico is in northern California, 
a farm and light industrial city and the 
home of Chico State College with an 
enrollment of 3,500. The city’s popu- 
lation is 16,000, its trading area has 
35,000. Competition is Farmers of Los 
Angeles, Allstate, Cal-Farm, Hardware 
Mutual, State Farm, other mutuals and 
many cut-rate companies. His agency 
represents stock insurers. At last count 
there were 53 agencies in the town. 

Mr. Schroeder began business in 


Chico in 1946 with a partner. They 
purchased a small non-board agency 


with $73,000 volume and converted it 
to standard rates and companies. By 
1950 the agency had grown to $200,000 
and merged with another, bringing the 
volume up and acquiring another part- 
ner. In 1956 they merged with another 
agency, bringing in a fourth partner 
and increasing volume to $600,000. To- 
day the agency writes $800,000 in pre- 
miums and serves 5,000 accounts. It 
writes all forms of coverage, including 
life. It does not sell real estate or en- 
gage in any other business. It writes 
no continuous policies and does its own 
billing, “having learned that there is 
no saving in cost of operation through 
the adoption of these two innova- 
tions.” With 5,000 accounts it is a 
problem to service clients. A large part 
of volume comes from personal lines. 
Cost of operation is a major matter for 
the agency, and it is constantly seek- 
ing to reduce expense. 

Before merging it is necessary care- 
fully to consider the reasons for such 
a move. Is the agent willing to give up 
some of his independence? Mr. Schroe- 
der and his partners have one cardinal 
rule. Before they got into any of the 
problems of consolidation they agreed 
that if any one of them had any doubt 
about the other, his activities, his 
working habits, his method of opera- 
tion or anything else, the merger would 
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not occur. This rule still applies, and 
Mr. Schroeder believes it is most im- 
portant. Each partner does his own 
job in his own way. The success of the 
agency is cumulative and not the re- 
sult of one or two members’ activity. 
A successful merger requires equal 
ownership by the principals, he said. 
This has been an important reason for 
success of the Schroeder agency. 
What does the agent expect of the 
merger—more money, more time, less 
work, or better markets? Greater vol- 
ume means a broader market for the 
agency, but is this the only considera- 
tion? In time, with greater volume and 
the economics which should develop 
from better work procedures, the agent 
should make more money. This cannot 
be expected during the early period 
of the new venture. But eventually 
expenses should reduce somewhat and 
allow a greater net profit. It is easier 
to take a vacation and to leave the 
business because there will be some- 
body there to take care of emergencies 
while the agent is gone. There is, 
however, little chance for less work. 
Any increase in volume requires more 
work, and the only advantage in the 
merger is that the work load is spread 
over a greater number of people. 
What about wives actually working 
in the business? Experience, he said, 
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shows that in spite of ability this 
simply does not produce good work- 
ing conditions in the agency. This issue 
should be settled before the merger is 
made. 

How will the agents utilize each 
others’ employes? Presently the per- 
sonnel of the agencies probably are do- 
ing a bit of everything. Consequently, 
the merger may mean specialization. 
It may be necessary to assign one girl 
to claims, one to endorsements, an- 
other to the telephone, and still an- 
other to some other specialized task. 
This could produce discontent among 
employes accustomed to more respon- 
sibility and a wider variety of tasks 
prior to the merger. His agency 
helped solve this problem with good 
heat, excellent lighting, cooling, and 
music during all working hours. Good 
working conditions, pleasant surround- 
ings and adequate remuneration are 
necessary to offset boredom from rou- 
tine tasks. 


Hard To Cut Employes 


Contrary to popular belief, it is dif- 
ficult to reduce the number of em- 
ployes in a merger. The increase in 
size of the agency should enable the 
agent to expand his services. This may 
well require more employes rather 
than fewer. Before merger plans must 
be made for a staff adequate to ac- 
complish the purposes of the manage- 
ment and handle accelerated growth. 
An increased volume causes the agency 
to grow faster than the agencies did 
individually. 

Differences in volume must be ad- 
justed to the satisfaction of both agen- 
cies in the merger. Usually it is better 
to equalize with an exchange of cash 
rather than permit one agent to hold 
a greater interest in the agency than 
the other. Equality is a key word in 
mergers unless unusual circumstances 
are present. 

Will the accounts be merged or will 
each agent service his own? This is a 
personal business so that it takes a 
while to get each half of the merger’s 
insured to recognize that the other 
agent and his employes can do as fine 
a job as their agent. Because the num- 
ber of accounts are not likely to be 
equal, some division must be made to 
equalize the load. The Chico agency 
divided the accounts as equally as 
possible, each principal retaining cli- 
ents who might have resented service 
from one of the other principals. The 
remainder were divided. The agent is 
then responsible for the account as to 
collections, coverage and service. But 
this does not préclude the others in the 
agency from soliciting, servicing or 
doing anything else with the account. 
Anyone in the office may work on any 
account, but one agent is responsible 
Zor it. 


Have Own Secretaries 


After many trials and errors, the 
agency at last arrived at a method of 
handling accounts, renewals, collec- 
tions and correspondence connected 
with them by unitizing the office pro- 
cedure. Each agent has his own secre- 
tary who handles all of his work except 
dictation. The agency has an excellent 
stenographer who prefers this type of 
work, so all partners use dictating ma- 
chines and this stenographer trans- 
cribes all letters they write. Otherwise 
each unit is autonomous except for 
bookkeeping and billing. 

Care must be taken in the handling 
of renewals, Mr. Schroeder warned. 
Each partner individually handles his 
own renewals and reviews the entire 
file each time a policy comes up for 
renewal. No one else is allowed to do 
this. Thus the responsibility remains 
with the agent and not with an em- 
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ploye. This is time consuming and a | 
chore where small policies with little | 
or no possibility of development or | 
change are concerned. But experience ; 
indicates that where accounts are nu- | 
merous it is imperative that someone } 
know all about the particular client | 
and his needs. That responsibility rests | 
squarely on the agent handling the re- 
newal. So that the staff can readily | 
identify the account and the agent in } 
charge, each file is marked with the 
initials of the partner in whose unit 
the account has been placed. Each daily 
report is identified in the same manner | 
so that little time is wasted in deter- 
mining who handles the account when 
a telephone call about it is made. 

A bookkeeping system to suit the 
expanded agency probably will mean 
change or innovations. Authority over | 
office personnel should be vested in one f 
principal. In Mr. Schroeder’s agency 
he does not solicit or service accounts. | 
His job is office manager and head 
bookkeeper. These two fields of re- 
sponsibility keep him busier than the } 
other principals, and they consider 
themselves fortunate to have such a } 
partner. 

It is best, he said, not to keep a rec- | 
ord of premiums or number of accounts 
for each member of the firm. All pre- | 
mium goes into one account. Produc- | 
tion of each agent is not compared. 
As long as each is doing his job to the 
best of his ability, that is all that can 
be asked. One agent may specialize in 
commercial or industrial accounts, an- 
other in personal accounts. Here the 
advantage of merger is apparent be- 
cause the entire field of insurance is 
covered by persons who know and who 
like what they are doing. 


a 


Previous Agreement Made 


Advertising is referred to one mem- 
ber of the firm who acts on authority of 
previous agreement with the princi- 
pals. This provides continuity and saves 
time. Donations to charitable organi- 
zations which constantly seek contri- 
butions from business men are han- 
dled the same way, under a budget. 

Adequate office space can pose an- | 
other difficult problem with today’s 
high rents for modern, well located 
facilities. Merger is the time to plan 
ahead and make any necessary changes 
or to move to a new location that 
meets the requirements of the new | 
firm, with room for growth. A ede 
bookkeeping system and volume pro- | 
duction procedures in the office might | 

f 





require the purchase of additional 
equipment. 

Another serious problem in a merger 
is where to get money to operate the 
new agency. It is assumed that a cut- 
off date will be established for the old 
agencies and that each will be respon- ! 
sible for collections and closing of the 
agency up to that date. After the cut- | 
off date the new entity must begin full | 
operations with responsibility for all 
functions of the agency. Unless the ! 
trust account is bolstered with funds | 
from the old agencies, the expenses of ; 
operation and the cost of new equip- 
ment and other costs of making the 
changeover will eat into these funds | 
faster than commission income can re- 
place them. Perhaps a short term bank | 
loan is the answer. It is vital to plan 
to make adequate provision to main- | 
tain the solvency of the new entity. 

What is the name of the new agency? 
If names are used, whose name ap- 
pears first? Mr. Schroeder believes it | 
wise to adopt a trade name. This will 
build a good will equity in the business 
that has real value if the agency 
should sell out or become part of an 
estate. 

These are the problems that must 
be considered prior to the merger. 
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After the merger there are others. The 
agency will have signed new agree- 
ments with companies represented in 
both the old agencies because of the 
need to service accounts whose pol- 
icies have as long as three to five years 
to run. However, it is assumed that 
the combined agencies will not need 
all of those companies permanently. It 
may be good business to terminate 
some old line connections. This is hard 
to do. Old friendships and long time 
company relationships are difficult to 
sever. Pick the best companies and 
markets, he said. 

Transferring allegiance to the new 
personnel in the agency is a long, slow 
process and will be resisted by many 
accounts for a long time. The staff 
should be made fully aware of this and 
be alert to provide service and do what- 
ever will facilitate the transition as 
fast as possible. 

Since employes are good workers 
and loyal to their boss they will find it 
difficult and almost distasteful to take 
orders from others and to adopt meth- 
ods alien to their usual way of work- 
ing. They are apt to be jealous of each 
other, especially if some of their for- 
mer authority is removed. It is ex- 
tremely important to understand their 
loyalty and to alleviate the pains and 
pangs brought on by the merger. Em- 
ploye relationships will be one of the 
most difficult problems. The agent 
must be aware of what is going on 
from day to day and do everything pos- 
sible to correct whatever seems to be 
causing the disturbance. In time these 
people will become a single working 
force for the entire agency and the 
problem will be solved. 


One Hand On Claims 


Realizing that claim service is the 
key to a good agency reputation, Mr. 
Schroeder’s agency placed one girl on 
a claim desk with full responsibility to 
keep records of claims, check the prog- 
ress of adjustments, complete claim 
forms and accident reports, and keep 
the partners informed if their personal 
attention is needed. Another was placed 
at the telephone switchboard. The 
number of calls increased tremen- 
dously with the merger. Suspense items 
increased so rapidly it was necessary 
to assign one girl to handling the sus- 
pense desk to keep incoming and out- 
going correspondence in order. 

By using a unit system to handle 
accounts the secretary or head girl for 
each partner is fully informed of ev- 
erything that goes on in that unit and 
has been trained to handle all phases 
of agency operation. A constant train- 
ing program is necessary for newer 
members of this staff so that they will 
be equipped to take over the top jobs 
during vacations and periods of illness 
as well as when an employe leaves the 
job for one reason or another. 

Small policies are just as expensive 
to handle as those developing large 
premiums. Routine office procedures 
must be set up for quick but accurate 
handling of this type of account. Using 
the unit system and segregating the 
accounts among the principals in the 
agency lends itself to faster handling 
of renewals and other servicing. Di- 
viding time so that one principal is in 
the office during most working hours 
while the other is out on calls is help- 
ful. This prevents a backlog of calls, 
and often insured’s problem can be 
solved in one transaction rather than 
two or three. 

In every office are insured who get 
upset with the agent for denial of a 
claim or some other reason. In a mer- 
gered office very often the account 
can be passed along to another prin- 
cipal who can re-establish good rela- 
tionships and retain the account for 
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the agency. Personalities differ, and if 
one agent can’t get along with the ac- 
count, he probably shouldn’t be writ- 
ing it anyway. 

The advantages of merger far out- 
weigh the efforts necessary for suc- 
cessful consolidation, Mr. Schroeder 
said. By increasing volume with the 
companies the agency has selected, the 
agency’s marketing problems are eased 
tremendously. What might be a serious 
problem to a smaller agent will become 
routine handling in many cases. This 
permits more time for solicitation. 
While a competitor is scrambling 
around for a market, the agents in 
the merger are out selling another ac- 
count. 

More people in the agency mean 
more time for public affairs, he said. 
In every city throughout the country 
agents play an important part in com- 
munity life. The merger will help di- 
vide these tasks so that no one person 
is overloaded. Improved public rela- 
tions immediately develop because of 
greater participation, and the agency 
becomes better known in the commu- 
nity. 

Competitively there is a distinct ad- 
vantage over the smaller agencies in 
the community. An easier market and 
wider variety of talent enable the 
merged agency to meet any competi- 
tion readily. By spreading the talents 
of personnel they will do a better job 
with more efficiency than if each were 
trying to handle the whole task by him- 
self. The agency can spend more money 
for advertising on a well planned pro- 
gram. 

If the agent is planning a merger, 
Mr. Schroeder advised, he should plan 
it well. Most of the pitfalls can be 
avoided if the merging agents take 
their time, develop all the pertinent 
problems, and work out solutions 
carefully. 


Fire Form Developments 
Many And Radical: Warner 


(CONTINUED FROM PAGE 9) 
filings to be made by companies and 
bureaus seeking to attract an increased 
share of preferred business, Mr. Warner 
believes. While the announced aim is 
to compete with non-agency compa- 
nies that threaten to become prominent 
in this field, the immediate result will 
be that some agents will be competing 
with other agencies using these new 
weapons. Future developments in this 
field should be watched carefully. 

Attempts are being made by all bu- 
reaus to adopt the level installment 
plan—35% of the three year premium. 
Some agents object for fear that level 
installments facilitate switching at any 
anniversary. There are obviously many 
advantages to the level plan including 
advantages to the companies. Mr. War- 
ner asked for opinions from those states 
affected by the change, so the com- 
mittee can present them at the meeting 
with Inter-Regional Insurance Confer- 
ence in January. 

The committee has urged state and 
regional associations to establish reg- 
ular meetings with company and bu- 
reau people on a local basis, he stated. 
The committee has sent lists of com- 
pany officials designated to represent 
their interests and have requested that 
close cooperation be maintained when- 
ever possible. The committee wants 
copies of all conference reports as well 
as those on regional agents property 
committee meetings, Mr. Warner said. 

Reid-McGee agency of Jackson, Miss., 
has appointed Joe D. Draffen to its 
sales staff. He was with Mississippi 
State Rating Bureau before joining 
Cherokee as Mississippi state agent. 
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Rate Making Procedures Inadequate 
In Two Respects, McGuire Asserts 


Rate making procedures have proved 
inadequate in two respects, T. G. Mc- 
Guire, president Industrial Indemnity, 
told the annual convention of Oregon 
Assn. of Insurance Agents. He said the 
failures lay, first, in a lack of accurate 
trend and projection factors in pro- 
mulgating rates and, second, in rating 
organizations that are too often con- 
cerned with the political implications 
of their decisions rather than the 
need for an adequate rate. 

Mr. McGuire said this was of par- 
ticular consequence inasmuch as the 
pricing of the industry’s product is: of 
initial concern. The business is regu- 
lated to a great degree and rates can- 
not be adjusted in an arbitrary fash- 
ion; on the contrary, rate regulatory 
authorities must be relied upon to pro- 
mulgate the proper rate. And in this 
area the industry has “failed miser- 
ably” in convincing the authorities 
that more and faster rate relief is 
needed. 

In the general field of rating, sev- 
eral specific matters loom large. With 
regards to federal vs state regulation, 
the burden of proof is on the states to 
show that the present system is su- 


perior to centralized federal control. 
General opinion seems to favor the 
continuation of state control, but sev- 
eral important changes may be made, 
he opined. 

There is considerable merit in the 
suggestion that every licensed insurer 
be required to file its loss data with 
some central statistical agency—the 
insurers to deviate only as their ex- 
pense differentials allow, Mr. Mc- 
Guire said. 

Another matter discussed in a limit- 
ed way has been the probability of a 
net rating system wherein the insurer 
quotes a rate ex-commission, the pro- 
ducer adding a fee or a commission to 
the extent he feels he can justify it. 
The speaker said he doesn’t feel the 
idea has very many sponsors at the 
moment, but agents should be aware 
that it is being considered. 

Turning to public relations, Mr. Mc- 
Guire said the industry has done 
“something short of a bang-up job” in 
educating the public as a whole, and 
public officials specifically, as to the 
basic problems facing the industry. 

High and unreasonable jury awards 
are a manifestation of the lack of un- 
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(As Filed with the De 
ADMITTED ASSETS 


l. U.S. Gov't Bonds 
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derstanding of who finally pays the 
cost. The filing of questionable claims, 
even by people who consider them- 
selves morally above reproach, grows 
out of the feeling that every insurance 
company is fair game. Because so few 
policyholders ever have a loss, they 
seem to labor under the impression 
that there are unlimited profits in the 
insurance business. A scanning of the 
profit and loss statements of insurers 
during the past few years should 
quickly dispel this illusion, he stated. 

“An abominable job” has also been 
done in convincing rating authorities 
of the industry’s needs. And, finally, 
a political action program has been al- 
most non-existent. Those who make 
their livelihood from the insurance 
business represent a substantial block 
of votes in any state or political sub- 
division. But seldom does the industry 
vote in unison or apply legitimate in- 
fluence to constructive legislative pro- 
grams. 

Recruitment is also an _ unsolved 
problem, Mr. McGuire asserted. The 
industry has developed an unfortunate 
reputation in the minds of many that it 
is a low pay business, lacking the gla- 
mour and opportunity available in 
other fields. The end result is that too 
many promising college and high school 
graduates tend to gravitate elsewhere. 

This is simply a matter of having 
the opportunities of insurance proper- 
ly presented, he said. Actually, the 
remuneration available in insurance 
is comparable, if not better, than in 
other fields. Exceptional young people 
must be attracted and retained or the 
business will certainly pay a very high 
price in the future. 

Automation was also discussed by 
Mr. McGuire. He said two broad cate- 
gories of conduct can be ascertained 
in the operating of an insurance com- 
pany. One of these—functions involv- 
ing judgment decisions—cannot be 
mechanized. The other—those func- 
tions of a repetitive nature—lend them- 
selves to automation. 

In this latter category, potential sav- 
ings can be realized, he said. Although 
the idea of agents allowing machines 
run by their companies to handle func- 
tions dealing with the servicing of 
accounts is not new, Mr. McGuire 
noted, agents should give this a real 
consideration. It is being short-sighted 
not to take advantage of the savings 
to be realized from the computers. If 
agents spend most of their time shuf- 
fling papers, or doing other work which 
can be done mechanically, the impor- 
tant part of the business—selling—will 
be neglected. 

Mr. McGuiré’s final subject was 
marketing. He said the reason market- 
ing has received more attention than 
any other subject was simple—it dir- 
ectly affects income and profitability. 

Direct writers have taken a dispro- 
portionate amount of the desirable 
business out of the market, leaving the 
companies with substandard business, 
which in turn has caused large under- 
writing losses. As a corrective measure, 
the companies have tended to restrict 
their underwriting, creating greater 
problems for agents—especially the 
matter of reduced commissions. 

The speaker said it is necessary, 
first of all, to sell more and retain 
more desirable business; and it is up 
to the companies to make this as easy 
as possible. The necessary component 
parts for successful marketing are the 
product itself; the operating market 
and the salesman selling that product. 

The product—the policy contract— 
must do the job the public needs; and 
it must be done at a price that is ac- 
ceptable. The market is there, it is 
big, and it is created by the industry, 
Mr. McGuire concluded. 
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Rate War On, Barry 
Says; Urges Return 
To Use Of Averages 


There is a national rate war being 
conducted at the present time, a vicious 
one, and the regulatory machinery in 
most states is in no position to cope 
with it, John R. Barry, president of 
the Corroon & Reynolds group, said in 
his talk to the annual convention in 
Bretton Woods of New Hampshire 
Assn. of Insurance Agents. This is a 
battle of giants, he declared, and he 
said he didn’t intend to get trampled 
underfoot if he could avoid it. 

He proposed that all companies be- 


—- — EES | Ease ~ eee 


long by law to one rating bureau, and © 


that rates be 
erages with the right to pay dividends 
if earned. For seven years the experi- 
ence on all classifications except life 
has been such as not to leave room 


based on over-all av- | 


for any dividends by stock companies. | 


There should be no leeway in the rat- 
ing law, he said, that would leave 


— 


any questions to the judgment of a | 


commissioner or other individual 
which would allow anyone to 
rates on a decision as to 
thinks is going to happen in the future. 


Utility Analogy 


or 
base 


To take rate making out of politics, 
he recommended rate making be in the 
hands of non-partisan public service 


commissions which, he hoped, even- | 


tually would put rating on as sound a 
basis as that enojyed by utilities. There 
is excellent cooperation between reg- 
ulatory bodies and the companies in 
the utility field, all of which has made 
a tremendous contribution to the 
strength of the utility systems and 
constant improvement in their service. 

There would be no deviations or in- 


what he | 





dependent filings under his proposal, | 


Mr. Barry said. But there is nothing 
wrong with this since presently there 
is no filing in the U.S. effecting a re- 
duction in bureau rates except on the 
basis of expense saving which means 
reduction in commissions. 
shows, he said, that agents have not 
been overpaid but, actually, underpaid. 

No one knows what the loss expe- 
rience is going to be ahead of time, he 
declared. Consequently, it is most un- 
fair to have any deviations or inde- 
pendent filings under which insurers 
can accumulate business which, when 
the final results are in and it is too 
late to do anything, shows a loss. In 
the meantime these companies have 


had an unfair advantage which the | 


results show was not warranted. 
Agent Consultation 


Mr. Barry noted that New York pro- 
ducers succeeded in getting a law 
through in that state which provides 
that all rate filings have to contain 
an allowance for acquisition cost based 
on the experience of the previous three 
years. However, he thinks agents ought 
to go further, that they should amend 
the rating law specifically to recog- 
nize the agent’s position and standing 


Analysis | 





in the business and to prescribe that | 


agents are to be consulted as to a rea- 


sonable amount to be included in a | 


rate filing for acquisition cost. 


He said he hopes agents will not , 
have to go to a labor union form of | 
organization, which has been hinted as | 


a possibility. He is not opposed to labor 
unions but does not think that kind 
of organization fits the agency busi- 
ness. Agents are individualists with 
the right to build their own business- 
es and to profit by their own efforts. 


Mr. Barry said there seems to be no 
(CONTINUED ON PAGE 30) 
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You'll sell more with New York Life 


because there’s 


APLAN || 
FOR EVERY | 
PROSPECT 
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WHATEVER YOUR CLIENT WANTS... Life or Accident 


& Sickness, individual or group, for firm or family... 


New York Life 


has a plan for him that pays you attractive commissions. 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
. SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans—offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


... plus New Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 
matic method of paying premiums through 
a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modern salary allotment 
plan. 


. plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 


e Family Endowment Plan 

e Whole Life (Minimum $10,000) 

e@ Life Modified Three (Minimum $5,000) 

e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 

e Whole Life with Seven Year Double 
Protection (Minimum $10,000) 

e Whole Life with Family Protection 
Benefit (Minimum $10,000) 

e Family Life Insurance 


e Assured Accumulator 
(Minimum $10,000) 

e Three Way Security 

e Family Income and Mortgage 
Protection Riders 20 years and to 
Age 65 

e Mortgage Protection Term 
(Minimum $5,000) 

e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 


nylic lic New York Life Insurance Shenae 


51 Madison Avenue, New York 10, N.Y. 


e Endowments—10, 15, 20, 25, 30 and 
Endowments at ages 60 and 65 


e Retirement Income Endowments at 
ages 60 and 65 


e Annual Premium Retirement Annuity 
e@ Single Premium Life and Endowments 
e Single Premium Annuities 


e Modified 10 Year Term— Whole Life 
(Minimum $10,000) 

e 2, 3, 4, and 5 year term— Whole Life 
(Minimum $10,000) 

e Ten and Twenty-Year Term Riders 

e Five-Year Renewable and Convertible 
Term (Minimum $5,000) 

e Income Security—10 to 50 years 
decreasing term insurance 

e Pension Trust and Profit-Sharing .. . 
a complete line of individual insurance 
and annuity contracts 

e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 

Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 20 


® ‘Eager to serve”’ 
ae 


Life Insurance * Group Insurance + Annuities * Accident & Sickness Insurance + Pension Plans 
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Identifying The Account Customer 


THE NATIONAL UNDERWRITER asked 
several agents over the country for 
their experience with account selling. 
Donald C. Erain of the W. B. Johnson 
& Co. agency at Kansas City replied: 

1. The type of prospect that ap- 
pears to be the best candidate for a 
complete account coverage is some- 
body in his early thirties with an in- 
come of at least $7,500 a year. I am 
still not convinced that I want to sell 
price or that most agents should do 
so. At 30, he probably does not have 
automobile problems, so that you could 
. consider him an established customer 
by the time such children as he has 
become 16. In addition to this, he has 
not formed too many firm buying hab- 
its and is more willing to consider 
you as a person whom he will consult 
concerning life insurance as well as 
other needs. 

2. From personal experience, I would 
say that life is the hardest coverage 
to begin with, but is the easiest cover 
to sell, after the individual is a cus- 
tomer. From an individual standpoint, 
it looks to me as if the homeowners is 
the easiest coverage to begin soliciting 
from an individual. It is very difficult 
for me to see how you are going to give 
service other than when needed for 
claims, or consolidation of coverages 
under the current trend. 

Build Confidence 

3. The best way to get a man toa 
full account basis is to build confi- 
dence in you and your agency. There 
is a theoretical and practical balance, 
and sometimes the two are identical. 
I think that in an ideal situation you 
could budget a portion of a man’s in- 
come and distribute it best among his 
insurance needs. However, I think it 
is well known that one source of grati- 
fication in personal insurance is a 
feeling of protection. We need to de- 
cide from what areas the man derives 
the greatest satisfaction with protec- 
tion, and give some weight to the fact 
that he may desire certain coverages 
not theoretically sound, but he may 
derive greater benefit because of his 
personal feelings. 

Whether his life insurance should 
be equal to his liability limits I don’t 
know. I still think that each coverage 
has to be analyzed in view of its in- 
dividual potentialities. For instance, if 
insured lives in an area of high judg- 
ments, perhaps higher automobile 
limits would be required than if in an 
area, often not urban, where lower 
limits should be satisfactory. This 
should not necessarily affect the 
amount of life insurance the man car- 
ries. This again is something to meet 
his personal requirements as might be 
the amount of mutual funds he should 
buy. 

Who Is Account Buyer? 


4. I think that an awful lot of cus- 
tomers have different reactions to ac- 
count buying. The type of individual 
who likes the idea of having his in- 
surance in one package would be 
hard to identify. Certainly the home- 
owners indicates that people like a 
package policy. But some people feel 
the need of attempting to satisfy sev- 
eral friends through their insurance 
buying. There are also some people 
who feel that they would like to leave 
out certain things from their insurance 
program regardless. 

5. The biggest single impediment to 
a property and casualty agent pursuing 
the program idea is that many indi- 
viduals have established relationships. 
Having been educated for several dec- 
ades that the areas are separate, both 


the life people and the property people 
may now have difficulty in making a 
mental flip flop. 

6. The underwriting problems from 
account selling are no different from 
the underwriting problems and trans- 
actions on ordinary business. First of 
all, you have under-age and over-age 
drivers and problem drivers whose 
situations cannot be solved on an ac- 
count basis. If the automobile risk is 





SPORTS LIABILITY 





two things: 


—Fair and prompt payment of the claim. 

—A minimum of inconvenience and red tape. 
These two are the precise goals of The HOME. Which 
is why we go to unusual lengths in training and 
maintaining our own staff of adjusters... skilled 


VEHICLE 





bad, the account is not a good account 
for account solicitation, and I don’t 
think that the packaging of life insur- 
ance along with the automobile and/ 
or the homeowners will compensate the 
company for writing automobile limits 
of $100,000. 

The same thing applies to life in- 
surance. I know of no life company 
that refuses to rate up a candidate 
because he has through another sub- 
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BURGLARY 


HENEVER AND WHEREVER YOU 
AND YOUR ASSUREDS NEED HIM... 


Let’s face it—the real test of property and casualty 
insurance comes when your client has a claim. When 
loss does occur, you and your assured want the same 
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sidiary and/or. principal company 
homeowners and automobile insurance 
In this respect, actually, the compa 
nies are unable to solve account selling. 
It is not likely that in the near futur: 
they will be able to work out this par- 
ticular problem. One basic reason is 
that unlike commercial accounts, per- 
sonal lines do not generate sufficient 


money to justify consideration in 
other areas. 
7. The objections above represent 


the principal ones companies have to 
accepting a whole account. There are 
companies that will write business of 
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men ready to work across the nation and around the 
clock to speed payment to policyholders and claim-! 
ants—to keep clients for you. Supplementing these 


HOME adjusters are outside adjusting facilities to; 


insure fast action under all circumstances. This is 
typical of what we mean when we speak of “the best 
insurance.” It’s the kind HOME’s independent local 
agents and brokers specify in protecting their 
clients. How about you? 
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a sub-standard nature. They do not 
always—and in fact very seldom— 
have running mates that will accept 
general lines of business. As a con- 
sequence, I think people practicing the 
insurance business on a day to day 
basis, as yet, cannot fully accept the 
idea of placing all their accounts with 
one company. We still find, as we have 
for so many years in the past, that 
different companies have different un- 
derwriting outlooks. 

8. Unequivocally, customers do not 


care whether their account is with 
one company. To the best of my 
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The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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knowledge, and I have consulted other 
agents besides myself, people doing 
business with our agencies are funda- 
mentally customers of the individual 
broker, solicitor and/or agent. They do 
not know a company and do not care. I 
feel that I could readily change the 
insurance of my clients from company 
to company if it were in their best 
interest. 

9. No property 
man, as yet, has been 


field 
assistance 


and casualty 
of 


to me in account selling. However, the 
life insurance people have 
valuable 


furnished 
services. 


HOLDUP 





Gnsnrance Company 


Property Protection since 1853 
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Adam Urges One-Account Operations 


John Adam Jr., president Worcester 
Mutual Fire, gave a recipe for progress 
to members of Worcester Board of In- 
surance Underwriters at its Septem- 
ber luncheon. When a company departs 
from the regular run-of-the-mill or 
follow-the-pack way of doing business, 
it may or may not be successful, but 
it will surely be misunderstood, Mr. 
Adam said. 

Two vears ago, his company affili- 
ated with State Mutual Life. There 














has been considerable misunderstand- 
ing about that move’s purpose which 
in reality is quite simple, he said. Mr. 
Adam’s company believes that more 
and more people prefer to buy insur- 
ance not only on a one-stop but a 
one-package basis. He wants his or- 
ganization and its agents to be in a 
position to promote and satisfy that 
desire. His organization does not in- 
tend to stand by while its business is 
siphoned off by competitors either in 
or outside the agency system 

The future financial health of his 
company and its agents demands that 
one-stop facilities be furnished. There 
are economies for both company and 
agent in the one-stop idea. 


Public Demand 


More efficient ways must be found 


to distribute insurance just as they 
are being found to distribute other 
merchandise, Mr. Adam _ continued. 


Ways must be found to meet the pub- 
lic’s demand for a smaller share of the 
premium dollar being spent on ex- 
penses, and a larger share being re- 
turned to the public. This must be ac- 
complished while the income of the 
good agent is increased. This can be 
done, but only if both company and 
agent are willing to change to meet the 
needs of the market place, or to put 
it another way, to change to solve the 
competitive problem posed by non- 
agency companies, Mr. Adam declared. 

There are some who maintain that 
an agency company need not be con- 
cerned with the tremendous advances 
that some of the non-agency competi- 
tors are making, because the agency 
organizations have a built-in guarantee 
for the future in the form of the ex- 
traordinary population increase of the 
past few years and of the years to 
come. It is said that the population 
increase and the increase in economic 
activity will guarantee a rapidly ex- 
panding market for insurance during 
the next two decades. Mr. Adam is 
sure this is true, but he wonders who 
will cash in on that market for insur- 
ance. 

Mr. Adam wonders if the time has 
not come when agents should welcome 
rather than oppose the efforts of 
their companies to secure economies 
for both agent and company through 
one-stop facilities. The present home- 
owners is not the end but the begin- 
ning of the packaging idea. If agency 
companies are to market competi- 
tive packages, they must have across- 
the-board facilities. 

The problems of the present and fu- 
ture can be solved better if company 
and agent work together as partners, 
earn together as partners, and share 
together as partners, Mr. Adam con- 
cluded. 


Preferred Names Harris 


Underwriting Manager 

Preferred has appointed Weldon H. 
Harris underwriting manager. 

Mr. Harris began in insurance in 
1930 with U.S.F.&G. In 1935 he joined 
Commercial Standard and from 1947 to 
1957 was multiple-line underwriting 
vice-president. He was with Associated 
Employers from 1957 until joining Pre- 
ferred. 

Staten Island Women Hear Aa 

Herbert Aa, supervisor of the New 
York metropolitan automobile depart- 
ment of Commercial Union-North Brit- 
ish, spoke to the first fall meeting of 
Insurance Women’s Club of Staten Is- 
land (N.Y.) on changes effective Oct. 
1 in the New York Assigned Risk Plan. 
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“ANOTHER SUCCESS!” 


reports Paul Leonard, 
St. Paul Agent, 
Akron, Ohio 
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ST. PAUL'S ACCOUNT SELLING TOOLS” 


“I’m convinced,” says Paul Leonard, 
St. Paul Agent, Akron, Ohio. ‘‘Account 
Selling results in big profits! St. Paul’s 
package plans boosted my business 
25% in one year—with no increase in 
overhead or employees.” 

At St. Paul, we believe in Account 
Selling. People want it. Our Agents 





profit by it. It’s an unmistakable trend 


of the ’60’s, and St. Paul is ready with | 


its MultiCover, Umbrella and Multiple 
Coverage Plans. 


Get full details . . . and find out how 


you can be a successful St. Paul Agent 
by writing to your nearest St. Paul 
Office. 


HOME OFFICE é EASTERN DEPARTMENT 
385 Washington St. . {+ . 90 John Street 
St. Paul 2, Minn. 0 KM ta wobec New York 38, N.Y 

° MOL ed chat 
NEW ENGLAND DEPARTMENT 3 Crmaantcs PACIFIC DEPARTMENT 
10 Post Office Square g “Ua staid Mills Building 


Boston 2, Massachusetts 


vena 
The Agency System... 





San Francisco 6, California 
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Contact the "CAN DO” Office 


2039 walnut street 
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MERICAN EXCESS CO., INC. 


@ Special Risk underwriters 
@ Excess & Surplus Lines 
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‘Donovan Presents Strong Case For Values 
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In Operations Through Rating Bureaus 


(CONTINUED FROM PAGE 7) 
perience afforded substantially the 
same coverages, the reported statistics 
would vary from minor distortions of 
true experience to an almost meaning- 
less potpourri. To assure the accuracy 
of rate making data, companies com- 
bining experience agreed to offer sub- 
stantially similar coverages. However, 
it remained the responsibility of each 
company to see to it that the form of 
its contracts expressed the substance 
of the intended coverage. 

Till the late 1920s, even companies 
intending to afford substantially the 
same coverages usually did so through 
contract forms individually developed 
by each insurer. There were, however, 
difficulties in having each company 
| say the same thing in different words. 
Consequently, in this period, compa- 
nies, producers, insured, and depart- 
ments had to scrutinize the wording 
of every contract to determine wheth- 
| er it provided more or less insurance 
| than the policies of other companies. 











Standardizing Language 


would be in the interests of all con- 


} 

| 

Several departments concluded it 
Perera if companies tried to stand- 


| ardize the language in such widely 
| used contracts as the auto liability 
| policy, Mr. Donovan said. National 


| Bureau, having reached a similar con- 
clusion, had begun a forms program. 
The mutuals instituted a forms com- 
| mittee within American Mutual Insur- 

ance Alliance. These groups functioned 
| independently, which lessened the 

problems but did not solve them. State 

insurance officials continued to press 
| for uniform phraseology. 

It was not until 1933 that joint 
meetings of draftsmen began. After 
a series of conferences in the next two 
years, including discussions with 
American Bar Assn. and other inter- 
ested groups, the joint forms commit- 
| tee approved standard provisions for 
| basic auto liability and garage liability 
forms. Additional policies and en- 
dorsements were brought within the 
plan. National Automobile Underwrit- 
ers Assn. now participates in the pro- 
gram on combination auto policies. In- 
surance departments, National Assn. of 
Insurance Agents, National Assn. of In- 
dependent Insurers, and other groups, 
cooperate, and since 1936 the commit- 
tee on insurance law of American Bar 
Assn. periodically has annotated the 
standard provisions for auto liability 
policies. ‘ 


Almost Universally Used 


By now, he said, the national stand- 
ard provisions are almost universally 
| used and accepted in the U. S. The 
| auto liability provisions, for example, 
not only are approved in all jurisdic- 
tins but are prescribed in states with 
a mandatory policy for all insurers. 

Is this standardization an unde- 
sirable trend away from _ individual 
initiative or a progressive step in the 
public interest? Mr. Donovan believes 
emphatically in the latter assessment 
of its value. Such provisions are of 
great value to insurers. More accurate 
data is produced when losses are paid 
under the same types of contracts, 
which is beneficial for insurers and in- 
| surance departments. Major economies 
| result from the production and filing 
of model forms by a central group. 
Each insurer has the benefit of expert 
draftmanship reflecting a combined 
knowledge of court interpretations of 
language, practical construction of 
terms by claim men, etc. The latter 
two considerations are most important 





to smaller companies. Underwriters are 
not suddenly confronted with liabilities 
they never intended to assume. 


| 
| 
| 


Sound rates, economical company op- | 


eration, and certainty of coverage 
are important to insured. To insured 
with interstate operations the program 
is vital. Insurance departments, rep- 
resenting the public, are the bene- 
ficiaries of the program in similar re- 
spects and they obtain substantial as- 
sistance for efficient administration. If 
every company wrote and filed indivi- 
dual contracts, the mere cataloguing 
of them would be a complex task and 
an intelligent study of their provisions 
would require a large, trained staff. 
National standard provisions gives as- 
surance that the public in any state is 
afforded the same benefits insured get 
in other areas. Revisions of major forms 
consistently have represented not only 
clarification but extension of coverage. 

The provisions have been a boon to 
producers, who must face daily 
problems of understanding coverages, 
answering questions of insured, and 
presenting claims. 

The alternative to such a program 
could be statutory 
requirement of mandatory policies, Mr. 
Donovan declared. Apart from the 
transfer of management functions to 
government, in a growing business 
constantly meeting new and complex 
problems the rigidity of such an ap- 
proach renders it undesirable from 
every viewpoint. 


Exempted Under Sherman Act 


The program, he believes, involves 
no forbidden restraint of trade except 
to the extent that its use by a rating 
organization could be cited as incident 
to price-fixing activity. Any such use 
is exempted from the Sherman act be- 
cause it is regulated by state law. The 
program in no way concerns restriction 
of production, agreement upon market- 
ing methods, allocation of territories, 


boycott of non-participants, or similar | 


practices. The standardized products 
are made freely available to all in- 
surers and those obtaining them enter 
no agreement to use them. 

Rating bureaus have aided in the 
progressive development of sound pric- 
ing practices, Mr. Donovan stated. 
With a few rare statutory exceptions, 
companies may become members or 
subscribers of a rating bureau but are 
not compelled to do so. However, it 
remains true that bureau rates are re- 
garded as standard in the industry. 

Observance of the same rate making 
principles in the various states is of ad- 
vantage to supervisory authorities as 
well as companies and public, Mr. Don- 
ovan declared. Through countrywide 
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or administrative ' 





. p ) 
bureau operations rate requirements | 


in each state will be measured by a 
common set of standards, giving as- 
surance there is no unfair discrimina- 
tion between states. Centralized filing 
and justification of rates effects econo- 
mies for both the business and regu- 
latory bodies. 

The public interest, he said, is best 
served by insurers that are financial- 
ly strong and a sound rate structure is 
the foundation of solvency and growth. 
Yet there is plenty of competition, by 
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Unlike a public utility, no insurer has 
a monopoly to which the buyer must 
turn for protection, he observed. 


Martens & Moore agency, Washing- 
ton, D.C., has appointed F. Leroy Rich- 
ards vice-president. He was formerly 
with Aetna Casualty. 
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To Handle Fla. And Cal. 
Excess-Surplus Lines 


South America Managers of Phila- 
delphia has appointed three represen- 
tatives for excess-surplus lines. U. S. 
Underwriters of Coral Gables was 
named for Florida, Kenneth I. Tobey 
of California, for the Los Angeles area, 
and Elmer W. Bonstin Insurance Serv- 
ice, San Francisco, for that territory. 


State Farm Names Stites 
Assistant Vice-President: 
Regional Changes Listed 


State Farm Fire & Casualty has 
named Robert Stites assistant vice pres- 
ident-general underwriting, effective 
Nov. 1. He presently is mid-Atlantic 
office fire division manager. 

James H. Hazard has been named 
assistant vice-president-actuary. He 
had occupied the post to which Mr. 
Stites was named. Joseph Zangerle, 
service superintendent in State Farm’s 
mid-Atlantic fire division, succeeds 
Mr. Stites as manager of that division 
and James Moerman, an underwriter, 
moves up to assistant service superin- 
tendent. 

State Farm Mutual Auto has added 
Lyle E. Dallefeld to the executive 
staff. He will serve as an executive as- 
sistant in the management planning 
area. Other promotions and transfers: 

Home Office—Thomas Costigan, to 
communications superintendent; Les- 
ter Philpott, to services procedures su- 
perintendent; Warren Slaughter, to 
superintendent of commercial trans- 
portation; Kenneth L. Adams, to se- 
curities unit superintendent; Clair E. 
Flessner, to mortgage unit superin- 
tendent; Harry Jahnke, to general re- 
gional auditor; Roland Nelson, to as- 
sistant actuary (life). 

South Central, Murfreesboro, Tenn. 
—Gerald B. Norton, to data process- 
ing superintendent. 

Michigan, Marshall—Ben Lark, to 
service superintendent; Donald Morell, 
to data processing superintendent. 

North Central, St. Paul, Minn.— 
James Campbell, to property claim 
superintendent; Walden Zimmerman, 
to data processing superintendent; 
Noel Bisel, to claim superintendent 
(fire); Edward Heyer, to claim super- 
intendent. 

Missouri, Columbia—Eugene J. 
Murphy, to division manager; Frank 
Binkley, to claim superintendent 
(fire); James Horton, to regional aud- 
ditor. 

Midwest, Bloomington, Ill.—G. Rob- 
ert Mecherle, to claim superintend- 
ent; James Shampo and Merle Watters, 
to claim superintendent. 

Mid-Atlantic, Springfield, Pa—Ste- 
phen Di Stefano, to data processing 
superintendent. 

Northwest, Salem, Ore.—Joseph Gi- 
Tfoux, to data processing superintend- 
ent. 

Southern, Birmingham, Ala.—Curtis 
C. Bailey, to claim superintendent; 
Don E. Hicks, to data processing su- 
perintendent; Morris S. Thompson, to 
agency director. 

Southern California, Santa Ana— 
Harry Ostrom, to service superintend- 





| ent; Robert Hamilton, Jr., to under- 





writing superintendent; David Home- 
wood, to data processing superintend- 
ent; David Kemp Thomas, to division 
Manager; John Tully, to service su- 
perintendent. 

Southeastern, Jacksonville, Fla— 
David MacNamara, to director of edu- 
cation and training; Bart A. Riley, to 
divisional claim superintendent; Rob- 
ert Barr, to division manager; Nolan 
Buckles, to agency records superin- 
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tendent; Vernon Duncan, to director- 
internal control; Walter Hays Jr., to 
data processing superintendent; John 
T. McKeil, to divisional claim super- 
intendent; Leland Roberson, to divi- 
sional claim superintendent. 

East Central, Newark, O.—George 
Scheid, to service superintendent 
(fire). 

West Central, Lincoln, Neb.—Orrin 
Osterholm, to divisional claim super- 
intendent; Leon Overbeck, to data 
processing superintendent. 


Western, Berkeley, Cal.—William 
Lowrie, to data processing superin- 
tendent. 


Bartels Will Keynote 
HIA Individual Forum 


Millard Bartels, president of Health 
Insurance Assn., will be the keynote 
speaker of HIA’s individual insurance 
forum Oct. 24-26 at Chicago. Mr. Bar- 
tels is chairman of the insurance ex- 
ecutive committee of Travelers. 

The three-day meeting will include 
two symposiums and workshop sessions 
on seven different subjects. The sym- 
posiums will cover senior citizens, and 
sudstandard cases, and each will be 
followed by workshops. 

Elective workshop sessions will dis- 
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cuss disability income, major medical 
and comprehensive medical, submis- 
sion of policy forms to insurance de- 
partments, organization of underwrit- 
ing functions and training of under- 
writers, and agency, claims and under- 
writing coordination. 

The program for the forum was de- 
veloped by the individual insurance 
forum subcommittee, with Francis W. 
Evans, Prudential, as chairman. 

Hartford Steam Boiler has appointed 
Richard D. Farrell office supervisor at 
Syracuse. He has been chief under- 
writer at Philadelphia. 
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EASTERN DIVISION 
WATERTOWN, N.Y. 


A HELPING HAND 


to lighten the load 


for your policyholders! 


Among the many client-saving 


services offered by the Agricultural 


Prepaid Com- 


mission, Simplified, Low-Cost 


TIME PAYMENT 


PLAN! 


This proven plan contains unusual 
features that enable you to sell 
insurance to value, and afford your 
clients complete protection 


without financial strain. 


Use Our Convenient 


Monthly Payment Plan! 


Send today for complete details. 
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FUNCTIONAL ANALYSIS II —- 
ELECTRICAL POWER 





























ROYAL INSURANCE COMPANY, LTD 
INDEMNITY COMPANY - 


New in Boiler & Machinery— 
Functional Programming 


When you call on Royal-Globe’s Boiler & Machinery special 
representative for service on a risk, three important things happen. 
One, our planning specialist makes an on-the-scene analysis of the 


whole work-flow and of the functions 
of the individual units that make it up. 
Two, he distinguishes critical, semi- 
critical and non-critical units one from 
another by how vital they are to the 
whole process. Three, he quotes pre- 
miums based on the entire work-flow 
and on the functional distinctions he 
has uncovered. This classically straight- 
forward but nonetheless new approach 
gives your client a Boiler & Machinery 
program he will understand and really 
want. Functional programming is 
available coast-to-coast, border-to- 
border. If you want to sell B & M insur- 
call Royal-Globe today! 
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+ THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
NEWARK INSURANCE COMPANY - 


AMERICAN AND FOREIGN 


INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD, 


Conventions 


Oct. 2-4, Zone IV National Commissioners, 
Fort Des Moines Hotel, Des Moines, Iowa. 


| Oct. 2-5, National Assn. of Casualty & Surety 











| Oct. 22-27, National Assn. 


Nov. 


Agents and National Assn. of Casualty & 
Surety Executives, combined annual. The 
Greenbrier, White Sulphur Springs, W. Va. 

Oct. 6-8, California Assn. of Independent In- 
surance Adjusters, annual, Ambassador Ho- 
tel, Los Angeles. 

Oct. 8-11, Kansas agents, 
Hotel, Wichita. 

Oct. 13-14, Conference of Mutual Casualty Com- 


annual, Broadview 


panies, sales and agency meeting, Conrad 
Hilton Hotel, Chicago. 
Oct. 14-15, North Dakota agents, annual, 
Grand Pacific Hotel, Bismarck. 
Oct. 16-18, Arizona agents, annual, Pioneer 
Hotel, Tucson. 
Oct. 16-18, Maryland agents, annual, Hotel 


Emerson, Baltimore. 

Oct. 16-18, Ohio agents, annual, The Neil House, 
Columbus. 

Oct. 17-19, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 


Oct. 18-19, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 
Oct. 21-23, Colorado agents, annual, Broad- 


moor Hotel, Colorado Springs. 
of Mutual Insurance 
Washington, 


Agents, annual, Statler Hotel, 
D.C. 


Oct. 23-25, Missouri agents, annual, Governor 
Hotel, Jefferson City. 

Oct. 24, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 24-26, Assn. of Mutual Insurance En- 
gineers, regional meeting, Sheraton Dallas, 
Hotel, Dallas. 

Oct. 24-26, California agents, annual, Sheraton- 
Palace Hotel, San Francisco. 


Oct. 26-28, Nebraska agents, annual, The 
Town House, Omaha. 
Oct. 27, Connecticut agents, annual, Statler- 


Hilton Hotel, Hartford. 


Oct. 27-28, Kansas State Assn. of Mutual In- 
surance Companies, Holiday Inn. Topeka. 


Oct 27-29, New Mexico agents, annual, West- 
ern Skies Hotel, Albuquerque. 
Oct. 30-Nov. 1, Illinois agents, annual, Pere 


Marquette Hotel, Peoria. 

Oct. 30-Nov. 1, Tennessee agents, annual, 
drew Jackson Hotel, Nashville. 

Oct. 31-Nov. 2, Nevada agents, 
Vegas. 

Nov. 1-3, National Assn. of Independent In- 
surers, annual, Chase-Park Plaza, St. Louis. 

Nov. 2-3, Michigan mutual agents, annual, 
Pantlind Hotel, Grand Rapids. 

Nov. 9-11, Insurance Section, American Man- 
agement Assn., fall conference, Drake Hotel, 
Chicago. 

Nov. 10-11, Central Claims Executives Assn., 
Morrison Hotel, Chicago. 


Nov. 13-15, Kentucky agents, annual, Kentucky 


An- 


annual, Las 


Hotel, Louisville. 

Nov. 14-16, Indiana agents, annual, Claypool 
Hotel, Indianapolis 

Nov. 16-18, Casualty Actuarial Society, annual, 


Statler Hotel, Washington, D.C. 

28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York. 

Nov. 30, Insurance Federation of New York, 
annual luncheon, Waldorf-Astoria, New York 
City. 

Dec. 1-2, Conference of Mutual Casualty Com- 
panies, accounting & statistical, office meth- 
ods & personnel meetings, Conrad Hilton 
Hotel, Chicago. ~ 

Dec. 28-30, American Assn. of University 
Teachers of Insurance, annual, St. Louis. 


Mich. Adjusters Conduct 
Medical-Legal Seminar 


A medical-legal seminar to develop 
ideas for claim defense has been con- 


| ducted at Western Michigan Univer- 
| sity by Michigan Adjusters Assn. 
| Speakers were Dr. Homer Stryker, 


Kalamazoo orthopedist; Dr. Sidney Go- 
vons, Lansing neurologist; William 
Buchanan, attorney of Grand Rapids; 
Dr. Alexander Hirschfeld, Detroit neu- 


ropsychiatrist. Dr. Richard Bates of 
Lansing, the luncheon speaker, ex- 
plained “How to Have a Heart At- 
tack.” 


Roe Joins Weghorn In A&S 


Lawrence J. Roe has joined the John 
C. Weghorn agency, New York, as an 
A&S specialist. He will assist Emory 
G. Bullis, manager of the A&S depart- 
ment. Mr. Roe has been with Metro- 
politan Life for two years. 
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FIRE -CASUALTY 
CHOICE POSITIONS OPEN 
$15,000-$6,500 
East 
Cas. Actuary $15,000 
M. West : 
Mult. L. Admin. $10,000 
M. West 
Inl. Marine Mgr. $10,000 
M. West 
Mult. L. Undr. $ 9,000 
East 
Casualty Undr. $ 8,000 
M. West 
Cas. Clms. Exam. $ 8,000 \ 
South 
Comm’! Fire Undr. $ 7,800 
M. West 
Fire Undr. $ 7,500 | | 
Ind. , 
Cas. Field Man $ 7,200] 
M. West 
Casualty Agt. $ 7,200 |: 
Minn. 
Cas. Field Man $ 6,500 | | 
Positions open in A&H—Life—Casualty— 
Fire in all sections of the country. Write 
r "How We Operate.” No obligation to 
register. All inquiries confidential. 
FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 
330 So. Wells Chicago 6, Ill. 








FOR INTELLIGENT 
REINSURANCE ANALYSIS AND 


Service 
beyond 
the 


treaty 


FIRE-CASUALTY 
TREATY -FACULTATIVE 


Reinsurance 
AGENCY INC. 


141 W. JACKSON BLVD. 
CHICAGO 4, ILLINOIS 
WABASH 2-7515 








Charles A. Pollock, Jr 


PRESIDENT 








XUM 


Se 











— er rr ee ee ee 











September 30, 1960 


Md. Agents’ Card Has 
Varied Speakers’ List 


Maryland Assn. of Insurance Agents 
will hold its annual meeting Oct. 16-18 
at the Emerson Hotel, Baltimore. A 
well rounded business and social pro- 
gram has been set. 

Frederick W. Doremus, assistant 
general manager of Inter-Regional In- 
surance Conference, will discuss that 
group and its relation to agents. Prob- 
lems of selling business interruption 
will be explored by Addison Roberts, 
vice-president Reliance; Truman D. 
Green Jr., special agent of Agricul- 
tural, and Boyd Bruce, special agent 
of Phoenix of Hartford. 


Will Outline Coverages 


W. D. Salladin Jr., vice-president of 
London Facilities Ltd., will outline 
coverages available through Lloyd’s but 
not readily provided through Amer- 
ican markets. An explanation of the 
platforms of the two political parties 
and the impact of these platforms on 
insurance will be presented by Mau- 
rice G. Herndon, Washington repre- 
sentative of NAIA. A panel on proc- 
essing new auto forms in agencies 
will be conducted by five agents. 

Fidelity & Deposit, Maryland Cas- 
ualty, New Amsterdam Casualty, and 
U.S.F.&G. will be hosts at the annual 
cocktail party. A “Gay Nineties” party 
and the annual banquet and dance will 
round out the program. 


Chicago Casualty 
Adjusters Put The 


Drunkometer To Work 

Casualty Adjusters Assn. of Chica- 
go, under the vivacious leadership of 
President Walter P. Strobel of Strobel 
& Ingalls, held its first meeting of the 
new season and proceedings were con- 
siderably enlivened as members par- 
ticipated in a demonstration of the 
Drunkometer. 

Frank M. Andrews of Northwestern 
University’s traffic institute, discussed 
the difficulty law enforcing agencies 
had in pre-Drunkometer days in de- 
termining whether an _ automobile 
driver, who obviously had something 
to drink, was capable of operating his 
vehicle safely. 

The machine, or chemical apparatus, 
which Mr. Andrews referred to as 
utilizing the “objective symptom meth- 
od,” was then demonstrated with the 
cooperation of some association mem- 
bers and to the accompaniment of some 
not too-helpful asides from non-par- 
ticipating members. 

The legal committee presented a re- 
port on some recent scaffold act cases 
(which had their usual fascinating in- 
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sights on the perplexities of this law), 
and Robert T. Luce, the association’s 
able and long-time secretary-treasur- 
er, noted that the recent golf outing 
was a huge success (some 525 turned 
out). 


Buffalo Appoints Clark 


Buffalo has appointed Russell B. 
Clark western New York special 
agent. He was formerly in the claim, 
underwriting and agency departments 
of Kemper group, most recently in the 
Niagara Falls-Buffalo area. 


Timely Topics Set 
For NFPA Fall Meet 


National Fire Protection Assn. will 
hold its fall conference Nov. 14-16 at 
Columbus. The agenda includes topics 
ranging from school and hospital fire 
safety to industrial protection and 
disaster planning. The meeting is open 
to non-members. 

A session will be devoted to such fire 
department questions as developments 
in equipment, manpower problems and 
public education techniques. Reports 
on trends in fire protection will be 
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given by Loren S. Bush, San Francis- 
co, president of NFPA, and T. Seddon 
Duke, Philadelphia, NFPA chairman. 
Percy Bugbee, NFPA general manager, 
will describe current moves to meet 
the problem of heavy annual losses of 
lives and property in fires. 

The conference will also deal with 
methods of fire and electrical safety 
in mobile homes, organizing industrial 
fire protection, flammable liquid han- 
dling and storage, rural fire protection, 
lumberyard fire problems, mutual aid 
plans, and transportation of flamma- 
ble gases. 














pot 2 


SU aha ps 
“RANGE COM? 











NW 







YOUR nie pendent 
Insurame AGENT 


Staves) vou Fiast 
>> 





Do you have a good prospect in mind but aren’t 
sure of the right approach? 

Would you like to know the fine points of a 
particular coverage to be sure of making the sale? 


Could you use some practical sales literature to 
dramatize your presentation? 


LOOK TO YOUR 4 TNA FIELDMAN FOR SALES HELP 


AEtna’s men are true professionals — among 

the finest in the field. You and the tna 
fieldman make a winning team that can serve the 
public best. Get ready for the kickoff of the big 
fall selling season now! 


Proven Symbols of 


Professional Service 


£TNA INSURANCE COMPANY e HARTFORD 15, CONNECTICUT 
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New Mexico Insurors 
To Convene Oct. 27-29 


The annual convention of New Mex- 
ico Insurors has been scheduled for 
Oct. 27-29 at Albuquerque. 

Appearing on the program Friday 
will be Superintendent Ralph Apodaca 
of New Mexico; Maurice Herndon, fed- 
eral liaison representative of NAIA, 
who will be the luncheon speaker; 
Hugo Wolfe, Mountain States Manage- 
ment Corp., “Saving Through Taxes;” 
Marshall Simms, Continental Assur- 
ance, “Is Life Insurance Part of a Gen- 


In every field, 
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eral Agency?” and a panel on insurance 
law moderated by William Huber, pro- 
fessor of business administration Uni- 
versity of New Mexico. Panelists will 
be James Toulouse, attorney; Mr. 
Simms; Paul Rubicam, Albuquerque 
agent, and Peter Gallagher, association 
counsel. 

Following the business session the 
final day, Harold G. Evans, president 
American Casualty, will address the 
luncheon gathering. Participating in a 
panel on agency perpetuation will be 
Wildy Berry, Albuquerque, moderator; 
Paul Sackett, Albuquerque, and Messrs. 


Simms and Gallagher. A panel on 
agency and company bureau relations 
will be moderated by Arthur Snyder, 
Tucumcari. Panelists will be R. L. 
Smalley, U.S.F.&G.; Philip Kingsley, 
Fireman’s Fund; Arch Blickenstaff, 
vice-president America Fore Loyalty 
group; and F. A. Holderman, assistant 
secretary Zurich. 

R. M. McFarland Jr., southeast re- 
gional director of Insurance Informa- 
tion Institute, addressed Macon Assn. 
of Insurance Agents on company public 
relations services. 
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Fidelity and Deposit Company has specialized 
for 70 years in fidelity and surety bonds. 
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Barry Urges Return 
To Use Of Averages 


(CONTINUED FROM PAGE 22) 
definite program of any sort to be 
looked for in company ranks. Conse- 
quently, it is up to agents. He ad- 
mitted frankly that their interests are | 
identical with his—he said he could 
not be in business unless he had agents 
to produce it for him. Therefore, he 
believes it is to his interest to have a 
group “of properly compensated, con- 
tented and aggressive people to rep- 
resent my companies.” The more an 
agency expands the better off he is 
going to be, along with every other 
company operating through agents, he 
said. 

Mr. Barry tackled, as he had done 
previously, the formula of Inter-Re- 
gional Insurance Conference for the 
latest homeowners—60% for _ losses 
and loss adjustment expense, 6% for | 
profits and contingencies, and 34% for 
all other expenses. That leaves 15% 
for the agents, he said, in the face of 
25.6% actually paid by stock compa- 
nies in 1959. Until this type of filing / 
was handed to the rating bureaus, 
rates were made and revised on the | H. 
basis of the average expenses of all Whit 
companies doing business in the vice- 
state. assis 

Rating organizations cannot produce presi 
any facts, figures or statistics to prove 
the 34%, Mr. Barry charged. They can “ve 
only produce the formula. “Rating or- 
ganizations have abdicated.” 

He pointed out that it is virtually 
impossible to reduce materially the 
percentage for general expense and 
other acquisition cost even with in- 
creased volume. Taxes remain the 
same. Consequently, if there is to be a 
rate reduction for insured, it must 
come out of the agent’s pocket. 

He recalled that the rating bureau 
started to bring order out of chaos in 
the business, which was in the midst 
of a rate war. He added that with all 
of the remarks about ‘monopolistic 
rating bureaus” by independents, di- 
rect writers, and others, “everyone is 
in complete agreement that to have 
proper rates there must be some basis 
to arrive at the burning cost.” This 
can be done, he said, only by accumu- 
lating the over-all experience of every 
company doing business in the state, 
no matter what its form of operation , 
may be. 
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James R. Chamberlain agency of 
Chattanooga has appointed Robert B. 
Gayle insurance department manager. 
He entered the business in 1948 and 
was with Mercer agency, Nashville, 
before joining A. L. Williams, Nash- 
ville general agency, in 1955 as special 
agent, his most recent position. 
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Malpractice 


Competitive Rates 
for 
Nursing Homes 
Sanitariums 
Hospitals 
Physicians & 
Surgeons 
Beauty Shops 


Wm. K. O'Connor & Co. 


53 West Jackson Blvd. 
Chicago 4, Ill. 
HArrison 7-1721 
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Kan. Agents’ Annual 
To Spotlight Sales 
At Wichita, Oct. 9-11 


The 40th annual convention of Kan- 
sas Assn. of Insurance Agents will 
consist almost entirely of sales sug- 
gestions and methods provided by the 
Merrett-Adams Training Institute. The 
meeting will be held at the Broad- 
view Hotel in Wichita, Oct. 9-11. 

Among the topics to be discussed by 
James T. Adams, executive vice-presi- 
dent and general manager, and Wil- 
liam T. Harris, both of the institute, 
will be “How Can We Better Compete 


Against Direct Auto Insurance 
Writers?”; “How Can We Justify the 
Commission We Earn?” and “Time 


Organization.” 

Curtis M. Elliott, insurance professor 
University of Nebraska, whose new 
book, “An Introduction to Property and 
Casualty Insurance,” has just been 
published, also will speak. 


Casler In High Post 
With Jones & Whitlock 


H. W. Casler has joined Jones & 
Whitlock in New York as assistant 
vice-president. He was most recently 
assistant U.S. manager and _ vice- 
president of North British with head- 
quarters at Kansas City where he 
served as manager. Before that he had 
been with American at Rockford, Il. 

In addition to administrative expe- 
rience, Mr. Casler has specialized in 
the production and underwriting of in- 
land marine business. He has served 
on the executive committee of Inland 
Marine Insurance Bureau and was its 
chairman for two years. 


Mass. Brokers Question New 
HO Rates And Coverage 


Insurance Brokers Assn. of Massa- 
chusetts has issued a discussion of the 
new homeowners rates in the state, 
which became effective last May 2. 
The brokers point out that though ad- 
vertised as a 27% reduction, the cov- 
erage contained an across-the-board 
deductible and other restrictions de- 
signed to reduce frequency and amount 
of losses and the cost of handling them. 
In addition, the new coverage offered 
buy-back privileges. As a result, ac- 
cording to the association, the reduc- 
tion is closer to 10% than to 27%. 


No Justification 


Noting that the companies have cut 
commissions, the brokers contend there 
is no justification for the new pro- 
gram’s rate reduction on form 5 since 
figures show that the C policyholder 
has been getting a free ride at the 
expense of policyholders with forms 
A and B. 

The brokers ask how Inter-Regional 
Insurance Conference justifies a 34% 
expense allowance when figures show 
that past homeowners expenses have 
been 45%. They also ask if this reduc- 
tion in the factor is “only a smoke 
screen for commission cuts” and did 
the companies have any plans for any 
substantial reduction in actual expense 
other than commission cuts? 

They contend homeowners has been 
profitable in Massachusetts and won- 
der why their rates should be identical 
with those in 40 other states. 


Markel Expands In Canada 
Markel Service of Canada has opened 
anew branch at Calgary. The firm has 
offices in Toronto and Montreal han- 
dling underwriting, safety engineering 
and claims for London & Edinburgh 
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of London in connection with trans- 
portation risks. 

Harold L. Flax, manager at Mon- 
treal, has been named manager of the 
Calgary office. Guy P. McDuff, special 
field representative in Quebec, has 
been named manager at Montreal. 


Changes Cancel-Proof In Nevada 

Allstate’s “cancel-proof” advertis- 
ing has been replaced in Nevada with 
new copy. Nevada Assn. of Insurance 
Agents protested the original adver- 
tising program, carrying their case to 
Commissioner Hammel. 





Fund Names Schmitt 
Manager At Nashville 
Replacing R.E. Bolling 


Louis A. Schmitt has been appointed 
branch manager at Nashville by Fire- 
man’s Fund. He succeeds Richard E. 
Bolling, long-time staff member, who 
retires Jan. 1. Branch manager at 


Nashville since 1957, Mr. Bolling will 
serve as a field man until his retire- 
ment. 

Mr. Schmitt joined National Surety 
in 1936 and was manager of that com- 
pany’s Memphis office when National 
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Surety became part of the Fund in 
1954. He was named group manager 
of the combined Memphis offices and 
held that position until his appoint- 
ment as Nashville manager. Mr. Boll- 
ing joined the Fund in 1923 and served 
for many years as a field man in 
Tennessee. 


Fidelity-Southern Shows Gains 

Fidelity-Southern Fire of Houston 
has had a 60% gain in written pre- 
miums for the first half of 1960 over 
last year. The combined loss and ex- 
pense ratio was 81.6%, compared with 
82.5% in 1959. 


General agents Charles Parker (left), Edward Feek (center) and Graham Smith (right) of Parker, Smith and Feek, Inc., Seattle, Washington. say 


“Our commercial volume has never been higher, thanks to General 


... General’s excellent service, indemnity and engineering facilities have enabled us to tremendously enlarge our 


portfolio of commercial business. Their modern products, effective sales aids and forward looking underwriting have 


provided our agency with a sound basis for expansion and growth.” 


Parker, Smith and Feek, Inc. is one of the many fine independent insurance agencies across the country that has found 
representing GENERAL/SAFECO/LIFECO Insurance Companies of America both gratifying and profitable. 


General’s complete commercial lines facilities augumented by continuous plan personal lines through SAFECO and 


easy-to-sell life insurance through LIFECO have proved a winning combination for hundreds of agents. Is this the 


combination you need? Write for the full details today! 








Welcome to the N.A.1.A. Convention! 


GENERAL. 
SAFECO | 
LIiFEeECO 


INSURANCE COMPANIES OF AMERICA 


Home Office: Seattle. Division Offices: New York, Atlanta, Cincinnati, St. Louis, : 


Dallas, Denver, Los Angeles, San Francisco and Vancouver, Canada . 


ee 


General Insurance Company of America 
General Insurance Building, Dept. 709 
Seattle 5, Washington 

I want the GENERAL/SAFECO/LIFECO 


profit story! 





AGENCY NAME 





STREET 





city ZONE STATE 





SIGNATURE 








32 


Canadian Private 
Health Plans Show 


Continued Growth 


Despite the growth of government 
hospital insurance plans, more than 
one million Canadians became new 
purchasers of medical insurance in 
1959, increasing the total covered 
14.5%, while surgical plans added 
700,000 of a 9.4% increase, according 
to the annual statistical report of Ca- 
nadian Health Insurance Assn. The 
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figures represent the results of all non- 
governmental voluntary health serv- 
ices, and include both heads of house- 
hold and dependents. 

The fastest growing category of cov- 
erage was major medical, which 
showed 1,179,000 covered in 1959 com- 
pared with only 234,000 four years ago. 

“This steady increase in coverage 
shows that Canadians generally are 
both willing and able to take the re- 
sponsibility of arranging their own 
health insurance coverage,” said F. A. 
Walton, Mutual of Omaha, president 
of the association. 

A comparison between 


the years 


fo} | Aue), | ae) 4a 1: 


IN 11,000 


YIELDS A VALUABLE 


NATURAL PEARL 


...and The Fund’s new 


LINE OF THE MONTH is a natural! 
So simple. So sellable. So profitable! 


LINE OF THE MONTH 1960 « The Fund Insurance 
Research, Development and Sales 
3333 California Street, San Francisco 20, California. 


Companies « 


NAME 


Write now for full information. 





ADDRESS 





CITY ZONE 


STATE 





3-60 








Insurance Companies 
FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 


1950 and 1959 showed that the number 
of people with surgical coverage has 
increased from 2.6 million to 8.1 mil- 
lion and medical insurance increased 
from 1.8 to 7.5 million. More than six 
million Canadians are covered by some 
sort of health coverage. 
Illinois Agents Elect Officers 

At the annual meeting of the Spring- 
field Assn. of Insurance Agents the 
following officers were elected for the 
coming year: Caspar H. Brown, pres- 
ident; Harper C. Allan, vice-president, 
and Richard C. Saner,  secretary- 
treasurer. 
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Ohio Agents At 
Columbus Oct. 16-18 
For 68rd Annual 


“Plan Today for the Future” is the 
theme of the 63rd annual convention 
of Ohio Assn. of Insurance Agents set 
for Columbus, Oct. 16-18. 

Cooper M. Cubbedge, Jacksonville, 
Fla., executive committee member 
NAIA, will offer the keynote address 
Monday morning, followed by George 
S. Hanson, NAIA’s general counsel, 
and Arthur I. Vorys of Vorys, Sater, 
Seymour & Pease, Columbus, former 
Ohio superintendent. 

Bradford Smith Jr., executive vice- 
president North America, is the lunch- 
eon speaker and two speakers are 
scheduled for the afternoon: Kenneth 
O. Force, executive editor THE NATION- 
AL UNDERWRITER, and Jack Schwartz, 
the telephone salesman. 

Following the young agents’ break- 
fast Tuesday morning, Arthur M. 
O’Connell, well-known Cincinnati 
agent, will speak. Edward P. Galla- 
gher, executive vice-president and 
general counsel American States, and 
Wynant J. Williams Jr., secretary 
compensation and liability department 
Travelers, round out the morning’s 
speakers. 

The banquet is tabled for Tuesday 
and a cocktail party and buffet din- 
ner are scheduled for Sunday. 


Leading Producers On 
Tenn. Agents’ Card 


Insurors of Tennessee will feature 
leading agents of NAIA and state as- 
sociations at its annual meeting Oct. 
30-Nov. 1 at the Andrew Jackson and 
Hermitage Hotels, Nashville. The ac- 
commodations have been split between 
the two hotels in view of the large 
anticipated attendance. 

Featured speakers include Porter 
Ellis, Dallas, president of NAIA; H. 
H. Nelson, Council Bluffs, Ia., and 
William E. Webb, Statesville, N. C., 
both state national directors; Joe E. 
Vincent, Bryan, Tex., chairman of the 
1961 Big I campaign; Arthur M. 
O’Connell, Cincinnati agent, and Rob- 
ert Cook, Martin’s Ferry, O., agent. 

Commissioner Long of Tennessee 
will review developments in his de- 
partment, and Maurice Herndon, 
Washington representative of NAIA, 
will report his views on the results of 
the O’Mahoney subcommittee. 


IMIB Changes Credit Rules 
On Valuable Papers Cover 


Inland Marine Insurance Bureau has 
filed in all jurisdictions an amend- 
ment for credits on valuable paper 
forms. The change provides that where 
two or more receptacles are used by 
insured at the same premises only the 
credit for the weakest receptacle shall 
be used, except that if a specific limit 
of insurance is applied to each type of 
receptacle, the premium for each shall 
be computed separately at applicable 
rates. The credits are to be applied 
consecutively and not added together. 

The filing is applicable Oct. 19 in 
all jurisdictions except Louisiana and 
North Carolina. 





INSURANCE PLACEMENT SPECIALISTS 





Allison Personnel Service 
1014 FORD BUILDING 
615 Griswold St. WOodward 5-2955 
DETROIT 26, MICHIGAN 
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Magnusson Explains 
Minn. Position On 
Standard Oil Plan 


The Minnesota department’s position 
on the insurance program offered by 
Standard Oil of Indiana has been ex- 
plained by Commissioner Cyrus Mag- 
nusson after inquiries from a number 
of insurance groups and individuals. 
The department has found nothing im- 
proper with the Standard Oil opera- 
tions, he declared. 

Speaking at the annual meeting of 
Minnesota Assn. of Independent In- 
surance Agents, Mr. Magnusson point- 
ed out that offering credit life and dis- 
ability coverage to purchasers of a 
product at no extra cost is permissible 
as group insurance because the buyers 
are bona fide debtors of the master 
policyholder. “As such, they are eligi- 
ble for group credit life insurance be- 
cause a legal liability for payment 
exists between the buyer and the 
seller.” Some people making queries 
have contended that credit life may be 
sold only in connection with a loan. 
“Actually,” he said, “group credit life 
insurance is authorized whenever 
there is a legal liability, whether it be 
as a result of a cash loan or as a result 
of a person receiving a service or pur- 
chasing a product.” 

He said there is no Minnesota sta- 
tute prohibiting the master policyhold- 
er from absorbing and paying for the 
entire cost of such coverage, and he 
said he was certain no other state has 
any such prohibition. Lending institu- 
tions and employers often furnish cov- 
erage at no specific cost to their debt- 
ors or employes. ‘Admittedly, cost 
for such coverage may be loaded into 
the interest charges or the selling price 
of the product or service, but the 
phrase ‘no extra cost’ is by statute le- 
gal and correct, because no specific 
insurance premium charge is made 
against the debtor. This operation, 
therefore, is a normal and accepted 
group credit life insurance program. 


Only Offering A Service 


Mr. Magnusson expressed also his 
opinion on the travel accident policy 
issued to Standard Oil credit card 
holders on a “pay later’ basis. It has 
been alleged that Standard Oil is en- 
gaging in the insurance business. Em- 
phasizing that the Minnesota depart- 
ment had carefully reviewed the en- 
tire operation before approving it, he 
said the basic issue is whether Stand- 
ard Oil is soliciting insurance or of- 
fering a service. “It is the absolute 
opinion of the Minnesota insurance de- 
partment that only a service of billing 
and collection is being offered. The ad- 
vertising clearly states that insurance 
is being sold by the insurance compa- 
ny. The advertising contains the name 
of a licensed agent. Renewability pro- 
visions are properly shown, and ex- 
clusions and limitations are reflected 
as by law. 

“The Standard Oil Co. receives an 
administrative fee for performing the 
billing, accounting, collection and 
mailing services. The fee was found to 
be reasonable and the insurance com- 
pany is paying for services that they 
would otherwise have to perform 
themselves,” he said. 

This type of operation is nothing 
new, Mr. Magnusson pointed out. 
Lending institutions for many years 
and mutual funds more recently have 
offered an insurance premium collec- 
tion service for debtors and investors. 
Unions, cooperatives and trust funds 
serve as billing and collection agencies 
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for group, franchise and individual 
programs. 

“In addition, I wish to state that this 
travel accident policy is available to 
persons who do not hold a Standard 
Oil credit card. Also, the premium for 
the insurance when included in a 
credit card statement is separate and 


labeled as such,” he said. 
Both Operations Proper 


The department, he declared, is con- 
vinced that both operations are proper. 
It can be argued that the group credit 
life plan is being used to sell fuel oil, 
just as it can be said insurance is used 
by employers to hire new employes 
and by lending institutions to gain 
new depositors and borrowers. 

Mr. Magnusson took the opportunity 
to comment on non-cancellable auto- 
mobile insurance, a policy which has 
not yet made its appearance in Minne- 
sota. The public has been educated to 
think of the accident and health defi- 
nition of the term “non-cancellable.” 
Consequently, they know that a non- 
cancellable automobile insurance, a 
policy which has not yet made its ap- 
pearance in Minnesota. The public has 
been educated to think of the accident 
and health definition of the term 
“non-cancellable.” Consequently, they 
know that a non-cancellable policy is 
one that may be continued “in force 
by the insured through payment of 
premiums up to the age limit speci- 
fied and under which the insurance 
company does not have the right to 
cancel, amend, refuse renewal or 
change rates.” 


Would Take Strong Action 


He said that the department would 
never approve any automobile policy 
billed as “non-cancellable” unless it is 
“actually a non-cancellable policy— 
a policy which guarantees a fixed an- 
nual premium for a certain period of 
time and provides assurance that, no 
matter what happens, the policy will 
not be cancelled by the company at 
any time.’ He said he would take 
strong action against any agent or 
company representing a policy as non- 
cancellable or guaranteed renewable if 
it does not comply with the depart- 
ment’s definition of these terms. 

Mr. Magnusson remarked that “these 
controversial policies probably would 
never have been introduced if certain 
companies had not been engaging in 
certain cancellation practices which 
had aroused large groups of insured 
to bring the problem to the attention 
of various insurance departments.” 


Lumber Mutual Fire Set 
For Electronic Billing 
Of Mass. Auto Policies 


Lumber Mutual Fire is reviewing its 
policy-writing procedures on Massa- 
chusetts auto liability business. At a 
luncheon meeting for agents placing 
Massachusetts auto business with the 
company, William White, casualty 
manager, reviewed procedures to be 
used with electronic machines. 

All present policies in force will be 
updated as to any changes necessary 
on or before Nov. 1, 1960, after which 
the 1961 policies will be prepared au- 
tomatically as soon as the 1961 rates 
are published. 

Under the process, an individual 
statement for each policyholder is pro- 
duced and the agent may use it as a 
bill, in which case the company as- 
sumes responsibility for collection. 

The meetings for agents were su- 
pervised by Keith W. Skillin, assist- 
ant secretary and agency supervisor, 
and William F. Knight, manager of 
the company’s 


Lumbermatic system. 


Hartford Fire Names 


Thomas And Munroe 


Hartford Fire has named John M. 
Thomas Jr. underwriting superin- 
tendent of the home office eastern 
department. He is succeeded as agen- 
cy superintendent of that unit by Wil- 
liam G. Munroe, formerly special agent 
at Harrisburg, Pa. 

Mr. Thomas joined Hartford Fire in 
1952 as special agent in Philadelphia 
and for several years was special agent 
in charge of the Maryland-Washing- 
ton, D.C., territory. He joined the east- 
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ern department staff in 1959. 

Mr. Munroe has been with Hartford 
Fire at Harrisburg since 1951. His 
previous experience included local 
agency work at Arlington, Va. 


See Fewer Sprinklers 


A change in sprinkler-installation 
requirements has been adopted by the 
Factory Mutuals. Research by the en- 
gineering division has determined that 
a reduction of up to one third in num- 
ber would be feasible for some types 
of construction. In many instances 
substantial dollar savings would result. 





without leaving a scent 


When a fire broke out in Atlanta’s 
new Fulton Federal Building, mod- 
ern construction techniques con- 
fined the flames to a single floor. 
But the smoke odors couldn’t be 
contained. They seeped through 
the walls and crowded into elevator 
shafts and air conditioning ducts 
throughout the building. 

As soon as the true nature of the 
damage was determined, an Airkem 
representative was called in. After 
surveying the loss, an estimate and 
work program were submitted. 
Both were approved by the ad- 
juster and building manager—and 
within the hour a full scale Airkem 


FOR A HEALTHIER 
ENVIRONMENT 
THROUGH 

MODERN CHEMISTRY 





AIRKEM, INC., 241 East 44th St., New York 17, N.Y. 


crew were at work eradicating the 
odors. 

Such fast, dependable rescue 
work by Airkem S.O.S. personnel 
is typical. Every day this prompt 
service is being used by the insur- 
ance industry to reduce the size of 
losses in business and residential 
fires, to hasten settlement, and to 
ease many of the difficulties en- 
countered in loss adjustment. 

Backed by the world’s largest 
odor research laboratory and staffed 
by skilled experts, Airkem Smoke 
Odor Service is available through- 
out the United States, Canada and 
most of the world. Write today for 
information on how you can help 
your policy-holders (and yourself) 
by recommending Airkem S.O.S. in 
all emergencies. 
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Government View Of Insurance Given 


(CONTINUED FROM PAGE 6) 

Paul vs Virginia continued to insu- 
late insurance from the Sherman act. 
However, after Public Law 15, any 
continuation of pre-SEUA activities oc- 
curred under the aegis of state regula- 
tion, and the states must assume much 
of this burden. 

Against this background, the Senate 
anti-trust and monopoly subcommittee 
began its public hearings on May 12, 
1959, on the subject of rates, rating 
bureaus, and state rate regulation. 
Witnesses representing all major points 
of. view were heard. The hearings con- 
cluded Aug. 26, 1959, with testimony 
from National Assn. of Insurance 
Commissioners on behalf of state reg- 
ulation, and from several insurance 
commissioners in defense of their own 
state laws and administration. The 
subcommittee constantly asserted dur- 
ing the insurance investigation its pri- 
mary interest in the nature and ex- 
tent of competition in the making of 
rates in the fire and casualty fields. 
Most of the complaints about the ad- 
ministration of the rating laws and 
the efforts to restrict competition in- 
volved fire and allied lines. Insurers 
who complained their freedom to offer 
competitive rates in this line was 
hampered, noted that in casualty there 
was much less opposition and, in fact, 
considerably more competition existed. 
They pointed to the relatively greater 
volume of business done by independ- 
ent companies in automobile liability 
insurance than in fire and allied lines. 
The casualty field, particularly auto- 
mobiles, had a more recent history and 
had not become shackled by the more 
rigid status quo philosophy which 
characterized the tradition-encrusted 
fire insurance field. 


Variety Of Complaints 


The subcommittee was informed of 
a great variety of complaints which, 
in the main, dealt with restrictions 
upon the right to compete. Objection 
to rating bureaus focused upon the 
control exercised by a relatively small 
group of company officials whose ex- 
ecutives constitute the governing 
boards of many rating bureaus. 
Through an elaborate network of bu- 
reau organizations, great power over 
state regulation of rates and forms is 
exerted by the companies themselves. 

At the same time, it was pointed out 
that many private citizens hold the 
opinion that the rating bureaus are 
quasi-public in nature when this is not 
the fact. By means of interlocking con- 
trols among this small coterie of com- 
pany officials, rating bureaus, and ad- 


visory organizations, the philosophy of 
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a one price system had been imple- 
mented at the local level. 

Considerable testimony was _ pre- 
sented concerning the large number 
of departmental hearings and litigated 
cases challenging those insurers seek- 
ing to sell at lower rates by means of 
filings independent of the bureaus, fil- 
ings by companies claiming the right 
to be partial subscribers for certain 
classes and independent of the bureaus 
for others, and filings by deviating 
companies. Initiated in many cases by 
local rating bureaus, these hearings 
have been the vehicle for concerted 
opposition to independent companies 
by combinations of competitors. Charge 
was also made that there was a de- 
liberate campaign of harassment to 
prevent the institution of competitive 
rates and policy forms. This litigation 
has been both time-consuming and 
costly for the companies seeking ap- 
proval for the lower rates and im- 
proved forms of coverage which they 
sought. It was noted that only the 
financially strong companies and those 
dedicated to resisting this opposition 
have been able to carry through the 
fight in the face of the concerted op- 
position. One opponent of independent 
action was quoted as expressing a gen- 
eral philosophy among bureau com- 
panies of litigating in every state in 
the Union to block independent filing 
of package policies. Another leading 
independent noted that the cost of 
these actions to the individual mem- 
bers of the bureaus opposing the in- 
dependent action is relatively small. 


Uniform States Listed 


Special criticism was voiced about 
the requirements in certain states that 
all insurers adhere to the same rates, 
either through statutory requirements 
or administrative procedures. This 
forced uniformity is required by law 
in Texas and Massachusetts for cer- 
tain classes of insurance. Rigid state- 
made classification systems are in- 
capable, it was claimed, of achieving 
the refinement, flexibility and adapt- 
ability necessary to satisfy the chang- 
ing needs and habits of the insuring 
public. In answering the argument 
that such laws promote sound opera- 
tions, it was charged that these laws, 
in fact, aggravate insolvency by en- 
couraging the formation of marginal 
enterprises which would not be at- 
tempted in a competitive environment. 

Because of such laws, buyers are 
frequently forced into the alien non- 
admitted market to obtain the type of 
protection they want at a negotiated 
price. In the single rate states, com- 
panies are forced to compete by writ- 


ing only participating business where- 
by dividends are refunded. This is ex- 
pensive and cumbersome, preventing 
many independents from offering their 
policyholders the lower initial rates 
and broader coverage available to poli- 
cyholders in other states. 

Severe criticism was leveled at those 
states which rejected the all-industry 
approach and adopted laws making 
membership in rating bureaus manda- 
tory. Virginia, North Carolina, Louisi- 
ana, Mississippi, and the District of 
Columbia were listed as having such 
laws. As a result of these laws, com- 
panies have been prevented from fil- 
ings rates or territorial classification 
systems differing from the bureau sys- 
tem, and have found it difficult to 
compete in terms of coverage. Com- 
petition can be achieved in these states 
only through the deviation and minori- 
ty appeals provisions. A former New 
York superintendent testified that 
competition by means of deviation is 
cumbersome and ineffective and that 
even a flexible deviation provision is 
an undesirable approach to a competi- 
tive price system. 

Justification Given 


Several witnesses noted that advo- 
cates of uniformity have singled out 
the District of Columbia mandatory 
fire rate bureau law as congressional 
justification for these restrictive laws. 

The minority appeals provision was 
alleged to be virtually meaningless. 
Such provision imposed an almost in- 
surmountable burden of proof upon 
the minority appealing to the commis- 
sioner from a bureau decision. Further- 
more, there is no competitive incen- 
tive to use this route since, if success- 
ful, the lower rate would be available 
to all and the competitive advantage 
of the lower filing would be lost. 

A major criticism of the all-industry 
law and its administration involved 
the right of rating bureaus and com- 
peting insurers to be aggrieved par- 
ties in contesting independent filings 
and deviations. Bureaus claiming to 
be aggrieved parties are not acting on 
behalf of the public but rather in de- 
fense of their own price structure. A 
leading independent spokesman force- 
fully asserted that such status for 
price-fixing combinations which op- 
pose, delay or obstruct the company 
seeking to file independently is an 
anomaly and in open contradiction of 
the spirit of our anti-trust laws. 

It was pointed out that in many 
states a deviated filing is effective on- 
ly for one year, with the burden upon 
the filer to renew and affirmatively 
justify his filing each year. This gives 
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the rating bureau a forceful weapon 
to harass and discourage competition, 
It was pointed out that in North Caro- | 
lina applications for deviations sree | 
be re-filed at least 10 months before 

they are to expire. This becomes oner- 
ous. It is possible through hearings 
and judicial appeals to tie up filings 
beyond the renewal date, leaving the 
insurer the choice of no rate at all or a 
return to the old rate pending the 
resolution of the controversy. One of 
the original members of the all-in- 
dustry drafting committee suggested 
that the purpose of the one-year pro- 
vision on deviations was not to require 
hearings each year but “to prohibit 
so-called flash filings and changes in 
deviations as often as might be ex- 
pedient to quote varying rates to pro- 
spective purchasers.” The possibility of 
abuse of the deviation provisions was 
further accentuated by the require- 
ment in most state laws of advance 
notice for each deviation filing to be 
given to the bureau unless the bureau | 


expressly waives it. ) 


Sound Underwriting Deterred ) 


Independent insurers also objected | 
to excessive uniformity in some states 
for plans, forms and coverage. The re- 
fusal of Virginia, for example, to per- | 
mit rating plans based upon realistic 
territorial classifications reflecting cur- 
rent available data was a deterrent 
to sound and progressive underwrit- 
ing. Some insurers found that inno- 
vation in coverage was difficult to in- 
troduce in all-industry states, as well 
as states with statutory rating bu- 
reaus. 

Criticism of all-industry laws was | 
made on the grounds that they re- | 
sulted in excessive bureaucratic med- 
dling in rate making. Too much de- 
tail was demanded by some insurance , 
departments. Delays in approving rate | 
filings have proved costly. Political | 
considerations have frequently pre- | 
vented meritorious rate increases. Such | 
action creates pressure on companies 
to withdraw from the market and 
sometimes jeopardizes a company 
whose business is concentrated in the 
area in question. 

A prevailing belief, it is claimed, 
exists in many quarters in the fire in- 
surance field that all rates, coverages 
and classifications should be uniform. 
“Reasonable competition” to _ this 
group means only competition as to¢ 
services or by dividend refund. These 
persons have advocated, and assidu- 
ously promoted, the notion that all 
bureau filings are of paramount im- | 
portance and independent filings or 
deviations must be justified in rela- 
tion to the bureau filings. Some in- 
surance department personnel have 
adopted the idea that bureau methods 
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are superior, reasoning that if all com- 
panies conform to the uniform pattern 
their business as regulators will be 
simplified. The independent companies 
viewed this thinking as a disservice to 
the public and an abdication of the 
regulatory responsibility entrusted to 
the states by Congress. 

The general manager of Inland Ma- 
rine Insurance Bureau in 1957 asserted 
that cooperatively made rates were 
the only ones that can meet the test 
of public interest. He cautioned regula- 
tory officials: “There can be no rea- 
sonable doubt that the duty of super- 
vision is to reconcile every independ- 
ent filing and every deviation with 
the paramount vital filings of the rat- 
ing organization.” 

This primacy of bureau rates, and 
the one price system it nurtures, has 
had an astonishing hold on various in- 
surance departments in the field of 
fire and allied lines. Arkansas in 1956 
notified five small companies that their 
fire deviations would not be renewed. 
Kentucky issued a blanket cancellation 
of all fire deviations in 1957. 


Single Mold Used 


It seems incredible that in an econ- 
omy where the dynamics of the mar- 
ket place determine public acceptance 
for the products of most industries, 
government officials should be com- 
pressing all business activity in a sin- 
gle mold which fits the preconceived 
ideas of the bureaucrat. 

Competitive activity, of course, is 
not confined to rates. Competition in 
forms, coverage and service is vitally 
important. But it is virtually impos- 
sible to measure the extent and the 
effectiveness of such competition. In 
the questionnaires sent by the sub- 
committee to the state insurance de- 
partments, a serious effort was made 
to determine the dollar volume of 
business for different lines and classes 
of business written at full bureau rates 
and the volume at less than the bureau 
rates. This inquiry was crucial to the 
study. Considerable resistance was ex- 
pressed by the NAIC committee to 
supplying this data. It was alleged to 
be unavailable in many states. Other 
officials contended it could be obtained 
only by going to bureaus and statistical 
agents. All NAIC committee members 
objected to the difficulty in assembling 
the data. The NAIC committee finally 
agreed to supply such data in terms of 
an approximate percentage of the total 
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business. However, at the time of 
the hearings it appeared that the com- 
missioners were not going to produce 
this data. Finally, after considerable 
prodding by Sen. Kefauver, a commit- 
ment was obtained to produce the data 
for fire and allied lines. Counsel for 
the NAIC then sought unsuccessfully 
to assemble the requested data from 
the states. After considerable delay, a 
statement was filed with the subcom- 
mittee reporting the experience of only 
24 states. 


NAIC Report Concludes 


The NAIC report concluded: “Thus, 
more than one-third of the total of fire 
insurance is written off the full bu- 
reau rates, and the volume is constant- 
ly rising.” But of this total claimed to 
be “written off the full bureau rates,” 
more than a third is actually written 
at full bureau rates subject to subse- 
quent payment of dividends if earned. 
Such rates certainly cannot be equated 
with initial lower rates by means of 
deviations or independent filings. Of 
the total “written off the full bureau 
rates,’ nearly one-third or 10.4% is 
written in specialty areas (such as sel- 
ect factory risks, farms, grain eleva- 
tors and flour mills) and does not 
represent the availability of competi- 
tion in the general fire insurance mar- 
ket in the U. S. 

But even the remaining 13.2% figure 
of generally available lower initial rates 
is suspect. If this figure includes Cali- 
fornia where $70 million of fire pre- 
miums are written at less than bureau 
rates, the more than one-third figure 
computed by the NAIC is _ heavily 
weighted by the business in the one 
state where the rating laws give the 
greatest latitude for competition. 

The statistics submitted in the NAIC 
report, even if taken at face value, 
certainly do not establish a picture of 
healthy competition. If we accept the 
13.2% figure of fire business generally 
available initially at less than bureau 
rates, it still compares unfavorably 
with comparable figures for casualty 
insurance. According to the NAIC re- 
port, two independent companies sell- 
ing at from 15% to 30% or more be- 
low bureau rates accounted for 14% 
of the total countrywide automobile 
premium in 1958. Thus, these two com- 
panies alone wrote a greater percent- 
age of the business at initially lower 
rates available to the general public 
than all the fire companies combined. 

The empirical data assembled both 
by the subcommittee and by NAIC 
clearly demonstrate that the type of 
rate regulatory law in a state governs 
the degree of price competition in that 
state. 


No Accident 


Failure of the fire industry to keep 
pace with the competitive development 
in the casualty field was no accident. 
A relatively small group of the princi- 
pal fire insurance companies which 
have traditionally dominated the vari- 
ous national, regional and local trade, 
advisory and rating organizations com- 
bined their efforts to resist the com- 
petitive encroachments of the inde- 
pendents. 

It would be difficult for any fair- 
minded person making a careful re- 
view of the subcommittee files not to 
conclude that a careful, deliberate and 
well-contrived effort was made on a 
national basis to forestall competition. 
These efforts came to a head in the 
move to combat the problem of par- 
tial subscribership arising out of the 
December 1953 independent filing by 
North America of dwelling fire rates. 

A voluminous record was recited of 
the long history of opposition by these 
organization companies to major com- 


petitive moves in the fire insurance 
business. 

The spark which ignited the con- 
certed campaign to block partial sub- 
scribership was the letter of Jan. 14, 
1954, from Eastern Underwriters Assn. 
to the National Board, suggesting “that 
a study, on a national plane, be made of 
the rating law provisions with respect 
to the rights of subscribers versus 
members of a rating organization.” On 
the local and regional levels, the organ- 
ization companies caused NYFIRO, 
PFRB and other organizations to take 
specific steps to block partial sub- 
scribership in their respective areas. 
On a national plane these companies, 
through top executives, utilized trade 
associations to formulate policy and 
oppose competition. The focal point of 
these operations was a special com- 
mittee of chief executives of the Na- 
tional Board, known as the North com- 
mittee, established in February, 1954. 
For several years thereafter it con- 
ducted regular meetings in an effort 
to work out a plan to block or restrict 
rate competition. 

The ability of a small group of fire 
companies to maintain a tight grip 
over the competitive structure of the 
industry was possible because of the 
extensive interlock among officials of 
these companies, and the principal 
trade associations, rating bureaus and 
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advisory organizations, both locally and 
regionally. Based on information fur- 
nished at the request of the subcom- 
mittee, charts were prepared which 
definitely showed, for the most recent 
five-year period, that control of the 
governing committees of the leading 
rating bureaus, advisory and service 
organizations was lodged in about 20 
company groups. Testimony of a lead- 
ing company official confirmed this 
control by these companies. Other do- 
cuments obtained by the subcommit- 
tee clearly established that the atti- 
tudes of top company officials were 
reflected in the decisions made at local 
rating bureau level by minor officials 
of these companies. 

While the nationally planned course 
of action was charted within the Na- 
tional Board, a special committee of 
organization companies to combat in- 
dependent filings locally was also set 
up in NYFIRO, while a similar com- 
mittee operated in PFRB. The docu- 
ments obtained by the subcommittee 
are especially significant in revealing 
the intention of the organization com- 
panies to pursue an anti-competitive 
program. The principal means utilized 
were the legal procedures and the ap- 
peal provisions of the respective state 
regulatory laws. While witnesses from 
these companies innocently professed 
only a purpose to ascertain their rights 
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under state law, the contemporaneous 
documents show unequivocally a spe- 
cific intent to block competition. 

It was assumed, for instance, that 
the business wished to “oppose the 
recognition of the claimed rights” of 
partial subscribership and that this 
opposition meant “taking practical 
steps through legal channels where 
necessary.” It is especially interesting 
that the special counsel to be chosen 
to advise on this program of opposi- 
tion would be under close supervision 
of top company executives and would 
not be “free to make decisions which 
counsel would make in an ordinary 
lawsuit.” Careful distinction was made 
between questions of policy and steps 
to opposition, the express purpose of 
the latter being to “give executives 
time to study these questions.” The 
policy questions, which included pro- 
posed changes in the regulatory laws 
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were clearly considered to be “separate 
from the above pattern of ‘opposition’. ” 
Some members were reluctant to in- 
volve the National Board in this issue, 
as they considered it “distinctly a fight 
on rating.’ The board concluded, how- 
ever, that this issue was within its 
jurisdiction as an advisory organiza- 
tion. The over-all intention expressed 
in these documents to block competi- 
tive action by harassing litigation and 
to stall for time is unmistakable. 


Difficult To Reconcile 


It is difficult to reconcile the claims 
of company officials that they desired 
only enlightenment as to the meaning 
of the rating laws in view of the 
strong recommendations of the sub- 
committee of 16 lawyers of the Na- 
tional Board which, as early as Feb- 
ruary, 1954, concluded: The New York 
rating law recognized the right to par- 
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tial subscribership; this right exists 
whether or not the insurer had pre- 
viously been a member of the rating 
bureau; and that as a condition of 
partial subscribership the insurer may 
be subject to fair assessment for any 
use of the rating material. 

The special committee of chief exec- 
utive of the National Board met with 
officials of PFRB to draft proposed 
changes in the bureau rules designed 
to restrict partial subscribership. The 
nationwide consequences of such ac- 
tion were considered. The question was 
discussed whether the restrictive rule 
change should be adopted in a liberal 
regulatory state such as California, 
or in an all-industry state such as Ari- 
zona, Nevada or Utah. It was noted 
that the vast percentage of the PFRB 
business was done in California. Nev- 
ertheless the proposed restrictive bu- 
reau rule would be virtually meaning- 
less in this state because of the non- 
filing provision. 

The discussions among the various 
parties concerning this bureau rule 
change indicate a clear awareness of 
the “economic coercion” involved in 
this conduct and the very real possi- 
bility of antitrust law violations. 

It is interesting that in discussing 
the possible law violation involved in 
this conduct, great reliance was placed 
upon the difficulty of proof and the 
lack of provable damages. 

Despite the grave doubts expressed 
by lawyers advising the North com- 
mittee, it voted unanimously that it 
“has no objection to the proposal to 
amend the bureau rules of the PFRB.” 
On July 21, 1955, the governing com- 
mittee of PFRB adopted the proposed 
rules limiting the rights of partial sub- 
scribership. After long and costly liti- 
gation, North America succeeded in 
striking down these restrictive rules. 

The North committee also devoted 
considerable time to proposed law 
changes which would restrict competi- 
tion arising from partial subscriber- 
ship and deviations. Under direction 
from the North committee, a subcom- 
mittee of lawyers submitted a draft of 
a revised rate law. This draft of fire 
rate regulatory law was based mainly 
on the North Carolina law which re- 
quires mandatory membership in the 
bureau. In addition, the deviation sec- 
tion of the proposed bill was further 
tightened to restrict competition. While 
the National Board never took formal 
action to seek enactment of the pro- 
posed restrictive law, it was apparent 
that among many top company officials 
the all-industry laws were considered 
too liberal as they did not provide suf- 
ficient control over competition. 

While the North committee did not 
accomplish what it set out to do, con- 
tinued opposition was asserted to the 
rights of partial subscribership in the 
multiple line field. To date the courts 
have upheld the right to make an in- 
dependent filing of a multiple peril 





Pa. Lumbermens Has 
New Phoenix Office 
With Love As Head 


Pennsylvania Lumbermens Mutual 
has been licensed in Arizona and has 
opened an office at Phoenix. Frank 
Love has been appointed manager of 
the new office in the Luhrs Building. 

Mr. Love has been with the com- 
pany for almost 30 years, starting as 
a clerk and advancing as field repre- 
sentative in eastern New York and 
special agent in North and South 
Carolina. Most recently he was assist- 
ant manager of the southeastern di- 
vision at Charlotte, N. C. He is a past 
president of Southern 1752 Club. 
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package policy by one insurer retain- 
ing its partial subscribership in a rat- 
ing organization for ordinary fire in- 
surance on the same property. There 
is reason to believe that the decision 
on May 19, 1960, by the supreme court 
of Washington may finally spell the 
end of this campaign to discourage rate | 
competition by vexatious litigation | 
under the rating laws. In a decision | 
which may have far-reaching effect in 
construing similar language of the all- © 
industry law, the court ruled that an 
insurer by becoming a subscriber to a 
rating organization is not thereby 
deemed to have authorized the rating 
organization to make filings on its be- 
half. 

The subcommittee probed the mys- 
terious and elusive role played by ad- 
visory organizations in the rate making 
process under state laws. The activities | 
of the North committee of the National 
Board graphically illustrated the at- | 
tempt by a national advisory organiza- 
tion to preserve the pricing structure 
of the companies who dominate the 
fire rating bureaus. It would appear 
that such national and regional ad- 
visory organizations may be the real 
repositories of policy-making decisions 
in the fire rating field. It is equally 
clear that state laws and their admin- 
istrations have not acknowledged the 
real significance of advisory organiza- 
tions. State supervision of such organ- 
izations has not been adequate. 


No Steps Taken By NAIC 


In the entire course of the Senate 
investigation, probably the greatest 
indictment of state regulation is to be 
found in the failure of the states to 
appreciate the nature of the nation- 
wide campaign to suppress rate com- 
petition through rating bureaus and 
advisory organizations. Whether or not | 
the NAIC had any awareness of the 
story revealed in the documents now 
a part of the subcommittee’s record, it | 
is evident that no steps were taken for | 
remedial action. It is significant that 
the parties themselves, conscious of 
the anti-competitive character of their 
action, were fearful only of federal 
anti-trust prosecution. If state regula- 
tion is to discharge the mandate of 
the McCarran act, a fresh approach is 
needed in curbing the activities of 
these national advisory and trade or- 
ganizations. Whether state anti-trust 
statutes are a reliable vehicle for 
reaching such conduct is uncertain. If 
remedies cannot be found at the state 
level, an_ enlightened _ self-interest 
might require the states to invite the 
assistance of the federal anti-trust 
agencies in devising a mutually accept- 
able solution. 

Advisory organizations and trade as- 
sociations have been utilized as forums 


Central Mutual Holds 
Annual Sales Meeting: 
Merrett-Adams Used 


Central Mutual’s annual sales meet- 
ing in Van Wert, Ohio, familiarized 
branch managers and special repre- 
sentatives with the company’s plans 
for the coming year. Guest speaker 
for the conference was G. Herbert 
True, vice-president of Visual Re- 
search Inc., of Chicago. Mr. True is a 
research psychologist and educator, 
and a special consultant on manage- 
ment development, creative behavior 
and communications for many corpo- 
rations. 

The Merrett-Adams Training Insti- 
tute conducted a one-day program de- 
voted to selling principles and proce- 
dures. The meeting was addressed by 
various officers of the company. 
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for molding attitudes on rate questions 
and on the general subject of com- 
petition. While spokesmen for such 
organizations insisted they did not 
make rates, and that this was the pro- 
vince of rating bureaus, it is often 
difficult to distinguish between the 
making of rates and the formulation 
of rate policy. The ability of national 
advisory organizations to implement 
rate policies at the bureau level was 
dutifully noted by the chairman of 
Inter-Regional Insurance Conference. 
He suggested that the decisions of 
IRIC could be made effective at the 
rate making level. This would be done 
by having the chief executives in- 
struct their junior executives in the 
local rating bureaus and advisory or- 
ganizations of the decisions of IRIC. 

The record of Inter-Regional with 
reference to rate level adjustment 
should be ample proof to insurance 
departments of the importance and in- 
fluence in the rate-making processes 
of such organizations. The testimony 
of state supervisory officials confirmed 
the inadequacy of examinations of 
these advisory and trade organizations. 
The trade associations in particular 
occupy a unique position since the 
rating laws require no supervisory re- 
sponsibility over them unless they 
qualify as advisory bodies or rate bu- 
reaus. 


Door Is Open 


Unfortunately, where insurance com- 
petitors are permitted to congregate 
in associations without effective su- 
pervision, the door is open for anti- 
competitive programs which may de- 
generate into conspiracies to restrain 
trade. The records of IRIC reflect the 
negative attitude of organization mem- 
bers towards the use of deductibles. In 
some cases this amounted to concerted 
opposition to the request of certain 
large industrial buyers for deductible 
coverage. In 1955 representatives of 
American Iron & Steel Institute sought 
unsuccessfully to induce IRIC to adopt 
a policy on the use of deductibles 
which would be competitive with the 
London market then obtaining the bulk 
of the business. 

Such industry attitudes promoted on 
a countrywide basis through a national 
advisory organization must necessarily 
have their deterrent effect upon the 
willingness of individual companies to 
experiment with the deductible policy. 

Documents obtained from American 
Insurance Assn. indicate the poten- 
tial for mischief provided by these na- 
tional industry-wide forums, operating 
free of state supervision. A committee 
of the AIA attempted to work out a 
program for combating competition 
provided by unauthorized direct writ- 
ers, primarily Lloyd’s, doing business in 
the U. S. The subject was previously 
studied by the National Board and 
then referred to AIA. The problem was 
formulated in this form: “Many of our 
member companies are becoming in- 
creasingly concerned over the inroads 
being made into their business... . 
by Lloyd’s and other unlicensed in- 
surers not subject to full regulation.” 
Again much of the concern was di- 
rected at Lloyd’s writing on a direct 
basis large or catastrophe deductible 
insurance. Much of this business was 
apparently being taken by the London 
market at lower rates. According to 
an AIA memo: “The committee held 
four or five meetings in an endeavor 
to determine what should be done to 
correct what appeared to be a growing 
unwholesome competitive situation 


which was draining off direct business, 
much of which would normally be 
written by licensed companies.” 

The bill introduced by Sen. O’Ma- 
honey as a model rate law for the 
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District of Columbia has as its thrust 
‘the removal of the superintendent 
from the mechanics of rate making. 
Such enlightened regulation would di- 
vert manpower into the kind of com- 
pany examinations which would re- 
veal evidences of financial insolven- 
cy. Under a statute which gives great- 
er recognition to competition in the 
making of rates, the insurance super- 
intendent must be careful to antici- 
pate insolvencies resulting from exces- 
sive competition. It may be necessary 
to watch more carefully the capital 
and surplus requirements of companies 
in relation to the extent of exposure. 
More careful examinations must be 
made of the nature and extent of re- 
insurance contracts in order to see that 
policyholders are protected. Reinsur- 
ance has become a vitally important 
instrument for distributing the risk. 
However, the Inland Empire debacle 
proves that unless insurance commis- 
sioners maintain a careful watch over 
reinsurance arrangements, and the fi- 
nancial responsibility of the reinsur- 
ing company, both policyholders and 
creditors are in jeopardy. 

Finally, it may be necessary for 
NAIC to explore the possibilities of 
creating property guaranty corpora- 
tions in the states similar to the Life 
Insurance Guaranty Corp. in New 
York. History and experience may ul- 
timately suggest the wisdom of regula- 
tory safeguards in insurance similar 
to those employed by the Federal De- 
posit Insurance Corp. in the banking 
field, to guard against the losses to 
policyholders resulting from company 
insolvencies. 

By recognizing the primary role of 
competition, cooperative rate making 
can be placed in proper perspective. 
The preservation of our private enter- 
prise system requires the dispersal of 
private economic power. State insur- 
ance supervision must never assume 
that a private elite is capable of su- 
perintending the public interest. 


Sees Aged Population As 
Challenge, Not Problem 


Extention of average life expectancy 
should be regarded as an opportunity, 
John G. Miller, assistant director of 
the American Medical Assn. medical 
service department, told members of 
Illinois A&S Underwriters Forum at 
the September meeting at Chicago. 

Mr. Miller, who is also a technical 
consultant for the forthcoming White 
House Conference on Aging, explained 
how the medical profession looks at 
aging in relation to attendant prob- 
lems, including health care. Because of 
advances in medicine, the life expec- 
tancy will be raised from the present 
near-70 years to 100 someday, and 
this means the over-65 group will com- 
prise a larger portion of the popula- 
tion. This represents a challenge, not 
a problem, he said. 


Advocates Realistic Attitude 


AMA precepts with regard to aging, 
he said, advocate stimulating a rea- 
listic attitude by all people toward 
aging, promoting health maintenance 
programs, extending methods of fi- 
nancing health care, and promoting 
leadership in community programs for 
the aged. 

The AMA also recognizes the need 
for economic and social research in- 
volving geriatric problems. As an ex- 
ample of this need, Mr. Miller cited 
the argument of Forand bill propo- 
nents that 60% of the oldsters have 
an annual income of less than $1,000, 
and, therefore, are in need of federal 
health assistance. Research would 


show that this figure is for individual, 
not family income. Furthermore, in- 
come is not the only factor—the fact 
that most senior citizens own their 
own homes should also be considered. 

Mr. Miller decried compulsory re- 
tirement systems in industry as an im- 
posed waste of experience and talent, 
and he espoused a flexible program 
whereby employes who desire to stay 
on would be retained as long as they 
fulfill requirements. 


Indiana Ins. has been admitted to 
Illinois. 
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Aviation Employees 
Elects Johnson V-P 
Aviation Employees Ins. Co. has 


elected Arnold H. Johnson vice-presi- 
dent. He was with U. S. Aviation Un- 
derwriters supervising activities in 
Pennsylvania, Maryland, Delaware, 
Virginia and West Virginia before join- 
ing American Mercury when it was 
formed in 1949. He was elected ex- 
ecutive vice-president of American 
Mercury in 1952 and subsequently re- 
signed to join Aviation Employees. 
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Slaight Describes Bookkeeping System 


(CONTINUED FROM PAGE 10) 
tute only minor coding operations on 
the copy of the customer’s invoice, Mr. 
Slaight said. 

Having decided how the basic pre- 
mium, receivables and payables infor- 
mation was to be made available, R.&S. 
set out to accomplish through systems 
design the following objectives: 

1. To design systems to mechanize 
effectively a hard core of bookkeeping 
routines performed in fire and casu- 
alty agencies, regardless of size. 


Free For Other Duties 


2. By completing step one, to elim- 
inate the characteristic and complete 
dependence of the agent on his “Girl 
Friday,” and in turn to free her for 
other profitable pursuits in agency 
routines. 

3. To design systems for adaptations 
to a service quickly available to an 
agent in the event of emergency or 
breakdown in the operations of his 
bookkeeping department. 

4. To provide accurate reports and 
information, speedily and economically, 
while simultaneously keeping simple 
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too! 


With inflation so consistently adding 
to the insurable values of your client’s 
properties, the insurance you sold even 
one year ago may not be enough to 
give proper protection today. 

Should a fire occur, your client 
might lose a substantial amount of 
money. You might lose future business. 

How to get a client to buy the 
greater protection he needs? 

One effective way is to recommend 
Continuous American Appraisal Serv- 
ice®. Your client will receive periodi- 
cally up-to-date valuations of his 
insured plant assets, reflecting phys- 
ical changes as well as fluctuations in 
value. Any shortage in insurance will 
become readily apparent. Both you 
and your client will be working from 
facts that will stand investigation, 
assembled by the 63-year leader in 
the field. 

American Appraisal reports for your 
clients are good protection for you. 
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and to an absolute minimum the sup- 
porting clerical operations required. 

5. To make available to the agency 
a maximum amount of information in 
a minimum number of reports. 

The first move toward these aims 
was a series of preliminary steps to 
ready the agents for future operations 
in which they would use as a comple- 
ment to their operations a mechanized 
system employing punched cards to 
record, compute, arrange and print all 
required reports. 

The first step—a relatively simple 
one and of course confidential—was to 
obtain from the agents the names and 
addresses of all their customers. These 
were keypunched in the form of in- 
sured master cards for use in preparing 
future reports, including monthly state- 
ments to customers. All master cards 
were then put into alphabetical order 
and were assigned permanent numeric 
codes. Master index books, containing 
the names, addresses and code numbers 
of each customer in alphabetical se- 
quence, plus code designation for fu- 
ture assignments to new customers, 
were then run off and supplied to the 
new agencies, Mr. Slaight noted. 

The second step was to formulate and 
discuss with agency personnel those 
few codes which were to be indicated 
on all future copies of invoices enter- 
ing the system. Codes are required to 
designate insured or the broker, com- 
pany, nature of the transactions cov- 
ered by the invoice (new or renewal 
premium, endorsement, cancellation, 
etc.) and the class of business: Prop- 
erty, auto, casualty or other. 

The last, and perhaps major initial 
task, was to pick up and record each 
outstanding receivable item. This was 
not accomplished without some diffi- 
culty. Some illegibility was encoun- 
tered. On some items it was difficult 
to determine the correct due date of 
the receivable, as in the case of payroll 
audits. In other cases, rates of com- 
mission were missing. However, the 
valuable experience gained in these 
two first assaults on accounts receiva- 
ble should do much to minimize dif- 
ficulty in this area with any agents 
with whom R.&S. may have the oppor- 
tunity of working in the future. 

Once the preliminary steps had been 
taken to place the two agencies on a 
mechanized basis, R.&S. was ready to 
produce the first month’s reports. Mr. 
Slaight briefly reviewed these reports, 
commented on data that should go into 
certain reports, and described how 
R.&S. decided on the best method of 
presentation. 


Improved Reports 


The first report—one of great value 
to agents—is called the transaction 
journal. Rather than merely making 
available a detailed reference listing 
of the current month’s premium trans- 
actions—something which the ordinary 
policy register does—the journal in- 
corporates into a single report the 
maximum amount of information ob- 
tainable on every transaction passing 
through the agency. 

The journal is complete, even to the 
point of reflecting all open receivable 
items brought forward from prior 
months. This has been done in order 
that the journal may clearly indicate, 
among other things, that a cash receipt 
in the current month did or did not 
completely wipe out the open balance 
being carried on that particular item. 
Also, since the journal reflects every 
pre-determined amount (such as pre- 
mium) or every calculated amount 


(such as premium less commission), 
R.&S. was able to display in a single 


report every total needed by the agent 
to indicate a proper balance with every 
other report prepared and to give him 
every total necessary for posting to his 
general ledgers. 

One other important decision was 
made in deciding on the make up of 
the transaction journal, Mr. Slaight 
observed. It was decided that a basic 
reference listing, such as a policy reg- 
ister, or even the transaction journal, 
could not be of maximum use to the 
agent if prepared in policy number se- 
quence as recommended for companies. 
Unlike the company situation where 
policy numbers provide an excellent 
base point of reference, agents are re- 
quired to work with a different policy 
number series for each company they 
represent. Therefore it was decided 
that the transaction journal should be 
in alphabetical sequence by name of 
insured, since that and not the policy 
number appears to be the base point 
of reference in most agencies. 


Other Features 


The journal reflects the insured or 
broker number, name, company, policy 
number, class of business, effective 
date, and type of transaction code on 
every unpaid item brought forward 
from previous months, or every item 
processed in the current month, includ- 
ing cash. Each item is displayed in one 
or more of three broad categories— 
receivables, cash or payables. 

Under the broad category of receiv- 
ables are displayed those items brought 
forward, current premiums, and where 
applicable, as in the case of brokerage 
business, producer commission rate, 
and net amount payable to the agency, 
and finally for all items the new cur- 
rent amount receivable. Amounts re- 
ceived or paid are reflected in the 
cash category. Under the final category 
of payables are indicated the rate of 
commission and the net amounts pay- 
able to the companies. 

An aged-accounts receivable report 
is prepared each month to aid the agent 
in maintaining adequate control over 
his accounts receivable. Summarized 
in total for each of the agent’s insured, 
this report reflects amount brought 
forward, current month premium, cash, 
and new balance, and in addition a 
columnar display of those amounts 
which are 30, 60 or 90 days and more 
overdue, Mr. Slaight explained. 

He said that itemized monthly state- 
ments are prepared for mailing to each 
of the agent’s direct insured or to brok- 
ers. These itemized statements, unlike 
many machine prepared statements 
which reflect only the total of unpaid 
amounts from previous months, show 
each previous unpaid item as well as 
each current premium or cash item. As 
an additional aid to brokers, their 
statements also show current gross 
and rates of commission. This is done 
to assist them in handling their re- 
ceivables and to make it possible for 
them to be able to verify quickly that 
the amounts payable to the agent are 
correct as indicated. 


Further Uses 


Company accounts current are fur- 
nished to the agent for submission to 
each of his companies, or to be used 
for reconciliation purposes in the event 
the agent accepts and pays on the 
basis of an account submitted by the 
company to him. These accounts cur- 
rent reflect for each current month’s 
premium transaction, the premium, 
rate of commission, and net payable 
to the company. 

Mr. Slaight said that in addition to 
the reports he had mentioned, a 
monthly sales report is prepared which 
breaks down all current month pre- 
mium sales by class of business ac- 
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Accident Prevention 
Group In Busy Year 


(CONTINUED FROM PAGE 14) 
and ordinances. This problem is con- 
sidered most urgent. 

Uniformity of states and municipal- 
ities would result in clarification of 
the laws governing motorists, which 
would increase respect and observance 
of traffic laws; more orderly and ef- 
ficient flow of traffic; reduction in the 
accident rate; improvement in stand- 
ards for driver licensing; more effi- 
cient enforcement, and extensive eco- 
nomic benefits. Reduction of accidents 
is expected to result from removing 
uncertainties in right of way, over- 
taking and passing, execution of a left- 
hand turn, speed limits, pedestrian 
rights and duties, operation of bicycle 
and motor vehicle equipment, road 
signs and marking, safety equipment, 
and a point system. There are more 
than 43 national organizations that 
will be active in accomplishing the 
five-year plan. 


Greatest Opportunity 


Probably the greatest opportunity 
agents have in highway traffic safety 
is the field of education of young peo- 
ple, Mr. Greaves said. If agents are to 
be of help to them, this is the time to 
plan to overcome deficiencies that exist 
in education facilities on driver edu- 
cation. 

Chaotic conditions often result when 
the federal government steps in and 
takes over the authority of the indi- 
vidual states in the administration of 
programs that are basically state rights, 
Mr. Greaves said. 

Reporting to the Department of Com- 
merce the names of all motor vehicle 
violators who have had their licenses 
revoked for varied reasons is an ex- 
ample. More phases of motor vehicle 
operations will be invaded if agents 
do not do their utmost to alleviate the 
tragic loss of life on highways today. 


Change In Judging 


The committee has effected a change 
in the method of judging entries for its 
safety contest. Starting with this con- 
vention, entries will be judged by a 
panel consisting of Russell I. Brown, 
president of Insurance Institute for 
Highway Safety; J. W. Bethea, secre- 
tary of the advisory council to the 
President’s committee for traffic safety, 
and Paul F. Hill, assistant general 
manager, National Safety Council. 
This system of judging will upgrade the 
contest and lend prestige to the pro- 
gram, he believes. 





cording to the company in which the 
business is placed. Cash journals are 
available if desired by the agent for 
proper item accounting of cash receipts 
and disbursements, as well as special- 
ly prepared memorandum loss reports 
to enable adequate agency reconcilia- 
tion of company contingent profit shar- 
ing reports. 

He emphasized that his presentation 
was not offered as the solution to proc- 
essing problems in all agencies. Agen- 
cies with the power to reinsure, agents 
acting in a dual role as direct repre- 
sentatives for some companies and 
general agents for others, and many 
other special situations obviously 
would require special study by R.&S. 
and the development of appropriate 
systems, Mr. Slaight concluded. 

Continental Casualty is now occu- 
pying expanded (more than_ 6,000 
square feet) and remodeled quarters 
in its Minneapolis office. 
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MacBean Gives 
Committee Report 


(CONTINUED FROM PAGE 11) 
to companies that voluntarily take risks 
from the plan, producers who have 
assigned risks may find the assignment 
made to a direct writing company. 


* This and other changes in the plan 


will bear close scrutiny, Mr. MacBean 
said. 

Several years ago Associated Equip- 
ment Dealers, a national organization 
of machinery dealers, seriously consid- 
ered several group coverages. The sub- 
ject came up again this year in con- 
nection with group WC in some of the 
southern states. The National Council 


furnished the MacBean committee with: 


loss ratios for policy years 1956 and 
1957, which indicate an earned loss 
ratio of 63% countrywide, compared 
with 64.7% the previous year, and 
58.2% the year before that. This will 
be reported to the equipment dealers, 
who, from their sampling of informa- 


, tion in a limited area, believed the loss 


ratio was 40%. This points up the fu- 


| tility of any non-insurance organiza- 
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tion attempting to secure accurate loss 
figures merely by polling members, 
he pointed out. 

NAIA, he said, has been successful 
up to this point in defending the need 
for schedule rating plans in the casu- 
alty business. 

Commercial Auto Cuts 

Mr. MacBean strongly scored com- 
for cutting commissions on 
commercial automobile business, which 
is certainly not subject to the same 
degree of competitive pressure as pri- 
vate passenger cars. One garage lia- 
bility renewal contract, written on ex- 
actly the same basis in 1960 as in 1959 


| and for the same estimated payrolls 


and the same limits of liability, both 
contracts written with a 45% combined 
schedule credit, de- 
veloped a 1959 premium of $903. Be- 
cause of a rate increase the premium 
in 1960 was $972. However, the net 
premium retained by the company aft- 
er paying commissions was $699 in 
1959 but $777 in 1960. Insured paid 
7.6% more for his policy, the agent’s 
commission was reduced 4.5 points, 
and the insurer’s rose 11.1%. 

The committee now is sending copies 


{ of the approved minutes of meetings 


with the rating bureaus and organi- 
zations to the president of each state 
association, so that he, the other of- 
ficers, and the chairmen of the state 
casualty committee will be able to re- 
view developments in this area, Mr. 
MacBean commented. 


Wis. Agents To Meet At 


Milwaukee Oct. 17-19 


The Merrett-Adams Institute sales 
demonstration will occupy a major por- 
tion of the Wisconsin Assn. of Insur- 
ance Agents annual convention pro- 
gram Oct. 17-19 at Milwaukee. 

At the first general session Monday, 
Harris J. Helmer, Platteville, will 


‘speak on “Independent Professional- 


ism.”” He will be followed by reports 
from officers and a film, “Worldwide 
Insurance Coverage,” by American 
Foreign Insurance Association. Russell 
I. Brown, president Insurance Institute 
for Highway Safety, will also speak. 
A public relations dinner conference 
will be held in the evening and Road 


| Aid in Wisconsin and advertising ideas 


XUM 





icy 


will be discussed. 

Two breakfasts—one for farm agents 
and the other featuring a package pol- 
panel—will open Tuesday’s busi- 
hess. H. R. Herrick, state agent for 
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America Fore Loyalty group, will 
moderate the farm agents’ meeting and 
the package policy panel will consist 
of members of Wisconsin chapter of 
CPCU. Commissioner Charles L. Man- 
son of Wisconsin will be the luncheon 
speaker, and the rest of the program 
will be devoted to the Merrett-Adams 
presentation. 


Johnson Reports 
On Ideas For Big I 
Fund Raising 


In this, the third year of the Big I 
advertising campaign, 19,156 agents 
participated, 1,600 
more than in 1959, 
Dave Johnson of 
Pensacola, Fla., 
chairman of the 
advertising fund 
raising committee, 
reported to the an- 
nual convention of 
NAIA in Atlantic 
City. The total 
pledged was $1,- 
130,948, another 
record. 

One difficulty in 
the program appears to be the time- 
consuming burden on state association 
officials of soliciting contributions each 
year, Mr. Johnson observed. Several 
plans have been suggested to solve 
this difficulty. One is that the 35,- 
000 agents of NAIA loan it an average 
of $600 per agent, the loans ranging 
from $100 to $3,000. That money would 
be turned over to a fiduciary, a bank 
say, to invest. The $20 million to $25 
million should earn at least $1 mil- 
lion a year. If the agent sells his busi- 
ness, or wants to withdraw, or dies, his 
money would be refunded. This would 
make the matter of raising any addi- 
tional over $1 million for the Big I 
advertising a relatively simple one. The 
proposal involves some tax problems 
for the agent, he said, “which would 
make it extremely difficulty if not im- 
possible.” 

Pledge For Five Years 

A second plan suggested is for 
agents to give a continuing pledge 
payable annually with a 10% increase 
each year for five years. This would 
eventually run the fund to approxi- 
mately $2 million, Mr. Johnson noted. 

A third idea is to provide a con- 
tinuing pledge for a level amount for 
three years, which is the way churches 
and other organizations handle pledges. 

The fourth proposal may be the an- 
swer to the situation, Mr. Johnson 
commented. That is to have the in- 
surers deduct one-half of 1% of agents’ 
commissions up to a maximum of 
$1,500, and have the insurers match 
this with an equal amount. Then the 
Big I would “really be in business,” 
he declared. One-half of 1% might be 
$3,750,000; with a like amount, there 
is a real advertising budget. He con- 
ceded that not all of the stock com- 
pany agency business goes through 
NAIA members. Even so, the idea ap- 
peals to Mr. Johnson. It would increase 
membership. He pointed out that the 
mutual agents and companies have a 
cooperative campaign that is a joint 
company-agent project. 

Masters Addresses Fire Forum 

Ben Masters, manager and educa- 
tional director of Insurance Under- 
writers Assn. of the Pacific, was fea- 
tured speaker at Fire Underwriters 
Forum’s monthly luncheon. He spoke 
on Japanese insurance problems. 
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Crafts Asks Companies, Agents To 


Form Market Research Program 


The partners of the American agen- 
cy system should join together in the 
development of a 
research program 
designed to add 
competitive 
strength and bring 


about operating 
economies. 

This was the 
suggestion of 





James F. Crafts, 
president of Fire- 
man’s Fund, as he 
addressed the an- 
nual convention of 
Idaho Assn. of 
Insurance Agents. He said that while 
the business probably has too many 
organizations now and it would be a 
good thing to eliminate some of them, 
there is room for a marketing research 
or consumer study program which 
would supply vital information to all 
who believe in the system. 

Discussion, evaluation and mapping 
of long-range programs, based upon 
objective studies of all phases of con- 
sumer needs and desires and the ac- 
tivities of competitiors, as well as such 
basic differences of opinion as direct 
billing and continuous policy forms, 
transcend individual company or agent 


Crafts 


James F. 





attitudes. These kind of differences will 
continue to adversely affect the entire 
relationship unless they are resolved, 
Mr. Crafts stated. 

The cooperative research program 
need not be limited to consumer needs. 
It could well be extended to other 
areas of competition. The industry has 
failed miserably to portray the great- 
ness of the business and the rewards 
it holds for competent young men and 
women. With enthusiasm and great ex- 
pectations, they are eager to manifest 
their interest in other fields. Toward 


the insurance industry they exhibit 
doubt, or indifference. 
This last represents a competitive 


problem which, if not met, will even- 
tually erode away the prime source of 
growth for not only companies and 
agencies but for all businesses. In the 
next 20 years population will increase 
nearly 20%. But there will only be a 
rise of 3% in young men between 25 
and 45. Competition among all indus- 
tries for sustaining manpower will be 
at its most intense level, Mr. Crafts 
said. 

Competition of the worst sort is that 
which can and sometimes does develop 
between members of a partnership it- 
self. There is growing evidence that 
members of the American agency sys- 
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tem are permitting such a thing to hap- 
pen. If it is allowed to gain headway, 
no-one else shall be responsible for the 
consequences. 

“We shall always have our disagree- 
ments. To expect anything else would 
be infantile. The acute consideration 
involves all our attitudes that construct 
the frame of reference of our disagree- 
ments. If selfishness and _ suspicion 
trigger our disputes, we are lost,” Mr. 
. Crafts stated. 

The seat of chronic pain is compe- 
tition. But, as in the case of any dis- 
order, complications occur and the fun- 
damental cause of discord becomes dis- 
torted to the point where it is almost 
possible to forget when the system 
first failed to meet the challenge. Look- 
ing back, the “history” is clear. The 
first mildly acute competitive pain was 
caused by contact with mutual compa- 
nies. Greater severity set in when the 
“direct writers or captive agent’? com- 
panies evidenced themselves and grew 
strong. Then complications advanced 
and the symptoms of wear and tear 
emanating from independent vs board 
and bureau companies manifested 
themselves. Superimposed on these al- 
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ready complex conditions was the clash 
of multiple-line fire companies vs the 
multiple-line property-casualty compa- 
nies and the life-accident and health 
insurance companies. 

And, Mr. Crafts said, the continuing 
fight to regain vigor wasn’t abetted by 
the rising loss and claim costs that 
caught up with antiquated rating for- 
mulas. Everyone is aware of the im- 
pact on companies’ underwriting profit 
and suplus figures by the underwriting 
losses that have been recorded with 
distressing regularity for the past five 
years. It is also important to give 
equal awareness to the influence of 
these factors on the country’s inves- 
tors—the source of venture funds which 
companies must continually have avail- 
able if they are to have the capital re- 
quired to maintain their capacity to 
keep pace with the national economy. 

The speaker said he wanted to avoid 
the overworked processes of deploring 
one segment of the competition while 
defending another, predicting chaos for 
one and eternal life and prosperity for 
another. The hard facts of life are that 
the variations in all types of insurance 
companies and the procedures they em- 
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ploy are firmly rooted in the economic 
system and are here to stay. If any- 
thing, the future will unquestionably 
bring still more variations. Current le- 
gal barriers will be faced and compa- 
nies will spread their product lines far 
beyond the historical areas of indemni- 
fication to embrace the total, across- 
the-board, financial and insurance se- 
curity needs of the family. These broad- 
ening processes will, in turn, unques- 
tionably re-shape the everyday sales 
activities of all companies and all 
agents. 


Sees More Independence 


The mantle of independence will be 
worn by more companies in the imme- 
diate future. The trend is a product of 
the times and was given impetus by the 
recent Senate inquiry, with emphasis 
upon unnecessary regulatory powers 
and processes. This development alone 
will call for maximum care on the part 
of agents, especially when they exer- 
cise the prerogatives relating to the 
selection and retention of companies. 
Glittering new coverage and commis- 
sion arrangements will appear with 
the dramatics of a satellite in orbit. 
The momentary competitive advanta- 
ges of the agent down the street will 
prove costly and embarrassing. 

Mr. Crafts warned agents to be wary 
of the company which fails to combine 
the freedom of independence with a 
strong resolve to be consistent in the 
pricing and quality of its policies. The 
agent should show wisdom in his choice 
and retention of companies. He should 
remain with those that hold to prog- 
ressive policies based on reliable expe- 
rience rather than those whose prod- 
ucts and price practices vacillate like 
a weathervane. By so doing he will 
sustain his agency’s dependability, 
stability, consistency and soundness in 
the eyes of customers. 


Consumer Controls Destiny 


The consumer in the final analysis, 
controls the destiny of all business, Mr. 
Crafts opined. There is an intensifica- 
tion of price consciousness. While there 
has certainly always been an aware- 
ness of price, the degree of interest 
today is such that many manufacturers 
of consumer products and industrial 
goods have been required to include in 
their marketing plans tenets which 
were formerly frowned upon. There 
was no choice. No matter how repug- 
nant the manner in which chain stores, 
supermarkets and discount houses 
flourished and upset traditional meth- 
ods, they demand recognition and 
counteraction._ 

“Can we deny that the changes in 
customer habits have not influenced 
our results in the past decade?” Mr. 
Crafts asked. “Why waste time criss- 
rrossing allegations—that companies 
are responsible for the continuing loss 
of the mass automobile market, spec- 
ifically, because of their ‘in and out of 
the market’ tactics, their selectivity, 
their tardiness in adopting preferential 
rates for preferred risks—that agents 
have failed to energetically sell and 
service their area of ever-increasing 
potential?” 

It is more important, Mr. Crafts said, 
that everyone recognize now that there 
will be no escaping the universal need 
among all businesses to cut operating 
costs. While extremely valuable as 
measuring guides, the cost surveys con- 
ducted by the research and develop- 
ment unit of the national association 
certainly were not needed to indicate 
that the same problem is pressing all 
business—a distortion of the balance 
between income and operating expen- 
ses. 

Being idealistic in planning doesn’t 
automatically and happily remove 
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differences of opinion. But if price is to 
remain a predominant consideration of 
the consumer and reduced operating 

costs the salvation of business, the in- 

dustry must face up to it. If automa- | 
tion at the company level hasn’t brought 
savings, the industry must work toget- | 
her to find out why. | 

Perhaps companies have succumbed 

on the popular belief that modern elec- 

tronics can help them as they have} 
helped others, without sufficient re- | 
gard how to make the adaptation, Mr. | 
Crafts suggested. But, if expense re- 

duction procedures have curtailed the 

bookkeeping time the agent used to| 
spend with his clients, someone should 

objectively evaluate this loss against | 
the value of the increased counseling 

service he can perform for the larger 

number of clients he is told he will’! 
have when he’s more free to sell. 


Striving For Efficiencies 


Efforts in this area of reduced costs | 
cannot be limited to problems of dis- | 
tribution. It’s incumbent upon compa- | 
nies to continually strive for maximum 
efficiences in development, merchan- | 
dising and servicing of their “product 
lines.” State insurance supervisory of- 
ficials also share a responsibility in this 
area. 

The next obvious change that has 
been evidenced by the customers of 
America’s businesses is greater know- 
ledge. As the level of education has 
risen, today’s buyer is better equipped \ 
to evaluate his product and service | 
needs. He is more inclined to weigh the 
costs of both and evaluate them in 
terms of his own needs. This greater 
intellectual ability will continue to | 
grow in the years ahead and its influ- 
ence must be continually reflected in ‘ 
the methods employed by all manage- 
ments if their planning is to be built on | 
realism. 

Companies and agents must act as co- 
operative partners in the face of the 
impact made on their operations by the 
intellectual upgrading that has taken 
place among consumers, Mr. Crafts 
said. Failure to act as strategists rather 
than technicians could foster incredible 
damaging consequences. Because the 
industry acts in a complex field—that } 
of consumer motivational research— 
expert advice and counseling are essen- 
tial. Hence, again, the value of a mar- 
keting research program. 

Knowing the changing customer will 
mean anticipating his needs and de- 
sires. No industry has done less than the 
insurance industry inside the minds of 
its customers. Compare the painstaking | 
and costly efforts of the automobile | 
manufacturers to predetermine the 
probable acceptance of their products 
before capital investments are made on 
new dies with the almost inbred new | 
product design tactics of insurance 
boards and bureaus. Of course, the in- 
dustry has made advances in coverage / 
design. However, had such “re-tooling” 
costs been comparable to those of the ' 
auto industry, more attention f cus-| 


have been given to the opinion of cus- 

tomers. 
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EAC Debates Its Own Continuance 


(CONTINUED FROM PAGE 8) 
quently they come out with something 
in which the agent gets interested 
only to find that either proper help 
with it or proper material to go with it 
are missing. These products need more 
study and more care in planning. He 
said 20% of his time is spent inter- 
viewing company representatives to 
be able to understand new products. 

Paul J. Jullien of Waterville, Me., 
said he was surprised Mr. Fowler 
spends only 20% of his time on 
changes. He doesn’t question the in- 
tention of companies but they are 
making changes too rapidly and he 
has quit running. He is going to decide 
what is good for the customer and 
stay with it. 

Stuart E. Graham of Wilkes-Barre 
represented that association on the 
panel. Ralph W. Lee of Washington 
said the companies need to tell the 
bureaus what’s going on. 

Robert S. Douglass of Potsdam said 
New York started several years ago 
meeting with top (and only top) ex- 
ecutives of the companies on mutual 
problems, and the results have been 
favorable. Companies now ask to con- 
fer with the agents. The association 
also has met with the bureaus. They 
are succeeding in getting to the com- 
panies, bureaus, adjusters, and insur- 
ance department with their principal 
problems. 

Francis W. Phelan of Cambridge, 
Mass., said the homeowners problem in 
that state was due primarily to lack 
of conference. What is needed, he said, 
is more company-agent loyalty. Agents 
are left in the dark until the new 
product has been introduced. Agents 
should be consulted also about changes 
in procedures. This has been the prac- 
tice of those selling anything, for the 
company to consult with the salesman 
on what and how best to sell. 


Need Stronger EAC 


Elwin T. Gammons of Providence 
said it is essential for agents to cooper- 
ate if they expect to have effective 
conference with companies. To get 
agent coopreation requies a bigger and 
stronger EAC. 

Willard D. Cobb of Brattleboro, Vt., 
likened EAC to the United Nations. 

Rutherford G. Huizinga of Stamford, 
Conn., said much can be done to 
strengthen agent-company relations. 

Mr. Fowler said his agency has no 


! real problem with older drivers. His 


companies will, with a medical certifi- 
cate, continue coverage after age 69. 
the young driver, however, they won’t 
write unless they have to. If the 2C 
rate is adequate, why do insurers in- 
sist on making the young driver go 
into the assigned risk plan with a sur- 
charge and 7.5% commission, he asked. 

The older driver in Maine has no 
problem unless he has a bad accident 
record, Mr. Jullien said. On young 
drivers in the AR plan the agent gets 
10% but still objects because of the 
15% surcharge there. 

Mr. Lee said his agency changed to a 
new company in recent times and it 
accepted all the older drivers. But 
young drivers are quite a problem. If 
agents can’t handle them between 18 
and 25, how are they going to get them 
back after that, he asked. 

The older driver problem, Mr. Doug- 
lass said, is with the one who goes 
new to an agency. After 70 a medical 
certificate will help. 


State Responsibility 
Mr. Phelan said the primary respon- 


| sibility rests with state licensing de- 


partments, not with the insurance 


business. Some states don’t have politi- 
cal courage enough to do the right 
thing. In Massachusetts recently a bill 
was defeated that would have raised 
from 16 to 18 the age at which 
youngsters can drive. 

Mr. Gammons said Rhode Island has 
a law that at 65 the driver has to be 
examined. One wealthy 92-year-old 
whose doctor asked him not to drive, 
was asked to be reexamined but re- 
fused. His family asked the agent not 
to renew the insurance, but the agent’s 
company wouldn’t get off the risk. 

Vermont has a weak licensing de- 
partment, Mr. Cobb said. The older 
driver is not, however, a_ problem. 
Young drivers are, especially the 22 to 
24 year old, the class A risk of to- 
morrow. With assignment the majority 
Agencies have to battle to get them 
back when they reach 25. 

Mr. Huizinga said he had one com- 
pany that takes any young driver with 
a good record and another insurer that 
will write no young driver unless it 
gets supporting business. 


Fire Safety Awards 

Oklahoma won the trophy for the 
best fire prevention program and was 
presented the prize at the NAIA con- 
vention in Atlantic City. California 
was second and Hawaii was third. The 
latter two were presented certificates. 

Three Oklahoma comunities won 
first local association prizes—Poteau in 
the 10,000 population category, McAl- 
ester in the 10,000-25,000 bracket, and 
Bartlesville in the 25,000-50,000 range. 
Burlingame, Cal., won for towns 50,- 
000 to 100,000, Colorado Springs for 
100,000 to 250,000 and Tulsa for cities 
of more than 250,000. 


N. Y. Women’s Clubs 
Set Midyear Meeting 


Federation of New York Insurance 
Women’s Clubs will hold its midyear 
meeting, Oct. 7-9, at Adirondack Inn, 
Sacandago Park. The meeting will be 
attended by officers, board members, 
and committee heads of the 21 member 
clubs of the federation. The meeting is 
also open to individual members. 

The executive board of the federa- 
tion will meet Oct. 7. General sessions 
will take place all day Saturday and 
a banquet will be held that evening. 
Insurance Women of Fulton County is 
the host organization for the meeting. 


One of the few father-son agent 
combinations at the convention in At- 
lantic City were T. Kenneth Boyd of 
Toldeo and his son, Kenneth K. Boyd. 





The National Underwriter Co.’s 
newly published book on “Compe- 
tition in Insurance Marketing” is 
now available in single copies or in 
quantity orders. The book is the 
only up to date and comprehensive 
analysis of competitive develop- 
ments in insurance. Since the book 
has been designed not only as a 
study of current marketing condi- 
tions but also as a handy reference 
on many topics of continuing inter- 
est, it will be particularly useful to 
field men, younger employes and 
trainees. Single copies are $4. In 
quantity the prices are: 10-24 cop- 
ies, $3.50; 25-99 copies, $3; more 
than 100 copies, $2.75. Orders should 
be sent to the National Underwriter 
Co., 420 East Fourth Street, Cincin- 
nati 2, Ohio, or any National Under- 
writer Co. office. 











Mass. Agents Focus 
On Future At Annual 


Massachusetts Assn. of Insurance 
Agents has assembled a lively card to 
bear out the theme of “Looking Ahead 
Together” at the annual meeting 
Oct. 18-19 at the Sheraton Plaza Ho- 
tel, Boston. 


Two Company Presidents 


Two company presidents—John A. 
North, Phoenix of Hartford and Harold 
G. Evans, American Casualty—will 
deliver major addresses on the future 
of the business and the necessity of 
gearing for it. The future of the indi- 
vidual agency will be analyzed by 
Francis W. Phelan, Cambridge, pres- 
ident of the association. William N. 
Woodland, secretary Mutual Fire In- 
surance Assn. of New England, will 
describe the steps necessary in build- 
ing for tomorrow. 

The independent agents’ problems 
in management and expense control 
will be analyzed by G. Carleton Mc- 
Murry, Curtin agency, Cambridge. 


New Scibal N. J. Office 


Scibal Adjustment Bureau has 
opened a new office at 423 East Fifth 
Avenue, Wildwood, N.J. Edward Ol- 
ney has been appointed resident ad- 
juster and will service fire, casualty 
and inland marine claims in the area 
of Cape May County. 


NAMIA Card Readied 
For Washington, D.C. 


(CONTINUED FROM PAGE 1) 
NAMIA, secretary. Simultaneous work- 
shop on agency management and prob- 
lems of solicitors with Guy Fergason 
of Fergason Personnel, Chicago, chair- 
man, and Charles Venema, Kalamazoo, 
Mich., secretary. 

3 p.m.—Workshop on errors and 
omissions insurance with W. Frank 
Whipple, manager of the casualty de- 
partment of Michigan Millers Mutual, 
chairman, and Ben Sager, Cleveland, 
past president of NAMIA, secretary. 
Simultaneous workshop on simplified 
earnings form of business interrup- 
tion insurance with Bernard McMac- 
kin, associate editor of The Fire, Cas- 
ualty & Surety Bulletins of the Na- 
tional Underwriter Co., chairman, and 
Allen Elliott of New Haven, past 
president of the Connecticut associ- 
ation, secretary. 

4:15 p.m.—Report of workshop sec- 
retaries at a general meeting. David 
A. Ivry, associate professor of insur- 
ance at the University of Connecticut 
and director of NAMIA’s school for 
agents at Oberlin College, will preside. 
Mr. Ivry is directing the organization 
of the workshops. 


Wednesday, Oct. 26 


9:30 a.m.—Panel on “elevation of 
public acceptance” with William N. 
Woodland, executive vice-president of 
Mutual Fire Insurance Assn. of New 
England and former editor of The 
Standard, as moderator, and with these 
participants: Glen Bayless, chief of 
the Washington bureau of Business 
Week; Thomas F. Reynolds, general 
manager of Illinois Insurance Infor- 
mation Service, and Kenneth O. Force, 
executive editor of The National 
Underwriter. William H. Gove of 
Coral Gables, Fla., will speak on the 
subject “There’ll Never Be Another 
You.” 

2 p.m.—A survey of state associa- 
tions and how they serve their mem- 
bers by the executive secretaries— 
Mrs. Sammie Lang of Tennessee, Mrs. 
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Harriette Geistwite of the Tri-State 
association (Maryland, Delaware and 
Pennsylvania), Russell R. Robbins of 
Michigan, and Stony Steinbach of 
Wisconsin. 
6:30 p.m.—President’s reception. 
7:45 p.m.—Annual banquet. 


29 Exhibitors 


The convention will have 29 ex- 
hibitors. NAMIA will have two booths 
featuring “Salute Mr. Mutual” adver- 
tising month and will display adver- 
tising materials available for the cam- 
paign. Michigan association will share 
one of the booths to promote the 1961 
NAMIA convention for Detroit. 

One insurer will poll agents at its 
booth on popular insurance issues and 
tape record the reply. Another will 
use its booth as a news bureau and 
supply hometown papers with news of 
visiting agents. 

There will be a ladies’ luncheon 
Tuesday at which Mrs. Lee Walsh, 
society editor of the Washington Eve- 
ning Star will speak. 

Bernard T. Dodder of Washington, 
D.C., is convention chairman, and 
Charles M. Boteler Jr. of Washington, 
president Virginia-D.C. association, is 
chairman of the host committee. 
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“WANDA” 


Wohlreich & Anderson 
Ltd. 


55 JOHN STREET 
NEW YORK, N. Y. 
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B. J. Daenzer E. A. Toale 


President Exec. V. P. 


VALUED U. & O. 


How would you like to tell your client 
he would be paid $2,000* per day if his 
business is interrupted by an insured peril? 

And, the insured perils can be the broad- 
est in “All Risk" forms. 

All forms of business are eligible—every 
venture is vulnerable. 


There are definite tax advantages and 
no headaches in adjustment. 


*Proper amount is established 
in writing the policy. 





Please give me full information on your 
facilities. 


Name_ amet 
Address 
City___ - ie rereeeee 


Phone__ 





Mail to ‘‘WANDA”’ 
55 John Street, N. Y. C. 


“Wanda solves your problems” 
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Editorial Comment 


Management Is A Technique, Too 


In some fields of business it is rec- 
ognized that the management func- 
tion is a technical specialty in itself. 
This is not widely recognized in in- 
surance where managers at every level 
in many phases of the business are 
often the best technicians in their par- 
ticular sphere but are seldom trained 
for management and are not always 
capable of being so. 

Thus, the outstanding technician in 
fire underwriting becomes the man- 
ager of his unit and progresses up the 
line to vice-president in charge. He 
may or may not be the best manager. 
A man’s proficiency in the technical 
phase of his work should not be the 
sole or even perhaps the chief de- 
terminant of his managerial abilities. 

The dedicated technician in fire un- 
derwriting (or any other phase of in- 
surance) may be the very worst man- 
ager. For example, his devotion to the 
intricacies of his work and his skill at 
it may make him averse to dealing 
with people and impatient in counsel- 
ling those less able than he. Yet these 
two functions are the main compo- 
nents of management. A man does not 
become skilled at them by single mind- 
ed concentration on his technical du- 
ties. Managerial skill demands its own 
technique and hard study to master it. 

Again, the outstanding and dedi- 
cated technician when promoted to 
manager often finds it difficult to re- 
linquish active participation in the 
details of his specialty. Yet, if he con- 
tinues to perform detail work, he may 
be neglecting his new managerial skills. 
The function of a manager is to see 
that those under him are working to 
the limit of their capabilities, and to 
coordinate and constantly improve the 
over-all effort. No man can learn how 
to do this solely by becoming an expert 
in a particular insurance function. 

Although technicians often progress 
to managerial and higher executive 
posts in many companies, it is signifi- 
cant that the top post—the presidency 
—is often occupied by a man who has 
never been satisfied to remain a tech- 
nician in any one area. In many com- 
panies it is often the subject of jest 
that the top man could not, even if 
he tried, underwrite a complicated 


risk or perform some other intricate 
specialty. Those deriding him for such 
deficiencies do not seem to realize 
that it is the reason why he is pres- 
ident. His specialty is seeing that the 
over-all job is done, rather than in 
performing all or any phase of it. 

In many other businesses, current 
management is constantly on the look- 
out for successors. When a likely pros- 
pect is spotted, he is routed through 
the different departments of the or- 
ganization to gain an appreciation of 
the part each plays in the entire ef- 
fort and to learn the value of coordina- 
tion. He acquires a broad perspective 
by circulating through the shop. Then 
he may be sent to school or university 
to learn the theory and technique of 
management. He may return to such 
a school periodically for refresher 
courses. In addition, he is sent at in- 
tervals to seminars of American Man- 
agement Assn. and similar groups. 


A few insurers have taken halting 
steps in this direction. Outstanding 
men who have demonstrated their 
ability and have become vice-presi- 
dents have been sent to Harvard Busi- 
ness School and have been exposed in 
other ways to instruction in manage- 
ment as a special technique. Several 
company presidents have taken this 
route on their way to the top. But 
education in the technical specialty of 
management has not been made avail- 
able as yet to the lesser executives in 
insurance companies although the per- 
sons at those levels need it the most 
if continuity in management is to be 
assured. 

Companies are forever urging agents 
to perpetuate their enterprises. They 
might benefit from their own advice 
and embark upon programs for suc- 
cession in management—the only 
guarantee of company perpetuation. 

A good beginning would be to rec- 
ognize that the technician—although 
he is the backbone of the business— 
does not necessarily make a_ good 
head for the organization or even for 
its units, unless he is also a good man- 
ager.—J. N. C. 





Personals 


William C. Brunk, Ottumwa, past 
president and past state national di- 
rector Iowa Assn. of Independent In- 
surance Agents, has retired from the 
insurance business and will live in 
Naples-on-the-Gulf, Fla., where he 
owns and manages an apartment 
building. He also has an interest in a 
wholesale hobby and toy business lo- 
cated in Des Moines, Kansas City, 
Memphis and Dallas, to which he will 
devote some time. Mr. Brunk opened 
his agency in Ottumwa in 1932. In 
preparation for his retirement, he re- 
cently merged his agency with those 
of Robert McCune and George Reed, 
the consolidated agency now being 
known as McCune-Brunk-Reed. He 
will continue to have an interest in the 
agency and will be available in an ad- 
visory capacity. 


Albert H. Wood, executive director 
Western Information Service, has 
been named senior advisory committee 
chairman of Advertising Assn. of the 
West. 


Cameron Brown, president of Geo. 
F. Brown & Sons, Chicago, is in Lond- 


on visiting Lloyd’s underwriters for 
two weeks, after which he and Mrs. 
Brown will spend three weeks on the 
Continent. 


Carolyn Pape, daughter of George R. 
Pape, vice-president of Newhouse & 
Hawley, Chicago, was married last 
week to James Haefner of Albany, 
N. Y. The couple will reside at Glen 
Ellyn, Ill. 


George Herrmann III, president of 
George Herrmann & Co., Chicago gen- 
eral agency, was a guest at the White 
House this month. A member of the 
finance committee of the National 
Volunteers for Nixon-Lodge, he and 
other members were guests at a lunch- 
eon at which Vice-president Nixon 
was host. In the evening, the group 
dined with President Eisenhower. 


Deaths 


NOLEN HUSSEY, 56, of the Boit, 
Dalton & Church agency, Boston died 
of a heart attack at Shamrock Cliff 
Hotel, in Newport, R. I. 


OWEN A. DONEGAN, who retired 
in May as vice-president in charge of 
the Baltimore branch of Fidelity & 
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Deposit, died after a brief illness. He 
joined F.&D. in 1905 in the home office 
fidelity department and was trans- 
ferred to the Baltimore branch in 1921 
as solicitor. In 1922 he was made assis- 


tant manager and in 1929 was pro- | 
moted to branch manager. He was | 


elected a vice-president in 1948. 


ROBERT F. ZIMMERMAN, 68, gen- | 


eral adjuster of Northwestern Nation- 
al, died of a heart attack. He joined 
the company in 1910 in the fire loss 


department and in 1920 went into field | 


work with New Hampshire Fire. He 
returned to Northwestern National in 
1938 as a general adjuster. 


ALPHA M. JONES, 75, former man- 
ager at Seattle for Northwestern Na- 
tional, died there. He held that position 


40 years until retiring in 1951. A year | 


later he became an adjuster for Gen- 
eral Adjustment Bureau. 


R. M. ANDERSON, 79, former vice- 
president of National Fire, died at 
Houston of a heart attack. He had been 
with the company 38 years before re- 
tiring in 1954. 


JAMES B. WILKES, Paducah, Ky., 
agent, died. He formed his own agency 
in 1940. 


ALFRED C. GILBERT, 88, local 
agent of Kalamazoo for more than 50 
years, died. 


GEORGE E. NEVERS, 76, of the 
Nevers & Peck agency of Spokane, 
died. » 


GRANT M. JONES, who had oper- 
ated an agency at Milan, Mich, for 23 
years, died at St. Louis. He had been a 
president of Milan and had been 
awarded the Silver Beaver for his 
long time leadership in the Boy Scout 
movement. 


HAROLD McKENNA, 68, retired 
vice-president of Phoenix of London 
group, died at Torrington, Conn., where 
he had lived since his retirement five 
years ago. He had been Chicago man- 
ager of the group for many years. 


ALBERT D. HAHN, Poughkeepsie, 
N. Y. agent, died at Vassar Hospital, 
where he had been receiving treatment 
for a heart ailment. He was a past 
president of Dutchess County Assn. of 
Insurance Agents. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Sept 27, 1960 
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| E. D. Lawson Recalls 
Founding Of Chicago 
| Port Of The Mariners 


E. D. Lawson, vice-president of 
| Fireman’s Fund and first skipper of 
! Mariners Club of Chicago, recalled the 
| days of the founding at the 25th an- 
niversary banquet at St. Andrews 
Country Club. A number of the former 
skippers attended, and they were in- 
troduced by Harold L. Bredberg, Bred- 
berg Reports, who has been yeoman 
for 20 years. 

Mr. Lawson said the Chicago port of 
the Mariners, the first established in 
the U.S., was formed by the marine 
people who developed a comradeship 
' after failing to discover a way to per- 
suade the companies to allow more 
autonomy to the marine men in the 
territories. 


‘ War Attracts Newcomers 


| The first world war attracted a 
number of newcomers to the ocean 
marine business—companies that 
wanted to take on some of the high 
war risk premiums. Mr. Lawson said 
after the war this source of revenue 
dried up, and the large organizations 
that had been built up had nothing 
much to sell except trip transit policies 
and tourist baggage policies. But with- 
in a few years the London market took 
a dim view of some of the all risk 
lines—jewelry, jewelers’ block, etc., 
and the American companies expanded 
in the inland marine field, sending 
| men to a number of cities to develop 
these classes. A tough competitive bat- 
tle followed and Inland Marine Under- 
| writers Assn. was established to stabil- 
| ize the business. 

The marine men in the various cities 
found that the authority all came from 
the east, and the Chicago group got 
together to see if they could not 
achieve recognition for themselves. 
This idea didn’t get off the ground, 
but it did lay the foundation for the 
Mariners, which was organized in 1935. 


N.Y. Legislators Seek 
Delay In AR Changes 


Nine New York Democratic legisla- 
tors have appealed to Gov. Rocke- 
\ feller to postpone adoption of higher 
charges on auto assigned risks. The 
higher charges and other changes in 
the AR plan become effective Oct. 1. 
The legislative group charged that the 
}New York department had shown un- 
| warranted haste last August in ap- 
| proving the new charges. 
Changes in the AR plan should be 
delayed until the joint legislative com- 
‘mittee under Sen. Condon has made 
its report, the group contends. A 
\ spokesman for the legislative critics 
| said that they would move in the 
January session to institute a full 
scale investigation of the AR plan. 
Meanwhile, a discussion between the 
group and Superintendent Thacher 
was scheduled for this week. 


|New AR Plan InS. C. 


A revised auto assigned risk plan 
will become effective in South Caro- 
lina Oct. 15. Rates will continue about 

15% higher than on direct written 
risks. 

, However, the new plan will reduce 
from 85 to 75% the surcharges for 
Conviction of certain traffic offences. 
It will also reduce from three years to 
two years the period of disqualifica- 
‘tion from assigned risk coverage due 
to previous conviction. 

The new plan will not permit policy 
cancellation except for definite cause. 


Sa 
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W.C. Spillard Retires; 
National Board Agent 


On Oct. 8 friends of William C. 
Spillard will gather to give the color- 
ful Chicago special agent of the Na- 
tional Board a retirement dinner at 
the Svithiod Club. Mr. Spillard is leav- 
ing his post after 33 years of tracking 
down arsonists and jewel thieves. 
During World War II he checked on the 
personal histories of prospective spies 
for the Office of Strategic Services. 
He has now taken out a license as a 
private investigator and will work in- 
dependently for insurance companies. 

Mr. Spillard started out as a tin pan 
alley song writer and piano player. 
In 1917, when things were getting too 
competitive on Broadway, he left the 
world of “Alexander’s Ragtime Band” 
—one of the songs he pushed—and 
went in for “the fascinating business 
of raiding opium joints” for the U.S. 
Bureau of Narcotics, he told THE 
NATIONAL UNDERWRITER. He conveyed 
the excitement of narcotics investigat- 
ing in “Needle in a Haystack,” a book 
published by McGraw-Hill that went 
into four editions. 


A Distaste For Violence 


Commenting wryly on TV and movie 
versions of the private eye, Mr. Spil- 
lard said he refused to sell the movie 
rights on his book when the studio 
told him there would have to be a 
shooting in every scene. 

“In all those years, I never pulled 
a gun on anybody,” he said. 

He picked out two highlights in his 
career. The first was the long and ex- 
hausting investigation that led in 
1927 to the arrest of over 100, includ- 
ing many police officers, who were op- 
erating in a narcotics conspiracy. And 
in 1934, he participated in National 
Board’s discovery of an arson ring in 
Chicago that netted 150 for the pen- 
itentiary. 

Mr. Spillard said that both problems 
—arson and _  narcotics—have been 
practically licked in recent years. Rigid 
law enforcement has made the differ- 
ence, he said. 

Mr. Spillard is a past president of 
Special Agents Assn., a member of 
Illinois and International Assns. of 
Chiefs of Police, and a member of the 
Svithiod Club. He is also a frequent 
lecturer on fires and firebugs. 


EC Rate Boost Filing In 
La. Not Finally Approved 


In the Sept. 23 issue, it was reported 
that the fire division of Louisiana In- 
suance Rating Commission had ap- 
proved a 15% increase in extended 
coverage rates, effective Oct. 1. 

According to Louisiana Rating & 
Fire Prevention Bureau which made 
the filing, it is still under consider- 
ation by the fire insurance division, 
and there will be no change in rates 
unless and until promulgation is made 
by the bureau in the usual way. 


Auto Club Of St. Louis Can’t 
Pay Members’ Fine, Court Says 
ST. LOUIS—St. Louis court of ap- 
peals has upheld a circuit court ruling 
of some months ago that Automobile 
Club of Missouri was engaging in the 
unauthorized practice of law when its 
attorneys entered pleas of guilty, paid 
fines and obtained continuances for 
auto club members in traffic cases. 
The appellate court rejected the 
contention of the auto club that its 
attorneys were little more than mes- 
sengers when appearing in_ traffic 
cases, the court holding that these 


services were customarily performed 
by attorneys and could not be per- 
formed by a corporation. It was also 
held that the club was practicing law 
when its attorneys gave legal advice 
to members even though they did not 
defend them in court. 


A&S-Credit Card 
Tie-In To Be Focus 
Of IAHU Meeting 


International Assn. of Health Un- 
derwriters will take a close look at the 
use of credit cards in connection with 
A&S practices and coverages at the 
board meeting Oct. 8-9 at the La Salle 
Hotel, Chicago. 

F. Kenneth Stoakes, Loyal Protec- 
tive, Los Angeles, president of the as- 
sociation said that there is no inten- 
tion to issue a blanket condemnation 
of the practices under study. Rather, 
the merchandising of such insurance 
has developed in volume to the point 
where it is an important factor in the 
sales and distribution picture. The as- 
sociation will investigate thoroughly a 
range of views before it considers a 
position or recommendation to the 
business. 

Also at the board meeting, plans for 
the 1960 membership drive will be 
disclosed. Each affiliated organization 
will be shooting for about a 50% in- 
crease in membership. John J. Sy- 
manitz, Inter-State, Minneapolis, is in 
charge of the membership develop- 
ment program. 


Minn. Oil Company 


Offering Insurance 

MINNEAPOLIS—North American 
L.&C. and Guaranty Security, both of 
Minneapolis, have jointly underwrit- 
ten a policy with Midwest Oil Co. of 
that city providing a protective pay- 
ment plan for home heating fuel oil 
customers of Midwest. 

F. J. Schiefelbein, president of Mid- 
west, said the plan, incorporating life 
and A&S, is designed to encourage 
customers to become contract time 
payment buyers. The policy provides 
for payment of fuel oil bills if the cus- 
tomer becomes disabled, and in event 
of death the oil is furnished free for 
the balance of the heating season. 


Propose Ethics Bureau In 
N. Y. To Eye Auto Business 


Kings County (N. Y.) Insurance 
Brokers Assn. has backed a proposal 
by Charles P. DeMartino, assistant cor- 
poration counsel and candidate for 
the state senate, and Joseph N. Sciar- 
ra, assembly candidate, to set up a 
new ethics bureau in the New York 
department to prevent “wholesale can- 
cellation of auto policies without 
cause.” 

The two candidates met with Ed- 
ward Cirlin, president of the brokers 
group, and said they would seek legis- 
lation to set up the bureau. It would 
clear all cancellations and would aim 
to prevent “discriminatory underwrit- 
ing.” 

Louisiana has approved the indus- 
trial property policy, nuclear clause, 
commercial property form, and indus- 
trial property office contents special 
form. The department approved Phoe- 
nix of Hartford group’s motel policy 
but disapproved its homeowners se- 
lected risk plan. It deferred the appli- 
cation for approval of New Hampshire’s 
special motel-tourist court coverage, 
but approved Great American’s motel 
policy amendment. It also deferred 
London Assurance’s motel policy. 
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Slate Seminar On 
Repairing Unitized 
Automobile Bodies 


A body repair seminar will be held 
Oct. 7-8 at Indianapolis in an effort 
to iron out some of the problems of 
repairing unitized automobile bodies. 
The training program is being spon- 
sored by Insurance Institute of Indiana 
and State Adjusters Assn. of Indiana 
in cooperation with automobile and 
equipment manufacturers. 

Engineers from General Motors, 
Ford, Chrysler and American Motors 
will discuss repair problems peculiar to 
their individual unitized autos, and 
representatitves from equipment com- 
panies will repair cars of each auto- 
maker which have been “totalled out” 
by insurers. Also on the program will 
be movies on repair techniques. 

Carl M. Russell, president of Meri- 
dian Mutual, is chairman of the joint 
committee which originated the pro- 
gram, and Ellis Metheny, Indiana Farm 
Bureau and president of the adjusters’ 
association, heads the planning sub- 
committee. 

Mr. Russell said 30% of the 1960 
automobiles sold were of unitized body 
construction, which, he predicted, will 
become an ever increasing factor in 
auto design. “With so many of the 
insuring public driving this new type 
car, it is imperative that the insurance 
and automobile industries provide ade- 
quate protection for the owners 
through increased knowledge on the 
part of repairmen.” 

Pointing out the need for this knowl- 
edge, Mr. Metheny said it took years 
and World War II to convince interest- 
ed parties that the autoframe could be 
straightened and repaired. It would be 
wasteful to wait that long to build up 
a sufficient number of shops capable 
of quality work on unitized bodies, he 
declared. 


Steel Union Plans Own 


Medical Care Program 

United Steel Workers has taken 
steps to initiate a medical care pro- 
gram involving construction of hospi- 
tals and medical centers in steel com- 
munities. Earlier this year the United 
Auto Workers adopted its own medi- 
cal plan. 

The program, which would be 
nanced out of part of the $1.6 billion 
pension reserve fund of the steel in- 
dustry, evolved from a two-year study 
of Blue Cross-Blue Shield plans, which 
cover the union’s 1.2 million members 
and their families. The report was 
highly critical of the plans and con- 
cluded that the union was getting in- 
adequate benefits for too great a cost. 


fi- 


Portland Agents Elect 
W. H. Lilly President 


Portland, Ore., Assn. of Insurance 
Agents has elected William H. Lilly 
president, succeeding Robert A. Wag- 
ner. Mr. Lilly is a partner of Dooly & 
Co., a general insurance broker in 
Portland. He is a CPCU and has been 
a trustee of Portland association since 
1958. 

Also elected were James M. Camp- 
bell, vice-president; Alfred J. Davis, 
secretary, and A. Thomas Bowen, 
treasurer. 

Two insurers newly licensed by the 
New York department are Congres- 
sional of Washington, D. C. and In- 
tegrity of Teaneck, N. J. 
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Ageny-Company Relations Stressed At NAIA Convention 


(CONTINUED FROM PAGE 8) 

from which, ordinarily, the convention 
would have drawn its heaviest at- 
tendance. One of the many workmen 
who on Sunday were putting up dis- 
play booths for the NAIA convention 
exhibits commented that “this is just 
as much work as for a big convention.” 
The steelworkers were in town the 
week before 12,000 strong. 

At press time, supporters of Cooper 
M. Cubbedge of Jacksonville, Fla., had 
their candidate well out in front for 
vice-president of the association. At 
the same time those indicated as new 
members of the executive committee 


‘ WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 


in advance. 


a THE NATIONAL UNDERWRITER 


SENIOR CASUALTY UNDERWRITER 
desired by newly activated branch 














office in Indianapolis. Write in full 
detail to Boston Insurance Group, 
546 Illinois Building, Indianapolis, 


Indiana. 








SALES REPRESENTATIVE 
Aviation specialty company needs aggres- 
sive producer to service and further develop 
aviation lines in Mid-West United States 
area. Current pilot's license required. Avia- 
tion insurance and/or casualty insurance 
experience essential. Attractive income 
proposition for right man. Submit detailed 
resume to Box T-64, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FIELD REPRESENTATIVE 


If your imagination dwells on the better things 
in life requiring money, and your production 
qualifications in multiple-line leaning toward 
Fire and Inland Marine are outstanding, with 
experience in the following areas—Detroit, Ohio, 
Chicago—contact the aggressive multi-market 
company whose growth has created these open- 
ings. Our fieldmen know of these opportunities. 
Write Box T-85, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








ASSISTANT CLAIM MANAGER 


Excellent opportunity for aggressive man to move 
into the top claims spot of a large multiple-line 
insurance company in Chicago in a short period 
of time. Applicants must be under 45 with a 
minimum of 10 yrs. experience. Technical claim 
handling and administrative background. LLB is 
helpful but not required. Salary will be com- 
mensurate with experience. Write Box T-87, Na- 
tional Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 








MUTUAL AGENTS 
Like to be the Agent in your City with best 
opportunity contacting NEWCOMERS? Also 
chance to profit on lost customers moving away. 
For enrollment particulars write: Prospect-a- 
matic Clearing House, 422 Thompson 
Bidg., Tulsa 3, Oklahoma. 





by appointment were Milton R. Chev- 
erton of San Diego, who has been pres- 
ident of the California associations, and 
S. H. Warner of Memphis, past presi- 
dent Tennessee Insurors and chairman 
of the property committee. 


Direct Billing Statement 


After several hours of discussion, 
the National Board of State Directors 
adopted this motion on direct billing: 

“The NAIA recognizes that a signi- 
ficant number of its members have for 
various reasons, accepted the programs 
of direct billing and continous policies, 
despite a strong feeling that this ap- 
proach is not in the best interests of 
the public and the agent. The NAIA 
cautions that certain aspects of this 
program are inherently dangerous, and 
urges all companies operating under 
the American agency system to re- 
evaluate their procedures to eliminate 
any dangers to the system. National 
Board of State Directors reaffirms its 
1953 policy relating to unilateral com- 
mission reduction, continous polcies 
and direct billing”’. 

This returns the matter almost to 
the 1953 and 1954 position. 

A committee headed by H. W. Mul- 
lins of Rockford, Ill., made a study of 
how many member agencies of NAIA 
presently are using direct billing and 
how many figure that they will be 
doing so in the near future. Most of 
the replies were from agents in the 
business five years of more. The 
breakdown was—14% of replies were 
from agencies five to 10 years old; 
41% from those 10 to 25 years, and 
32% from those 25 to 50 years old. 

Fifty-one percent indicated they 
were using continuous policies, 49% 
were not, 21% said they contemplated 
that they would be using them in the 
foreseeable future. Forty percent are 
using direct billing. Of the 60% who 
are not, 17% think they will be doing 
so soon. 

It is significant, Mr. Mullins said, 
that agents indicated that if their 
leading company were to adopt con- 
tinuous policies would the agents op- 
pose or accept and 63% indicated they 
would, 37% that they would not. To 
the same question about direct billing, 
the percentages were exactly reversed. 


Urges Strong Stand 


The committee, with Thomas A. 
Harman of Seattle a member, putting 
the matter to a vote, recommended 
that the association adopt a position 
that despite a strong feeling of agents 
that the CP and DB are not in the best 
interest of public and agent, NAIA 
clarifies its policy to provide that the 
procedures are not necessarily in vio- 
lation of the principles of the agency 
system. 

Mr. Harman pointed out that there 
are real dangers in direct billing but 
NAIA’s opposition has had little effect 
on companies adopting the procedure. 
He believes agents must be prepared 
to accept certain changes in methods 
of doing business as time goes by. 

Lawrence H. Derby of Warren, Ark., 
said agents have to cooperate with 
companies in the latter’s efforts to 
meet their competition or let them go 
on with other agents. 


John P. Wilson of Mobile; E. J. 





INTERESTED IN PURCHASING SMALL 
FIRE & CASUALTY COMPANY. ADE- 
QUATE CAPITAL AVAILABLE. CONTACT: 
IVAN BRENDLER 
1424 “K"’ ST., N.W. 
WASHINGTON 5, D.C. 








Experienced large lines FIRE UNDERWRITER 
NEEDED by fast growing, progressive Fire Insur- 
ance Association—Good opportunity. Good ben- 
efits program. Improved Risk Mutuals, 15 North 
Broadway, White Plains, New York—WHite Plains 
6-3500 











Bachman of St. Paul; Clifford E. Dunn 
of Fitchburg, Mass.; William E. Webb 
Jr. of Statesville, N. C.; Charles A. 
Dawson of Fargo; Robert E. Battles 
of Los Angeles; Harold Boling of Lake 
Charles, La., and others expressed 
strong opposition to weakening the 
plain statement of opposition made in 
the early 1950s. Frank E. McGlaughon 
of Kingsport, Tenn., M. Frank McCaf- 
frey of Detroit, and others advocated 
a more moderate position. Mr. McCaf- 
frey said too much time has been 
spent on the subject, he was tired of 
listening to it, and he was sorry the 
subject had come up again because it 
has taken more time than it is worth. 

There was considerable heated criti- 
cism of Standard Oil of Indiana for 
the accident insurance solicitation they 
are conducting among its credit cards 
holders. Standard Oil officials have in- 
dicated it is not their intention to in- 
vade the insurance business. However, 
agents regard this as a dangerous 
trend and several advocated turning 
in their credit cards. The Diners Club, 
it was reported, did not find the idea 
of accident solicitation successful and 
that organization also got a lot of cards 
back from agents and other insurance 
people. 


Turning In Credit Cards 


H. H. Nelson of Council Bluffs re- 
ported that a number of agents in that 
state turned in their credit cards. 
Standard Oil officials visited Iowa 
agents and said that two cars are com- 
ing out this fall with self-greasing 
units and that this will cost the com- 
pany a lot of business. Mr. Nelson said 
he believed the company can be shown 
the error of its ways. Forty members 
of the Des Moines Assn. of Life Un- 
derwriters, who sell accident insur- 
ance, sent back their cards. He advo- 
cated the president of NAIA confer 
with the president of Standard Oil. 

Frank E. McGlaughon of Kingsport, 
Tenn., said that after agents take up 
the matter with Standard Oil they 
ought to go on and confer with rail- 
roads that sell accident insurance at 
ticket windows and with airlines that 
sell travel accident at airports. 


Arranged By Dradnats 


Walter Sheldon of Chicago, past 
NAIA president, said that the program 
at Standard Oil was arranged by 
Dradnats, Inc., of Chicago, which is 
Standard spelled backward and which 
acts as broker for the company and is 
licensed in many states. The program 
was placed in Bankers Life & Casualty 
—or one of its companies—by a Los 
Angeles agent who is a member, he 
believes, of NAIA. He said negotia- 
tions now are in progress to place the 
program with other oil companies. 

A motion by Charles A. Dawson of 
Fargo, opposing the program and ask- 
ing that NAIA seek its discontinuance, 
was referred to the resolutions com- 
mittee. 

Morton V. V. White of Allentown, 
Pa., discussed the O’Mahoney bill to 
revise the D. C. rating law. Mr. Thorn 
wondered if Sen. O’Mahoney, in his at- 
titude toward advisory organizations, 
was aiming at agents’ associations. 
Mr. White didn’t think so but noted 
that the definition of advisory organ- 
izations is very broad and would in- 
clude any organization that might 
seek to exercise an influence over 
rates. 





Knilans At Columbus For Nw Mut 

Northwestern Mutual has appointed 
Richard S. Knilans district claims 
manager at Columbus, O. He has been 
with adjusting firms there. 
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Ralph Callister of Salt Lake City\ 
gave the treasurer’s report. The Spar- 
lin Cup, which goes to the state associ- 
ation which has contributed the most 
to the agency system during the year, | 
went to Florida with honorable men- | 
tion to Hawaii. 

The Walter H. Bennett Memorial 
Award, presented by the New Orleans | 
Exchange in honor of the late execu- | 
tive secretary of NAIA, was awarded} 
to Des Moines, with honorable mention | 
for Greater Miami and Long Beach} 
boards. This is given for excellence in 
local board activities. 


Retain Continue Structure 


State directors at another session | 
voted to continue the present com- 
mittee structure for another year. 
Thomas Harman said this was not 
satisfactory but Washington will not 


object this year. Mr. Jones, who was; TI 
presiding, indicated that some revi-! Age! 
sion is being considered. ‘ conv 

K. H. Bair, Jr. of Albuquerque, chair- | wha 
man local board and memberhip com- | Dav 
mittee, reported that the new plan of | port 
having a luncheon for those interested ; imps 
in these activities proved highly suc- | Bilt 
cessful here, attracting 128 when only Je 


68 had been expected. ber 
Joseph E. Vincent, Bryan, Tex. 
chairman of the advertising committee 
for 1961, and two members of his 
committee—George Cooper, Hunts- } 
ville, Ala., and Frank Smith, Tucson, } anti 
Ariz.—conducted a special preview of |} com 
the film prepared to promote the 1961 | men 
advertising campaign for state officers. | stre1 
Mr. Vincent introduced the members | ity 1 
of his committee, which has _ been 1 ee 
combined for the coming year into a | 
single group. Last year there were} T! 
separate fund raising and fund man- ) will 


Ala. 





agement teams. Beside those already | expt 
mentioned, Mr. Vincent has Dave | of a 
Johnson, Pensacola, Fla., John S.{ And 


Sheiry, Bridgeton, N. J., Eben Learned | vice 
Jr., Norwich, Conn., and Sanford Led- , Rick 


erer, Chicago, working with him on the | is ¢: 
1961 campaign. \ ordi 
New Fund Raising Manual on 

Mr. Cooper described the newly re- , Alte 


vised fund-raising manual which will | 196( 
be available for local chairmen in 1961. | the 
He explained that it is divided into | T 
three sections—for selection of chair- ' Jacl 
man, mechanics and techniques for | 

getting the most out of the film, and Su 
follow-up in collection. } 


Mr. Smith praised the tie-in kit Di 
which will go to contributers. He ll 
hailed it as evidence of the way in | met 
which the Big “I” campaign has taken | the 
a progressive step each year. pro] 


The finale of the session was the 
showing of the fund-raising film itself. | 
A committee to study administra- 
tive organization of NAIA and duties | 
brought in a recommendation that na- 
tional officers reduce their state and | 
local association appearances and call 
more on past presidents and other 
leaders and on staff members to do 
more of this work. It also recommend- | 
ed that representatives of NAIA ad- 
dress other business groups. M. Frank 
McCaffrey of Detroit was chairman of 
this committee. A motion to have a} 


—- 





| 


committee study how to put these 
recommendations into effect was\ 
adopted. 


The NAIA program this year sought 
to give agents something of almost; 
everything. There was a discussion of Ri 
politics by two Washington news men, . ™ 


the Merrett-Adams Training Insti- | 





tute put on a program designed to 
show and tell agents how to sell. This 
was an all day affair and attracted 
good crowds. The presentation of Ar- 
thur C. Dannecker Jr., director of ad- 
vertising and public relations of Ohio 
Farmers, on agency identit*. and the 
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1961 advertising program presentation 


ag City} film narrated by Joe E. Vincent of 
> Spal-| Bevan, Tex., 1961 chairman of the na- 
ASSOcl- ' tional advertising committee, featured 
€ most | an advertising and PR workshop. 
nis ear, | Paul B. Cullen of Aetna Casualty, 
© men- | vice-president of Insurance Informa- 
tion Institute, outlined the work of 
ene that organization in areas of interest 
Orleans | to agents. 
execu-| At the annual banquet Wednesday 
warded} .vening, past President Melvin J. Mil- 
nention | jer of Fort Worth installed the new of- 
Beach | ficers. 
— 2 Tennessee won the Connecticut 
\ membership trophy. 
session 
session! Southern Agents Deal 
year. e 
»“s With Full Agend 
yill not if U gen a 
ho was/ Though the session of Southern 
2 revi-| Agents Conference during the NAIA 
‘ convention in Atlantic City was some- 
, chair-| what abbreviated, under Chairman 
p com- | Dave Johnson of Pensacola, Fla., re- 
plan of | ports were made and plans laid for the 
erested ; important workshop meeting at the 
ly suc- | Biltmore Hotel in Atlanta Dec. 1-2. 
2n only Jack Newman of Arlington, Va., 
— of the public relations com- 
Tex., | mittee, said Southern states had co- 
nmittee | operated wholeheartedly with the Big 
of his | | Program. George Skipper of Jackson, 
Hunts- | Ala., said the legislative committee is 
Tucson, | anticipating a continued fight against 
riew of }compulsory auto and unsatisfied judg- 





1e 1961 | ment fund laws and is encouraging the 

fficers. | strengthening of financial responsibil- 
embers | ity legislation. 

; been 
into a 

> were 


\ New Committee’s Aims 


The aims of a new committee that 
J man- } will deal with agency merchandising, 
already | expense factors, and cooperative use 

Dave | of automation were outlined by J. M. 
yhn §.{ Anderson of North Wilkesboro, N. C., 
earned | vice-chairman. Richard B. Elliott of 
‘d Led- , Richmond is chairman. The committee 


1 on the | is called the industrial contact or co- 
\ ordinating committee. 

The property and casualty commit- 

tees reported, and Thomas Bruner of 

Wly re- | Altanta, secretary-treasurer, said all 

ch will | 1960 dues have been collected and that 


in 1961.) the treasury is in good condition. 

2d into| The next conference will be held in 
-chair- | Jacksonville, Fla., March 23-25. 

ies for 
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‘in kit Discuss Uniform Laws 
Ts. He Illinois Surplus Line Brokers Assn. 
way IN met last week at Chicago to discuss 
s taken | the uniform non-admitted insurers act 
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ance Commissioners through its un- 
authorized insurance committee, which 
is headed by Magnusson of Minnesota. 

Cameron Brown, president Geo. F. 
Brown & Sons and deputy chairman 
of the association, presented the back- 
ground of the proposed legislation to 
the well attended meeting. There was 
considerable discussion on the pros and 
cons of the surplus line measure, the 
upshot being that it was far less than 
enthusiastically received. The concen- 
sus was that there is no need for a 
uniform law and that each state should 
make its own regulations. 

In particular, it was noted that Il- 
linois, for instance, which is one of the 
big states for non-admitted business 
has for about 25 years been engaged in 
this market to the satisfaction all in- 
volved, including the insurance de- 
partment. Since there are only about 
five states in which there are no sur- 
plus line laws, the association feels that 
there is no need for a detailed, com- 
plicated and expensive (to administer) 
uniform law. 


Only Five States Need Laws 


While it was agreed all around that 
there is need for legislation to protect 
the policyholders and see to it that 
the domestic companies have prefer- 
ence, the association believes that the 
five states could well adopt regulations 
similar to those already proven highly 
effective, such as those of Illinois. 

As to expense of administration, it 
was expressed at the meeting that the 
Illinois department alone, even under 
the able guidance of Director Gerber, 
does not have enough employes or bud- 
get to handle all of the situations it 
faces today—much less to throw out a 
workable system to install another, 
which would certainly call for more 
personnel, more money, etc., the pro- 
posed law being vastly different from 
the present law in Illinois. 

In effect, the association feels that 
since surplus line premium written in 
Illinos is only about one-tenth of one 
percent of all business written in the 
state, disturbing the status quo is like 
going after a mouse with a shotgun. 
Members were advised to review and 
study the proposed uniform law and 
write to Commissioner Magnusson ex- 
pressing their views. 


W. Va. Judge Denies Move 
To Free National Auto 
From Restraining Order 


A circuit court judge of West Vir- 
ginia has refused to dissolve a re- 
straining order preventing National 
Auto of West Virginia from doing 
business or disposing of its assets in 
spite of the claim of the company’s 
lawyers that the injunction meant the 
company’s death. 

In continuing the injunction, Judge 
Frank L. Taylor has frozen activity 
at National Auto until Sept. 30, when 
a hearing is taking place on an ap- 
plication by Commissioner C. Judson 
Pearson to liquidate the firm. 

Charges against the company in- 
clude excessive expenses on the part 
of company officers, speculation with 
assets and dissipation of capital. 


NAIC Credit Subcommittee 
To Meet At Chicago Oct. 12 


The credit life and credit A&S sub- 
committee of National Assn. of Insur- 
ance Commissioners will meet at Chi- 
cago Oct. 12 to consider proposed 
amendments to the model credit bills. 
Joseph S. Gerber, Illinois director and 
subcommittee chairman, set the date 
that proposals be submitted to him as 
Sept. 23. 


Sees Need Of Better 
Understanding Of PR, 
Fla. Wins Bowen Award 


In making its report a year ago, the 
Bowen public relations award com- 
mittee indicated an apparent misun- 
derstanding on the part of some state 
associations of the true meaning of 
public relations, as differentiated from 
publicity and advertising. Members of 
the judging committee this year, as 
last year, are David A. North of New 
Haven, past president of NAIA, chair- 
man; F. W. Westervelt Jr., man- 
ager public relations department of 
National Board, and Kenneth O. Force, 
executive editor of THE NATIONAL UN- 
DERWRITER. 

Though the entries submitted this 
year have improved somewhat in re- 
spect to a complete reliance on either 
advertising or publicity, there still ap- 
pears to be either a lack of under- 
standing of the complete functioning of 
a genuine public relations program, or, 
if it is actually being carried on, it is 
not being fully reported. 

The Florida association has grasped 
this concept, Mr. North reported, and 
for the second straight year that as- 
sociation wins the final award. The 
committee commended as runner-up 
the South Carolina association. 

All associations interested in carry- 
ing out a real program of public rela- 
tions should examine the exhibit of 
the Florida association and, from that 
group, take advice and counsel in the 
proper application of the ground rules 
of this art, the committee believes. 

The committee also suggested to 
the executive committee of NAIA con- 
sidreation of a more complete defini- 
tion of the PR subject, with possibly 
a point system of grading entries, if the 
continuation of this award is to be 
maintained within the area of en- 
deavor originally contemplated by the 
donor of the award, and the concept 
of public relations by that student of 
the subject in whose name and honor 
the competitive award was estab- 
lished. 


100 Friends, Associates 


Honor George Parker 


George H. Parker, who retired July 1 
as manager of Kentucky Inspection Bu- 
reau after 44 years in insurance rating, 
was guest of honor last week at a party 
in Louisville given by the Kentucky 
field men. 

The host organizations were Ken- 
tucky Capital Stock Ins. Assn., Ken- 
tucky Pond of Blue Goose and Ken- 
tucky Fire Prevention Assn. The toast- 
master was Cad P. Thurman, a former 
America Fore field man and more re- 
cently Kentucky commissioner. About 
100 insurance men, including several 
local agents, attended the dinner at 
which the principal talk was given by 
Kent H. Parker, general manager In- 
ter-Regional Insurance Conference, and 
remarks of appreciation were offered 
by the present commissioner, W. T. 
Hockensmith; Mayor Bruce Hoblitzel of 
Louisville, who is a local agent; John 
Hommes, manager Western Actuarial 
Bureau; C. N. Mullican Jr., western de- 
partment chief of Fireman’s Fund; 
William L. Martin, assistant general 
counsel at Chicago of the National 
Board; Homer L. Trimble, manager 
Jones & Whitlock at Louisville and 
former assistant commissioner; L. D. 
Cassady, present assistant commission- 
er and Rush Carter, western manager 
Aetna Fire. 


Mr. Cassady presented Mr. Parker 
with a colonel’s commission from Gov. 
Combs. This is the ninth time Mr. Par- 
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ker has been made a Kentucky colonel. 
He received scrolls from the three field 
organizations. 


Mr. Parker will maintain an office 
in the Starks Building and will give 
lectures to the state police, help train 
deputy fire marshals, make fire pre- 
vention inspections in Kentucky public 
buildings and devote time to combating 
arson. His interest in these subjects, 
particularly fire prevention, dates from 
his early days in the business when he 
was one of the first firefighters to ar- 
rive on the scene of the Iroquois theater 
fire in Chicago in which 650 women 
and children were killed. From 1916 
until his retirement, Mr. Parker added 
a fire prevention message to every bul- 
letin sent out by Kentucky Inspection 
Bureau to the companies and agents. 

Compensation Rating & Inspection 
Bureau of New Jersey has ruled, with 
the approval of the state insurance 
department, that payments made by 
electrical contractors to vacation and 
holiday funds on behalf of employes 
and in agreement with International 
Brotherhood of Electrical Workers is 
remuneration includable in the pay- 
roll for premium computation pur- 
poses. 
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Urg es Closer Company- Agent Ties 


prion ED FROM PAGE 
tracts for agents to sell in hs "hibhaty 
competitive market based too fre- 
quently on what they think the buying 
public ought to want or need. 

This business, he said, like others, 
is bound to make mistakes. But in this 
area, poorly conceived contracts do not 
necessarily limit sales but usually 
mean bad loss ratios, which then re- 
sult in reduced profits and reduced 
commissions. Management, he acknowl- 
edged, must always make the final de- 
cisions. But common sense dictates 
that those close to the buyer can offer 
valuable experience and a know-how 
of what the public will buy and what 
their reaction to the coverage will 
produce in the way of losses. 

Mr. Jones said he does not claim for 
agents any vested rights in this situa- 
tion. However, one advantage claimed 
by direct writers for their system is 
that their rigid control provides sales 
reports and similar data which keeps 
them in touch with the public point of 
view. If their salesmen can contribute 
such valuable information, the inde- 
pendent agents with the experience 
gained through years of meeting com- 
petition and serving the public could 
make a real contribution, he declared. 
Research One Substitute 

He noted that other industries as 
they grew reached a size where they 
began to lose the common touch. Con- 
sequently, they turned to use of re- 
search to keep informed of the needs 
and wants of buyers. Mr. Jones urged 
each agent to work for and where 
possible participate in all real attempts 
to improve communications and to 
organize research projects. Many com- 
pany executives now recognize this 
need. The climate is right for real 
progress in these important and re- 
lated fields. 

Sen. O’Mahoney’s rating bill for 
District of Columbia, Mr. Jones said, 
could be one of the major events in 
recent insurance history. This seems to 
represent a complete change of view- 
point. Most of those who worked on the 
all industry rating legislation 15 years 
ago thought that public law 15 clearly 
stated that either the states must 
regulate quite stringently or the fed- 
eral government would step in and do 
so. But now the Senator is advocating 
unrestrained competition with loose 
controls. The talk at the University of 
- Wisconsin of Donald P. McHugh, coun- 
sel of the O’Mahoney committee, sug- 
gests the “wisdom of regulatory safe- 
guards in insurance similar to those 
employed by the Federal Deposit In- 
surance Corp. in the banking field to 


guard against the losses to policy hold- 
ers resulting from company insolven- 
cies.” 

It seems plain, Mr. Jones said, that in 
advocating unrestrained competition, 
McHugh and O’Mahoney recognize the 
calculated risk involved in the applica- 
tion of their philosophy. Mr. Jones 
finds it difficult to justfy an open 
invitation for unbridled rate competi- 
tion by the application of federal in- 
surance to prevent financial loss to the 
public. 

NAIA has been running over its 
budget, Mr. Jones said. He believes 
that NAIA is a large, important busi- 
ness organization representing one of 
the biggest industries in the country. 
Consequently, he advised the staff that 
while all unnecessary expenditures 
must be avoided, NAIA nevertheless 
would proceed to do its job in the best 
possible manner consistent with rea- 
sonable economy. 

It is time to face up to the facts, he 


declared. NAIA went deep in the hole 
on last year’s convention instead of 
making a little. It charged off $2,000 
for material no longer felt to be sale- 
able. There were other unexpected ex- 
penses. There will continue to be non- 
recurring expense items. Emergency 
funds must be available. The problem 
is lack of an adequate budget in the 
face of the commonly recognized in- 
crease in the cost of everything that 
makes up the budget. 


Operating Cost Reduced 


The per capita cost of operating NAIA 
steadily has been reduced, he said. 
Obviously, a strong NAIA representing 
agents on the best basis money can 
buy is essential. Agents can best in- 
sure their future by demanding more 
services and stronger representation 
by NAIA—and by showing a willing- 
ness to pay for it. He does not recom- 
mend “going overboard.” But just 
another dollar or two per agency will 
build the kind of association agents 
really need. 





Problem Clinic Is Fine Idea But 
ls Too Ambitious In First Round 


By ROBERT C. DAUER 

ATLANTIC CITY—A feature of the 
annual meeting here of NAIA, of 
which much has been expected, proved 
to be interesting and a notable effort 
but somewhat dull. This was the pro- 
perty and casualty problems clinic, to 
which top bureau and rating organiza- 
tion personnel and the chairmen of the 
five technical commitees of NAIA had 
been invited to express their views 
frankly on key issues complicating 
the lives of agents everywhere. 

One of the difficulties was the size 
of the panel. Even before it went on, 
it was suggested by top NAIA execu- 
tives that next year in Dallas it should 
be broken up and presented in smaller 
groups dealing with fewer topics and 
fewer areas. 

Discussion Proved Moderate 


This was expected to produce some 
lively discussion of such items as auto 
merit rating, homeowners, and the like. 
Agents rather expected fur to fly, and 
questions and answers to be hurled. 
Instead the atmosphere was quite 
temperate. Issues were presented but 
with real moderation. 

However, now that the clinic has 
been started, future editions are apt to 
be a good deal more exciting, particul- 
arly if they are broken up into the 
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size of the several individual subjects. 

Bureau executives on the _ panel 
were Harold Wayne, general manager, 
Inland Marine Insurance Bureau, Peter 
A. Zimmermann, Surety Assn. of 
America, Harry Perlet, manager of the 
multi-peril department of Inter-Region 
al Insurance Conference, H. Sumner 
Stanley, assistant general manager of 
Factory Insurance Assn.; William Les- 
lie Jr., general manager National Bur- 
eau, and Howard S. Ombsberg, general 
manager of National Automobile Un- 
derwriters Assn. 

So much ground had been marked 
out for coverage that Mr. Wayne and 
Mr. Omsberg were not called on to 
speak at all, while Mr. Zimmerman 
was pressed into service only once and 
that briefly. There was some slight re- 
action by Mr. Perlet when an agent 
asked when Inter-Regional was going 
to introduce a new, new, new, home- 
owners. 


Technical Committee Attending 


Howard N. Fullington, Wichita, 
member of the NAIA executive com- 
mittee, was emcee. The technical com- 
mittee was composed of Chairman Roy 
H. MacBean of Cranford, N. J., casual- 
ty; Donald H. Denton of Charlotte, 
N.C., fidelity and surety; S. H. Warner 
of Memphis, property; Edwin P. Simon 
of Chicago, metropolitan and large 
lines, and C. D. Swett, Woodland, Cal., 
rural and small lines—giving brief re- 
ports of the activities of their com- 
mittees the past year. These reports 
are treated in separate stories. 


Diversity Of Questions Posed 


Mr. Fullington then presented ques- 
tions submitted from the floor. The 
variety of these was astonishing and 
could have been responsible for the 
absence of any prolonged discussion 
of individual topics. 

The questions dealt with storekeep- 
ers’ burglary, institutional property 
forms, the bond manual, auto rating, 
bureau auto filings, CPL, FIA pro- 
spects for writing office buildings, a 
farm package, absence of rules for 
three and four family dwellings in 
homeowners, installment premiums, 
garage liability, non-cancellable auto, 
comprehensive 3D, unsatisfied judg- 
ment funds, merit plans, single limit 
auto, resort packages, and company- 
agency liaison. 
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Midwest Reviews — 
Problems In Short | 
Meet During NAIA 


Donald W. Perin, Chicago, chairman, | 
presided over the somewhat stream- 
lined Midwest Territorial Conference, | 
The annual committee report, centeall 
the highlight of any territorial confer- 
ence, was not read. Instead, George A, 
Timm, Kenosha, Wis., 1st » Gacege ‘i 
man, gave an abbreviated status report ! 
to fill in on the activities of the con-| 
ference since the annual meeting in 
Cincinnati last April. In the future 
this pattern will be repeated, with the, 
full report being given at the spring 
meeting only. 

Replacement cost coverage on an 
80% or higher coinsurance basis is 
permitted for general business in II- } 
linois, Indiana, Louisiana, Michigan, 
Missouri, Minnesota, Nebraska, North | 
Dakota, Ohio, South Carolina, and Wis- 
consin. Heretofore, replacement cost 
cover with less than a 100% coinsur- | 
ance requirement had been prohiibted. 
A similar liberalization of the 100% 
coinsurance requirement is now in ef- 
fect in Kansas and Kentucky. But in 
those states this is limted to public | 
buildings. Replacement cost coverage {| 
on machinery and equipment is still 
not permitted. 





Electrical Equipment | 


The $50 deductible on certain elec- 
torial equipment is in force only in 
Kentucky. | 

Mr. Perin introduced Harry Perlet, 
manager, multi-peril department of 
Inter-Regional Insurance Conference, 
who gave a “state of the union” re- 
port on the present plans of his organ- 
ization. 

Contrary to some reports, Mr. Perlet 
said, there is no major immediate 
change planned for the homeowners 
program. “All is quiet on the home- 
owners front,” but there will be come 
editorial changes made in the next few 
months to clean up the casualty 
changes that were effected last year. 

Mr. Perlet did indicate that there 
would be some changes in the commer- 
cial property program in some states. 
He said that there have been some 
severe rating problems in connection 
with the program. The rating treat- 
ment has been revised to offer more 
competitive rates in some areas. 


Service Guide < ||) 


DALE & COMPANY LIMITED ' 
Head Office | 

Dale House, 710 Victoria Square, Montreal 

COMPLETE INSURANCE SERVICE 























THROUGHOUT CANADA 
LLOYD'S AGENTS . . . MONTREAL 
Offices at ] 
Halifax, Montreal, Toronto, Winnipeg, 
Edmonton, Calgary, Vancouver 








Ma ment Consutlant 
lo Insurance Organtyalions 
FIRE—CASUALTY—LIFE | 


| 
ROBERT |. BUSHNELL | 


Hoydens Hill Road Fairfield, Connecticut 


¥ sons 


NEW YORK 17 
521 Fifth Ave., dutord 74044 


CHICAGO 2, ILL. 
1 No. La Salle St., FR 2-2795 














RANK LANG 


Consultants in 
Marketing 
and Management 
for the 
Insurance Business 











XUM 








), 1960 


La 
‘irman, | 
tream- | 
erence, ) 
usually 
-onfer- | 
rge A, 
-chair- | 
report ! 
ie Ccon- 
‘ing in 
future 
ith the , 
spring 


on an 
asis is 
in Il-} 
chigan, 
North 
id Wis- 
it cost 
oinsur- 
niibted., 
- 100% 
rin ef- 
But in 
public 
verage | 
is still 





n elec- 
ynly in 





Perlet, | 
ent of 
erence, 





. Perlet | 
nediate | 
owners 
home- | 
e come 
2xt few 
asualty 
year. 
t there 
ymmer- 
states. 
1 some 
nection 
treat- 
r more 


; | 


s. 
D 





ntreal 
CE 


' 
) 
‘ 








=LL 
lant 


lions 


necticut 


— 








N.Y. 
rd 7-4044 


LL. 
R 2-2795 





XUM 


, instead of the 


September 30, 1960 


FeNATIONAL UNDERWRITER 


New Jersey Agents Cover Full Agenda 
In Session Shortened By NAIA Meeting 


(CONTINUED FROM PAGE 1) 
agency relations. In doing so, it ap- 
peared that he was adumbrating what 
will be one of the central themes of 
his administration as head of NAIA. 

The 1950s were not so much a period 
of innovation and revolution as transi- 
tion, he said. Companies and agents 
alike were so steeped in tradition that 
it was difficult to recognize and prop- 
erly evaluate the competitive forces 
which were developing in the business. 
Early in the decade, companies and 
agents both were guilty of assuming 
an attitude of “we never had it so 
good.” 

But in 1953-54 underwriting results 
took an adverse turn. Competitors 
took advantage of the situation and 
began their growth into giants. Agents 
were living in a period of prosperity 
but had difficulties of all kinds—chiefly 
constriction in markets and in com- 
mission reductions. 

By 1958, in automobile, agents were 
vociferously demanding that their 
companies provide weapons with which 
to meet competition. Yet when these 
competitive weapons were provided, 
agents were highly critical of them. 
Mr. Ellis admitted that he, too, was 
critical. However, he still feels that 
any company that reduces commis- 
sions entirely because of an adverse 
loss ratio is entitled to criticism. Also, 
companies did not consult agents, “‘the 
most important segment of the insur- 
ance industry” and the one having 
direct and close contact with the pub- 
ic. 

Many Wounds Now Healed 


A serious breech developed in agen- 
cy-company relations, he observed. 
But, he believes, many of the wounds 
developed then have healed. Com- 
panies have done much soul-searching 
—and research. They are reiterating 
their belief that the best and most 
economical distribution of their prod- 
uct is through the independent agents 
of the country. He quoted J. Doyle 
DeWitt of Travelers; M. J. Wilson of 
that company, and J. Victor Herd of 
America Fore Loyalty group to this 
effect. Agents, he said, urge the com- 
panies to accept the agents’ coopera- 
tion as equal partners. 

For the well-being of the public, 
companies and agents, he added, “it is 
absolutely essential that the insurance 
industry maintain and continue its 
sales organization (the independent 
agents of the country) on a sound fi- 
nancial basis—a profitable basis. There 
is a point beyond which commissions 
cannot be reduced without jeopardiz- 
ing the financial livelihood of the 
agents. 

The retiring president of the New 
Jersey association, Ira F. Weisbart of 
Jersey City, praised member support of 
the Big I campaign and urged greater 
effort, especially local tie-ins with Big 
I newspaper advertisements which are 
to start soon. The association the past 
year called the attention of the insur- 
ance department to two _ fictitious 
groups, and these were pronounced 
illegal by the commissioner, Mr. Weis- 
bart reported. Also, through the efforts 
of the department, insurers were asked 


_ to get binding notices on assigned risk 


auto coverage in the mail within 48 


hours of the receipt of assignment 
notices. In addition, since insurers 
charge different rates for assigned 


risks, the agents suggested a flat 
dollar schedule of premium payments 
30% plan which has 
been in effect. With premium differ- 


ences, the producer doesn’t know what 
figure the 30% should be “of.” 

Mr. Weisbart said that the associa- 
tion’s program has been making real 
progress: Road-Aid is expanding and 
is well on the way to financial stabil- 
ty; membership has increased and re- 
signations and elimination because of 
non-payment of dues have declined; 
and the associtaion has discussed with 
the department an annual review of 
all rates to avoid the difficulties pre- 
sented by 30% rate jumps to insured. 
He said he hoped the latter plan would 
be adopted sometime soon. 

The association also is preparing an 
operating manual on the functions of 
the association, its staff, officers, and 
committees. This is expected to result 
in improved efficiency and continuity 
of effort. 

Agents were opposed to homeown- 
ers’ commissions under the new filing, 
following as they did reductions in 
auto earnings. While the new home- 
owners was approved by the depart- 
ment, the latter has asked that New 
Jersey experience be filed starting 
1961 and has indicated any future rate 
revisions will be made on expenses 
and losses for that state rather than 
on national results. This, Mr. Weisbart 
believes, erases the argument of 
whether or not commissions should be 
reduced. The association has learned 
in recent days that many companies 
will not reduce commissions. The buy- 
back provision of the new forms will 
almost completely obviate producer 
cancellation and rewrite problems, he 
said. 

James M. Ryan of Paterson, the new 
president, announced in his acceptance 
speech that he is introducing two in- 
novations. He is naming an advisory 
committee of past presidents with 
whom he will consult on difficult or 
controversial problems. Members are 
Sol S. Holland of Jersey City, H. G. 
Mather of Trenton, Alan H. Miller of 
Hackensack, Roy H. MacBean of Cran- 
ford, and Milton H. Grannatt of Tren- 
ton. 


County Participation 


Also, each month two county presi- 
dents will be invited to attend the 
executive committee meeting in New- 
ark. Thus, by the end of his term in 
office, the president of every local 
board will have had an opportunity to 
observe the executive committee at 
work. In addition, local associations in 
this way can present their problems 
to the steering unit. 

Other new officers of the association 
are Robert W. Hutchison of Vineland, 
chairman of the executive committee; 
John F. Sheiry of Bridgeton, state na- 
tional director (reelected); and these 
additions to the executive committee— 


Mr. Weisbart, Walter Christie of Berg- 
enfield, Arthur H. Slack Jr. of Clifton, 
and John N. Stevens of Bloomfield. 

Unless the agency companies do 
something to anticipate the needs of 
the young male driver market, they 
and their agents not only will have to 
tell the automobile business goodbye, 
but with each passing year they will 
have to surrender accompanying per- 
sonal and business lines to their com- 
petitors. 

This was the conclusion of Lawrence 
Robinson of New Brunswick, member 
of the executive committee, in a spe- 
cial report on the problem of the under 
25 male driver. He pointed out that in 
1963 there will be approximately 1.5 
million new 17-year-old males in the 
U.S., each a prospective or newly 
licensed automobile driver. Each will 
need insurance. This particular group 
of 1.5 million will, in the years after 
1964, become husbands, fathers, bread- 
winners, business men, and home- 
owners. 

Mr. Robinson urged the agency com- 
panies to act together to solve the 
problem—and take the initiative. They 
must make it possible again to write 
this insurance. Adequate rates must 
be filed. He urged agents to write 
company presidents. 

“Is it worth a try,” he asked. “If 
not, all you have to lose is the rest of 
your business.” 

Edwin M. Rothbert of Plainfield, 
reporting for the casualty committee, 
noted that one of its members, Sey- 
mour Sperling, attended the hearings 
in New York on proposed changes in 
the automobile assigned risk plan 
there. As a result, the New Jersey as- 
sociation has on file a comprehensive 
report. If in the future a revision of 
the New Jresey plan is recommended, 
the agents will know what has gone 
before and what were the results. 


One Fire-EC Rate? 


For several years the fire and allied 
lines committee has advocated com- 
bining fire and EC rates. A recent 
check of 6,371 dwelling policies, made 
by Fire Insurance Rating Organization 
of New Jersey, showed 94.2% with EC. 
Mr. Holland, chairman of the com- 
mittee, said he had asked the execu- 
tive committee for instructions to pro- 
ceed. 

The fire rating bureau has asked 
that association members code one, 
two, three, and four family dwellings. 
This will aid the bureau in preparing 
statistical information. It is not a 
warranty but merely a statement, Mr. 
Holland said. 

Mr. Stevens in his legislative com- 
mittee report noted that the associa- 
tion favored a bill appropriating $25,- 
000 for the insurance law revision 
commission which will study and pre- 
pare revisions in the insurance law. 
The bill is still in committee. 

The membership committee, of which 
Mr. Hutchison has been chairman, 
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conducted a campaign during the year. 
As a result, membership reached 1,621, 
a record. However, he noted that 60 
members dropped out; 26 of them re- 
signed and 24 failed to pay their dues. 
Perhaps personal calls on such agents 
are necessary, he suggested. 

Winner of the membership drive 
was Joseph Hill of Harvey Cedars with 
six. Mr. Hutchison commended Bergen 
County with 15 new members and none 
dropped, Monmouth County with 15, 
and Ocean County with 10. 


Safe Drivers Citations 


The safe driving citation award pro- 
gram continues to be the best public 
relations activity of the New Jersey 
association, Edward P. Kinchley Jr., 
chairman of the PR committee, re- 
ported. The program in previous years 
won three “Oscars” from National 
Safety Council. Yet the program was 
greatly expanded and improved in the 
past year. An instruction manual was 
prepared, and a panel of distinguished 
judges to select winners was insti- 
tuted, including the presidents of New 
Jersey associations—bar, press, educa- 
tion, safety council, police chiefs, 
chamber of commerce, and business 
and professional women’s clubs. 

National Safety Council has been so 
impressed with the scope of the pro- 
gram it has asked the association to 
prepare a presentation on the program 
as handled in one community in the 
state to appear in a national automo- 
tive magazine. This will be made 
available to newspapers in the area. If 
this is well received, similar presenta- 
tions will be prepared for other areas 
where the association’s members have 
done an outstanding job. 

St. Louis pond of Blue Goose will 
hold its annual picnic Oct. 8 at Spring 
Forest, Imperial, Mo. 
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With the addition of Life and Accident and Health to our 
long established and growing capacities in strategic per- 
sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 
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FEDERAL INSURANCE COMPANY + VIGILANT INSURANCE COMPANY + THE MARINE INSURANCE CO., LTD. + THE SEA INSURANCE CO., LTD. 
LONDON ASSURANCE (MARINE DEPT.) - ALLIANCE ASSURANCE CO., LTD. 
Life Insurance, Accident & Health, Group Insurance through 


THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Affiliate of FEDERAL INSURANCE COMPANY 
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